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Good Support Given 
By N. J. Agents To 
NAIA Ad Campaign 


Alan Miller and Frank Schaffer 
Present Preview of $2,000,000 
Program and Objectives 


300 ATTEND MID-YEAR MEET 


Guest Speakers Include Doremus, 
Alger, Fergason, Donica, Wood- 
bury Who Gave Luncheon Talk 


By Wattace L. Crapp 


: Asbury Park, N. J.. March 5—The 
advertising program of the National 
- Board of Fire Underwriters and NATA’s 
proposed advertising campaign were two 
of the big subjects which held the inter- 
~ est of the 300 local agents in attendance 
here at the 64th mid-year meeting of 
-_ New Jersey Association of Insurance 
Agents. Other subjects which engaged 
their attention were office short cuts, 
the “road aid” program which will be 
voted upon at the association’s annual 
"meeting in September, accident preven- 
; tion, legislation, workmen’s compensation 
insurance and two new and important 
“package” policies—commercial property 
coverage and the office contents special 
form. 
Lead-off speaker yesterday on Na- 
tional Board’s advertising was Frederick 
manager and secretary, 
' Eastern Underwriters Association, who 
outlined the campaign and scope of cov- 
erage (116 cities) and then showed the 
- tecorded commercials and TV film strips 
~ which went “on the air” March 4 


Alan Miller on Ad Campaign 


This morning Alan H. Miller, president 
of the New Jersey association and chair- 
man of NAIA’s advertising committee, 
' brought the agents up to date,on what 
is in store for them if NATA’s executive 
_ board at their April 29 meeting in Den- 
yer, Colo., approves the program that 
has been prepared by Doremus & Co., 
_ New York advertising agency. Mr. Miller 
_ praised the New Jersey agents for the 
_ 15% response which they gave to NAIA’s 
recommendation that its members devote 
one-half of 1% of their commissions to 
this advertising. 

“We have decided upon a $2,000,000 
Program, representing an investment of 
one-quarter of 1% of the commissions 
from 75% of the NAIA’s membership,” 
he said. “This is without company help. 
If the companies were to join gg us 
We could embark upon a $4,000,000 pro- 


(Continued on Page 28) 


NEW YORK, FRIDAY, MARCH 8, 1957 


$5.00 a Year; 25c. per Copy 








ISA 
HOSPITALIZATION 
PLAN ENOUGH? 


Certainly not if the pay check stops 
when an accident or illness occurs. The 
weekly income feature of an Accident and 
Sickness policy will convert into clients 
many prospects who never before stopped 
to think about this supplement to their 
insurance protection. 


Lonpon gs LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
NEW YORK e CHICAGO e SAN FRANCISCO 


A firm friend 
of the 
American Agency 

System ee 
GROUP 
=~ 





COLONIAL LIFE 


creates sales opportunities by 


helping people buy 


@ Competitive Plans 


e Exciting Sales Features 
@ Motivating Promotion 


e All-round Cooperation 


So 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 
EAST ORANGE, NEW JERSEY 


ay 


HOME OFFICE . 


Sixty Years of Distinguished Service 








Metropolitan Life’s 
56 Issue $7 Billion 
18.6% Ordinary Gain 


Individual Life Insurance Written 
$4,880 Million; Group Insur- 
ance $2,306 Million 


EARNED INTEREST IS 3.67% 


Insurance In Force $72,883 Million, 
10.2% Gain; Assets Total 
Over $14,785 Million 


At a press conference at the home 
office of Metropolitan Life on Monday, 
President Frederic W. Ecker revealed 
that last year the company issued $7,- 
186,857,410 of new business, $671 million 
greater than in 1955, Individual life in- 
surance (Ordinary and Industrial) to- 
taled $44,853,032,405, Ordinary reaching 
an all-time peak exceeding 1955 by 18.6% 
Group insurance was $2,306,682,807. 

Life insurance in force at the year-end 
totaled $72,883,395,165, a gain of $6,755 
million or 10.2% over the in force figure 
of 1955. Assets totaled $14,785,074,560, 
an increase of $849 million. 

Approximately 28% 
and sickness 
1956 than in the preced- 


more individual 


accident insurance was 

written during 

ing year. 
Interest Rate and Investments 


last after de- 


investment expenses, 


Interest earned year, 


ducting was 3.67% 
on the total invested assets and cash on 
hand. In 1955 this rate was 3.48%. Fed- 
eral income tax reduced this net invest- 
ment return for 1956 to 3.39%, as com- 
pared with 3.20% in 1955. 

New long-term investments made 
1956 totaled $1,930,000,000 at an 


after investment expense 


in 
average 
interest rate, 
but before Federal income tax, of 4.12% 

New mortgage loans and 
other city properties during 1956 num- 
bered 71,661 for a total investment 
$900,500,000. The total is higher than for 
any earlier and represents an in- 
crease of 18% in dollar volume over the 


on homes 


of 


year, 


compgrable 1955 figure. 
1e°1956 loans included-71,267 on one- 
to four-family dwellings at an average 


of $11,700 per loan. 

The total investment in city mortfages 
at the end of 1956 was $3,576,000,000. 
Included were mortgage loans on 347,494 
one- to four-family dwellings for a total 
of $2,982,000,000. 

Farm mortgage loans outstanding at 
the end of the year amounted to $264,- 
500,000, which compares with $231,000,000 
at the end of 1955. During the year 
4,273 farm mortgage loans were made 
for a total of $68,000,000. 

The company’s balance sheet for De- 
cember 31, 1956, showed that 53% of 
Metropolitan’s assets were invested in 
corporate securities, 9% in United States 
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“Fifty Years of Looking Ahead” 











Greater Strength...Greater Service 


Jefferson Standard’s 
CONDENSED 


50th ANNUAL STATEMENT 


December 31, 1956 
ASSETS 
$ 6,031,803 
120,752,069 
40,961,511 
220,128,325 
25,081,808 


Stocks, Preferred & Common 

Mortgage Loans 

Investment Real Estate 

Other Real Estate including 
Home Office Building 

Loans to Policyholders 

All Other Assets 


6,015,352 
30,144,985 
13,819,090 


TOTAL ASSETS $462,934,943 


LIABILITIES 

Policy Reserves 

Reserve for Policy Claims 

Policy Proceeds Left with 
Company 

Dividends for Policyholders . . 

Policy Revaluation and Mor- 
tality Fluctuation Reserve 

Investment Fluctuation 
Reserve 17,145,943 

Other Liabilities and Reserves 9,504,712 


$315,923,758 
1,517,447 


43,062,968 
4,480,644 


6,799,471 


$398,434,943 
6,000,000 
58,500,000 


TOTAL LIABILITIES 
Contingency Reserve 
Capital and Surplus 

TOTAL . $462,934,943 


Copy of booklet containing complete report available 
upon request. 


Represents The 


Jefferson Standard 


* WITH A “COAST-TO-COAST FAMILY” OF 395,000 
policyholders, the Jefferson Standard Life Insurance 
Company is this year completing a half century of service. 
The Company will be fifty years young on August 7, 1957! 


¢ JEFFERSON STANDARD’S PROGRESS in 1956 was 
marked by many achievements, a few of which are sum- 
marized below. This record, both for the year just ended 
and for the first fifty years, is a measure of Jefferson 
Standard’s capacity for service in the future. 


*PAYMENTS TO POLICYHOLDERS AND BENEFI- 
CIARIES totaled $21,205,915, more than half of which 
was paid to living policyholders through dividends, ma- 
tured endowments, disability benefits, and other benefits. 


*SALES OF NEW LIFE INSURANCE amounted to 
$224,111,356, the largest volume in company history, and 
a 7% increase over 1955. Total life insurance is at a new 
high—$1,584,358,453. 


¢ ASSETS increased by $33,230,793 to an all-time high of 
$462,934,943. 


* THE JEFFERSON STANDARD GUARANTEES 2! % 
on dividend accumulations and policy proceeds held for 
policyholders and beneficiaries; however, the company 
has paid 4% or more since it began business in 1907. 
4% is the highest rate paid by any major life insurance 
company in the United States. 


efferson \tandard 


LIFE INSURANCE COMPANY 


Represents The 
Jefferson Standard 


Home Office: Greensboro, N.C. 
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NORTHWESTERN MUTUAL LIFE CENTENARY 





Climate for Growth 
Aided Northwestern 


FITZGERALD ON WISCONSIN 





Praises State Government and Its Laws 
as Well as Milwaukee 
Municipality 


Milwaukee—Edmund Fitzgerald, presi- 
dent of Northwestern Mutual, speaking 
at the company’s Centennial luncheon in 
Milwaukee Saturday of last week, told 
Governor Thomson and Mayor Zeidler 
of Milwaukee, who were guest speakers, 
that Wisconsin furnished a healthy cli- 
mate which permitted the company to 
grow into such a_ successful institution. 
He said that the insurance laws on the 
part of the legislature and good admin- 
istration “have made our job easier and 
progress more sure.” 

Continuing, he said: 

“We believe in the future of this com- 
munity, this state and in the basic sound- 
ness of the economy built around the 
Great Lakes. 35% of our policyholders’ 
assets is invested in this area, 6.5% is in 
Wisconsin alone. Over 57.5% of the 
insurance in force in this company is 
owned by residents of states bordering 
the Great Lakes; 9.3% is is Wisconsin. 

“With a company made up of more 
than one million owners, we_ receive 
$2,000,000 of investment and premium 
income each working day. Each day, too, 
about $1,200,000 leaves the building in 
payment to policyholders, beneficiaries 
and others. Among those payments to 
others is over $1,000,000 which goes to 
Wisconsin suppliers each year and over 
$10,000,000 that is paid for services ren- 
dered by Wisconsin residents who are 
either emploves or agents of the com- 
pany. 

“Last but not least during 1957 we 
expect to pay, on behalf of our policy- 
holders, a total of about $15,000,000 in 
Federal, state and local taxes.” 

About the future, Mr. Fitzgerald said: 

“Despite references to the past, we are 
much more interested in the future on 
this first day of our second century. That 
future will require a continued flow of 
well-trained and high-principled people 
into our organization and for this we 
must look principally to educational in- 
stitutions of this area and show concern 
for their welfare. Of late we have given 
modest support to the Wisconsin Foun- 
dation for Independent Colleges and to 
Marquette University. In observance of 
our anniversary we are pledging $25,000 
to be expended during the next five years 
in scholarships in the field of insurance 
and applied mathematics at the Univer- 
sity of Wisconsin.” 


Wisconsin Legislature’s 


Praise of Northwestern 

The Wisconsin State Senate has 
passed a joint resolution to which the 
Assembly concurred which pays eulogy 
to the company and congratulates it on 
its centenary. The resolution was intro- 
duced by Senator Henry Maier, Demo- 
cratic floor leader, and Robert Travis, 
Republican floor leader. It reads: 
_ “Whereas, from its modest beginnings 
lar from the traditional financial center 
of the East, the Northwestern Mutual 
Life has become, through diligence and 
Progressive effort, one of the foremost 
pan insurance companies in the nation; 
an 

“Whereas, throughout its 100 years of 
growth, it has held fast to the spirit of 
Mutuality and trusteeship in serving the 
five generations of policyholders who 
have been and are the owners of this 
company; and 

_ “Whereas, among its more than a mil- 
lion mutual policyholders today, more 
than 111,000 are residents of the state of 
‘Isconsin; and 

Whereas, the company has constantly 
fncouraged thrift among the American 
People so that funds may be available 
(Continued on Page 8) 





Wisconsin Tribute to 
N. W. Mut. Centenary 


STATE’S LEADERS AT EVENT 


Governor, Lestidedlan. and Business Lead- 
ers, Judges and Others at 100- 
Year Luncheon 





Milwaukee —In the presence of the 
Governor of Wisconsin and other high 
state officials, Federal judges, the mayor 
of Milwaukee and the state’s leaders in 
finance, industry, law and education the 
Northwestern Mutual Life celebrated its 
centenary in that city on March 2. 
From Madison also came the lieutenant 
governor and principal figures in both 
houses of the legislature, the Attorney 
General and Chief Justice of the Wis- 
consin Supreme Court. The presidents 
of all the Wisconsin domiciled compa- 
nies were among the guests as were the 
editors and principal other officers of 
Wisconsin daily newspapers. 

Speakers at the Centennial event were 
Eugene R. Black, president, Interna- 
tional Bank for Reconstruction and De- 
velopment, Washington, D. C.; Governor 
Vernon W. Thomson of Wisconsin and 
Mayor Frank P. Zeidler of Milwaukee. 
Invocation was by the Very Rev. Edward 
J. O’Donnell, president of Marquette 
University. 

On behalf of the board of trustees a 
plaque was presented “dedicating the 
company to a second century of serv- 
i¢e.” It was accepted on behalf of the 
home office staff by the company’s 
youngest officer—Taylor French, and the 
employe with the longest service record 
—50 years—Claude Degler. 


Sixth Largest Life Company in Assets 


The Northwestern ranks in United 
States industry the 14th largest life in- 
surance enterprise, and the third largest 
west of the Atlantic seaboard. It is the 
sixth largest life insurance company in 
the nation in assets and the largest west 
of the Atlantic seaboard. It has funds 
invested of $3.4 billion. Insurance in 
force of $8.4 billion is on 1,600,000 poli- 
cies. Size of average policy in force is 
$5,268. Size of average new policy in 
1956 is $9,161. It has 91 general agencies 
in major cities, 240 district agencies in 
other cities and 3,500 agents and 20 re- 
gional mortgage loan offices. 

In the production field one out of 
every 134 Northwestern insurance agents 
qualifies. for membership in Million Dol- 
lar Round Table. One out of every six 


and a half agents of Northwestern is a 
CLU. One of every three of its agents 
has won the National Quality Award. 
Nearly 50% of new policies each year 
are taken out on present policyholders. 

Northwestern has a number of policy 
contracts which have some unusual fea- 
tures. It introduced a new “Owner 
Policy” adaptable to all the ownership 


and transfer requirements of today’s 
partnership and corporation insurance 
arrangements. A unique feature is its 


60-day “Turn-around” provision which 
allows this period for the designation 
of the ultimate receiver of the bene- 
ficial interest. 

Advances in medical science and actu- 
arial progress made possible Northwest- 
ern’s entry into “classified” life risk 
business, enabling it the company says, 
“to insure lives not falling into standard 
risk categories, without affecting its 
status as a preferred risk company.” 

Northwestern on January 1, 1957, be- 
came the first major company to intro- 
duce on an across-the-board basis a new 
concept in rate making— “Ques” or 
quantity earned savings. The company 
says: “This makes it possible to pass 
on to buyers of all policy plans the 
savings inherent in large purchases.” 


Future Centenary Affairs 


On Tuesday, March 3 a “Centennial 
Carnival” was held in the form of an 
open house at the home office for em- 
ployes and their families. On March 2 
a similar party was given to those 
who have retired from the company. 

Other events during the year will in- 
clude these: Midwest Economic Society 
luncheon; Newcomen Society reception 
and dinner at Wisconsin Club; financial 
forum, style show and tea for Wisconsin 
State Dental Assistants and Hygienists; 
a similar event for Milwaukee Jaycettes; 
a luncheon to Wisconsin Northwestern 
medical examiners. 

Also scheduled in the company’s home 
office building is a meeting of board of 
directors and executive committee of 
Junior Chamber of Commerce at time 
the Chamber is holding its annual con- 
vention in Milwaukee late in June. Mil- 
waukee Association of Commerce will 
hold a dinner to honor companies in the 
greater Milwaukee area which are cele- 
brating centennial years, Naturally, when 
the field convention of the company, 
which is sponsored and managed by its 
Association of Agents, comes to Milwau- 
kee in annual meeting July 22-24 the 
centenary will be a principal theme of 
the convention. 





History Of Northwestern Mutual Life 


Its Modest Start Originated in the Surging Spirit of the Young 
Northwest; Early Personalities; Always a , 
Policyholders’ Company 


An interesting brochure giving some 
historical facts about the Northwestern 
Mutual Life was distributed last week 
the company’s centenary ob- 
servation. 


during 


Origin of Company 


The company had its origin with John 
C. Johnston, a general in the New York 
State militia who came to Wisconsin in 
1954 and bought a large farm near Janes- 
ville. The general also brought with him 
an idea which was too big for him to 
contain and of which he could not un- 
himself there on the farm. It 
was that insurance, with its pooled sav- 


burden 


ings of many individuals, meant capital 
for investment, a factor of great appeal 


for men building a civilization in the 
West. Also, he was in accord with Carl 
Schurz, a young German who had newly 
arrived in Wisconsin and had written to 
his wife: “An endlessly fresh spirit 
surges through this land. Wherever you 
direct your gaze something great can be 
seen developing.” Mr. 
one of Wisconsin’s leading citizens. He 
became a civil war general and a cabinet 
officer. 

Aflame with his insurance idea General 
Johnston went to Milwaukee and then 
to Madison, the state capital. He talked 
about the first mutual life insurance com- 
panies in the U. S., chartered only a 
decade or so before in the seaboard 
industrial centers of Boston and New 


Schurz became 


(Continued on Page 8) 


World Bank Helps All 
Nations, Says President 


N.W. MUT. CENTENNIAL TALK 


U. S. Ideas, Achievements and Credit 
Make Millions Improve Their 
Lot 


Milwaukee — Eugene R. Black, presi- 
dent, International Bank for Reconstruc- 
tion and Development (“The World 
3ank”), speaking at Northwestern Mu- 
tual’s Centenary event in Milwaukee this 
week said that the World Bank has no 
problem about seeing results. There 
have been no losses on its loans, its net 
earnings are running at the rate of 
more than $30 million a year; it has built 
up reserves of more than $250 million. 

“We are not, in any case, part of the 
foreign aid program,” he said. “We 
have enough first-hand experience, how- 
ever, to know that aid can increase pro- 
duction and earnings; and that dividends 
do come back to the United States in 
the form of growing trade and earnings 
here. What I want to do is to urge 
you not to be a pessimist about the 
underdeveloped countries and our rela- 
tions with them. 

“In fact,” he continued, “there 
stirrings of ambition and effort that can 
bode well for the future—in fact, there 
are coutnries on nearly every continent 
whose rate of economi¢ growth com- 





are 


pares favorably with our own. The be- 
future, the drive for 
improvement, and the desire to do things 


lief in the self- 
the democratic way, are all important 
ingredients of progress that are stead- 
ily becoming more visible in the under- 
developed world. 

“The political and economic revolution 
which we ourselves helped to begin, here 
in the United States, is now beginning 
to march through many parts of the 
underdeveloped world. Peoples are com- 
ing alive with new energy; they are 
increasingly unwilling to be left behind 
in the march of history that for many 
years has passed them by. I wonder how 
many of you have stopped to think how 
much our very successes in America are 
responsible for bringing these things 
about—how our ideas and achievements 
the seeds of discontent 


have sowed 


throughout a vast area, 

Communication of Our Way of Life 

“Everywhere some of the energy of 
our way of life has communicated itself 
to the people of the less developed na- 
tions and is breeding new energy. Every- 
where the impact of our ideas and 
achievements has tended to destroy the 
old order by arousing more and more 


millions to improve their lot. And 
throughout the underdeveloped world, 
we see political, economic and_ social 


institutions in the process of change. 
“The form in which these institutions 
begin to crystallize is of the utmost im- 


porance to us, In a better economic 
environment, there is a better chance 
for men to realize those dreams of 


freedom and democracy which mean so 
much in the West and so little in Mos- 
cow. That is why I think that proper 
aid to economic development — whether 
it be in the form of private investment 
or governmental assistance—is so impor- 
tant to the United States. If aid to eco- 
nomic development can help to create 
stable and self-reliant societies in the 
underdeveloped world—and, in time, I 
think there is no doubt that it can— 
then it is something greatly worth 
doing.” 
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Fraser To Retire As 
Conn. Mutual Chairman 


HiS GREAT INSURANCE CAREER 


Has Served Business From Office Boy, 
Agent, General Agent To Highest 
Home Office Posts 
Peter M. Fraser, chairman of Con- 
necticut Mutual Life, has announced that 
he would retire May 17 as an officer of 
the company. He revealed his intentions 
to the company’s board of directors fol- 
lowing the annual Meeting of policy- 
holders at the home office February 27. 
In making the announcement, Mr. Fraser 





PETER M. FRASER 


said that he had been planning early 
retirement for several years. He is 65, 
but under the company’s retirement plan 
he could continue working to age 70. 

“Actually I’ve been turning the reins 
over tO younger management for some 
time,” he told the board. “The company 
now is at a peak of strength in human 
as well as financial resources. We have 
a splendid management team headed by 
President Zimmerman and our future 
has never looked brighter. I can’t think 
ofsa nicer set of circumstances under 
which to retire.” 

Taking over as chief executive officer 
when Mr. Fraser leaves will be Charles 
J. Zimmerman, former managing direc- 
tor of Life Insurance Agency Manage- 
ment Association, who became president 
of Connecticut Mutual last July. 

Mr. Zimmerman received his early life 
insurance training from Mr. Fraser, 
serving as agent and supervisor for the 
Fraser Agency in New York from 1926- 
31. He also headed Connecticut Mutual 
agencies at Newark and Chicago before 
entering Naval service during World 
War II. 

Mr. Fraser will, however, remain as a 
director of the company and will serve 
as chairman of the finance and executive 
committees. 

Mr. Fraser has spent more than 50 
years in the life insurance business. Be- 
fore he joined Connecticut Mutual in 


he had been 


1918 as a general agent, 
successively office boy, agent and agency 
supervisor for Mutual Life of New York. 

As general agent for Connecticut Mu- 
tual in New York, he built one of the 
largest and most successful life insurance 


agencies in the United States. Starting 
from scratch, his agency after ten years 
was producing 20% of the company’s 
total new business. 


Went To Home Office in 1930 


He came to the home office in Hart- 
ford as vice president in 1930 and suc- 
ceeded James Lee Loomis as president in 
1946. He was elected chairman of the 
company at his own request two years 
ago when he told the board of directors 
that he wished to concentrate more ot 
his time on the company’s investment 
operations. 

When Mr. Fraser came to the home 
office in 1930, he brought. the same ag- 
gressive spirit and enthusiasm that had 
helped fill his agency with creative sales 
hustle. 

During the depression years . when 
many insurance companies were re- 
trenching, he Jed the Connecticut Mutual 
in expanding its agency organization in- 
to new territories. Traveling throughout 
the country he set up an outstanding 
network of mortgage loan correspond- 
ents that still is one of the best in the 
industry. His administrative achieve- 
ments led to his receiving the “Out- 
standing Boss” award from the Greater 
Hartford Junior Chamber of Commerce 
in 1955. 

As an expert in investment and man- 
agement, he has been elected to director- 
ships in many major financial and indus- 
trial organizations, including United Air- 
craft Corp., Connecticut Light & Power 
Co., Phoenix Fire Insurance Co., and 
Alexander Smith, Inc. He is a trustee 
of Connecticut Bank & Trust Co. and 
the Dime Savings Bank, Hartford. 

Mr. Fraser is a former director of 
Institute of Life Insurance and Life In- 
surance Association of America, and 
former chairman of Life Insurance Divi- 
sion of Committee of American Industry. 
He has also devoted much time to charit- 
able and civic organizations in Hartford. 


General American Life’s 


New Agency Award Rules 
New qualification rules for General 
American Life’s top agency honors and 
for the company’s President’s Club have 
been announced by President Powell B. 
McHaney along with qualification rules 
for two new additional awards. 

The two newly-announced awards are 
the Paid Volume plaque and the Paid 
Premium plaque. The Paid Volume 
plaque will go to the general agent or 
manager with the largest combined 
amount of paid first year equivalent 
volume in accordance with stipulated 
rules. The Paid Premium plaque will 
go to the general agent or manager with 
the largest combined amount of first 
year paid premiums, again as stipulated 
in the rules. 

President McHaney also announced 
new qualification rules for two of the 
company’s other top honors—the Presi- 
dent’s Million Do'lar Cup for the best 
all-round Million Dollar Agency and the 
Agency Achievement Cup for the high- 
est rank in agency building performance 
and leadership. 











ume fo 


$993,145,301 


JAMES F. 
MacGRATH 


General Agent 





facilities. 





Insurance in force Dec. 31, 1956. 
Brings the Company mighty close to 
the magic Billion—which, by the way 
—may have been reached by now. 


Progressive, aggressive manage- 
ment produced this result, and 
promises a dramatic future. 


Brokers will play a big part in 


that future, and we are here to 
acquaint them with our extensive 





THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
Agency Supervisor—TOM DEANE 


84 William Street, New York 38, N. Y. 
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Elected LUTC President 


Photo by Walden S. Fabry 
CHESTER T. WARDWELL : 


Chester T. Wardwell, CLU, associ- 
ate general agent, Connecticut Mutual 
Life, Peoria, Ill., was elected president 
of the Life Underwriter Training Coun- 
cil at the ninth annual meeting of the 
board of trustees, held recently in 
Washington, D. C., according to an an- 
nouncement by Loran E. Powell, CLU, 
LUTC managing director. Mr. Ward- 
well succeeds Frank B. Maher, vice 
president, John Hancock. 

Trustee Richard N. Lewis, CLU, vice 
president, Great National Life, Dallas, 
succeeds Mr. Wardwell as vice presi- 
dent. 3Jenjamin N. Woodson, CLU, 
president, American General Life, Hous- 


ton, was reelected secretary; Maxwell 
L. Hoffman, comptroller, NALU, was 
reelected treasurer; Edmund L. G., 
Zalinski, CLU, vice president, John Han- 
cock, was reelected assistant treasurer. 

Frederic M. Peirce, managing direc- 
tor, LIAMA, Hartford, replaces Charles 
J. Zimmerman on the board by reason 
of Mr, Zimmerman’s recent election to 
the presidency of Connecticut Mutual 
Life. 


Hancock Sales Seminar 
For District Managers 


Forty assistant district managers of 
the John Hancock recently completed an 
intensive one-week sales seminar at the 
Hancock home office in Boston. The 
school was under the direction of Edwin 
P. Gunn, CLU, director of field training, 
Charles N. Brennecke, CLU, supervisor 
of field training, and Percy F. 


CLU, agency assistant. 

In the course of the school, the 36th 
of its kind sponsored by the company, 
the assistant district managers reviewed 
such fields as recruitment and selection 
of agents, advanced methods of training 
and supervision, methods of prospecting 
and selling, settlement options, employe 
benefit plans, and business insurance. 

Instructing the class were the follow- 
ing regional supervisors: Charles S. Wil- 
son, Robert P. Cord, John L. Neumaier, 
J. Frank Dougherty, CLU, James Her- 
mann and Douglas A. Wyatt. Speakers 
from the district agency department 
were Vice President Frank B. Maher; 
Second Vice President George B. 
Thompson, Jr.; Director of Agencies 
Denzel J. ‘Haywood, CLU; Superintend- 
ent of Agencies Merrill W. Kidman; 
Director of Sales Promotion Paul F 
Eagan; Supervisor of Agencies Thomas 
B. McRann, CLU, and Agency Assistant 
David F. Jackson, CLU. 


Crowell, 
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Vice President Vieser Tells 


Excellent Investment Results 


Boca Raton — The major economic 
problem be fore the nation today is 
inflation, Milford A. Vieser, financial 


vice president for Mutual Benefit Life 
told a meeting of the company’s General 
Agents Association at their annual 
meeting here. Nevertheless, the company 
approaches 1957 with prudent optimism, 
and the year starts with great promise 
for good business ahead but he sug- 
gested that we must be alert to new 
developments. 

Mr. Vi ieser went on to say: “The con- 
tinued rise in prices, the persistent ero- 
sion of our people’s savings threatens 
to destroy the very incentive to save. 
We applaud the action of the Federal 
Reserve in restraining the inflationary 
expansion of credit for they have been 
our principal defense against rapid in- 
flation. 

“Credit is available to worthy borrow- 
ers for worthy projects at an interest 
cost which even after sharp rises is low 
in comparison to the rest of the world 


and to past periods. The monetary poli- . 


cies of the past year have held our 
money supply within bounds and yet it 
has not prevented growth. 

“We approach the future with con- 
fidence that our country will grow and 
prosper; that it will be a better place 
to live and to work, and with full knowl- 
edge that our standard of living and our 
life span will increase. We will, how- 
ever, not permit ourselves the luxury of 
assuming that the business cycle has 
been cured for all time. We will not 
be tempted with the heavy tides of 
speculative profit. We will continue our 
fundamental investment policy of safety 
of principal, and to secure the highest 
yield from our investments consistent 
with safety. 

“The Mutual Benefit experienced an 
unprecedented demand for its funds dur- 
ing 1956,” Mr. Vieser said, “with interest 
rates higher than 1955.” As a result, the 
investment activities were most favor- 
able. The net rate of earnings was 3.72%, 
before income taxes, a gain of 14 basis 
points over the previous year. He pre- 
dicted another good year for his com- 
pany not only in the field of investments 
where he saw further increase in the 
net yield for 1957 but also an increase 
in sales volume. 

Mr. Vieser told the general agents 
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that the company’s mortgage holdings 
amounted to $633,000,000, an increase of 

000,000 over the past year. Farm 
mortgages of $127,000,000 are invested in 
26 states. City mortgages of $506,000,000 
are in 175 cities in 38 states. He ex- 
plained that the company had adopted 
a general policy of placing one-half of 
the city mortgage account in single fam- 
ily residences for the homes of Ameri- 
can people. The other half is in large 
conventional loans on office buildings, 
apartments, stores, shopping centers, in- 
dustrial plants, etc. 

“We reduced our United States Gov- 
ernment securities from $127,000,000 to 
$100,000,000. This represents 6% of our 
assets as against the national average 
of all life insurance companies of about 
8%. We intend to make further limited 
reduction of this account. 

“Our corporate bonds and stocks, other 
than U. S. Governments, amount to 
$750,000,000 and are invested i in 59 greatly 
diversified industries in some 359 finan- 
cially strong and well-managed compa- 
nies.” 





New Booklet-Type Policy Shown At 
Meeting; Explained By Paul Rotter 


Boca Raton—A new policy contract 
form, in convenient booklet-type appear- 
ance, was introduced by Mutual Benefit 
Life at the General Agents meeting. 

The newly “packaged” policy form is 
a drastic departure from the usual “ac- 
cordian” type of policy which has been 
used by Mutual Benefit and other com- 
panies for many years. The policy con- 
tract is printed attractively in color. On 
the first page, arranged for clear read- 
ing, appears the policy number, face 
amount, name of insured, issue date, 
Policy year date and type of policy, the 
Premiums and their due dates. In all, 
the basic policy contains 20 pages. 

One of the pages in the front of the 
booklet contains “a guide to the num- 
ered sections of the basic policy.” This 
is a table of contents which lists alpha- 
betically various subjects contained in 
the contract. For example, under “A” 
are listed “Amount of Insurance Under 
Basic Policy,” “Amount of Proceeds 
at Death,” “Assignment,” “Automatic 
Loans.” 

In introducing the policy, Paul T. 
Rotter, mathematician, explained that 


the new modernized format was the 
result of almost two years of effort. In 
addition to the new format, many con- 
tractual changes have been ’made which 
put in contract form many practices 
which have been in long use by the 
company. In addition, other rights have 
been made available for the first time. 

“When President H. Bruce Palmer 
appointed the committee sometime ago 
to modernize and improve our policy, it 
was only a part, but a very important 
part, of his over-all plan to make us 
the best merchandising company in the 
business,” Mr. Rotter said. “I think you 
will agree with me that the result is 
unquestionably the finest policy in the 
business from the standpoint of liberal- 
ity and flexibility of contract provisions 
and attractiveness. 

“The policy has been divided into 
numbered sections, each covering for the 
most part one concept. The titles for 
these sections are listed alphabetically 
in a guide page for ready reference. 
This approach makes it easier to pinpoint 
the policy plusses, including the new 
ones which have been added. All of the 


Heitzeberg Shows How Policyholder 
Service Pays Off In Greater Sales 


Boca Raton—Service to policyholders 
“pays off in a big way,” Charles G. 
Heitzeberg, vice president in charge of 
agencies, said in the concluding address 
before the general agents of Mutual 
Benefit Life. 

“The life insurance man who sells 
properly and services properly doesn’t 
have the kind of competition that keeps 
him awake at night,’ Mr. Heitzeberg 
declared. “He really is engaged in mar- 
keting a genuine service that is valued 
far more than the latest new price tag.” 

Mr. Heitzeberg introduced some data 
in the form of figures showing how a 
group of ten highly successful Mutual 
Benefit agents make policyholder serv- 
ice pay. The statistical analysis shows 
that these ten agents paid for a total 
of $11,597,000 of business in 1956, of 
which $5,461,000 was written on their old 
policyholders. Thus, 47% of their pro- 
duction came as a result of servicing 
their present clientele. 

He cited another example, using a 
group of ten million-dollar producers all 
located in one state who sell on a service 
basis. They sell four out of five cases 
they present; their closing ratio is one 
out of 1.2; and their average case is over 
$25,000. 
“There are no gimmicks, there are no 
home office aids, there is nothing in and 
of itself that will give an agent the 
success we want him to have. There are 
many things we can do to help him, but 
those things together make a powerful, 
but incomplete, mosaic. 

“The missing piece, and the one that 
only dedication and proper training can 
supply, is unselfish, conscientious policy- 
holder service. It will be our purpose, 
in addition to all other 1957 purposes, 
to help you reinforce the sharpest com- 
petitive tool of all: high level, qualified, 
capable service to your policyholders. We 
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believe this to be the true heart of the 
matter.” 

Mr. Heitzeberg also congratulated the 
agency force on establishing many new 
production records during 1956. 

Among the advancements cited by the 
Mutual Benefit sales vice president were 
the establishment during the past year 
of six new agencies; and reaching a 
record number of full-time agents. 

Mr. Heitzeberg predicted another ban- 
ner year for 1957. He pointed out that 
an analysis of the general agents’ plan 
books for 1957 indicates that the com- 
pany will set new records this year. 





rider benefits, such as Family Protec- 
tion, Additional Death Benefit, etc., 
when applied for, will be incorporated 
in the policy as extra benefit provisions. 
We have introduced color—two colors in 
fact. We have taken advantage of every 
economy measure and have been able to 
print this attractive policy without any 
increase in cost over our present form. 

“The committee was instructed to sim- 
plify the language. I believe that the 
average policyholder will find this policy 
simpler to read and understand. While 
many comps inies have publicized a re- 
duction in the number of words in their 
new policies, we have not taken the 
position that brevity is synonymous with 
clarity. 

“We were to try to mechanize the 
issue and initial records preparation pro- 
cedure. We have done this by taking 
advantage of a new IBM machine called 
the Cardatype, which types the policy 
while simultaneously preparing a stencil 
on a slave typewriter from which the 
renewal card and other visual records 
are reproduced. Concurrently with the 
preparation of the policy and the stencil, 
a paper tape is punched. All of the home 
office IBM punch cards are later pre- 
pared by running this tape through a 
converting machine and processing them 
on another machine, the IBM 650. This 
mechanization was made possible by de- 
signing the policy so that all data per- 
taining to the particular issue appear on 
page 1 or, for a very few policies, on 
pages 1 and 2. After going through its 
shakedown period we expect that this 
will make the preparation of policies 
more efficient without the necessity for 
extensive checking. It should also make 
possible a substantial future saving in 
cost with the introduction of more pow- 
erful machines now on the drafting 
boards.” 

Mr. Rotter explained that all forms 
had been filed with the state Insurance 





Departments. It is expected that the 
company will shortly have approvals 
from all of the states. The new policy 
forms will be used immediately there- 
after. 





James P. Moore, Jr. Describes 
Co. Cost Control Program 


Boca Raton—Expense reduction and 
control in a life insurance company is 
basically a problem of organization, 
James P. Moore, Jr., vice president and 
comptroller told the genearl agents 

“The trusteeship principle on which 
our business rests permeates every- 
thing we do,” he said. “In pursuit of 
that principle it is the responsibility of 
management to take the necessary steps 
to make sure that it avoids unnecessary 
expense, that it get its money’s worth 
for each dollar spent and that any ex- 
pense not measuring up to money’s 
worth rule be reduced. 

Mr. Moore reminded his listeners of 
the important bearing that operating 
costs have on the ultimate product price. 

“A little over three years ago a new 
long-range permanent and _ organized 
plan of expense reduction and control 
was inaugurated at the home office,” 
Mr. Moore explained. “A committee of 
the board of directors, comprised of the 
chairman of the board, the president, 
and three other board members was es- 
tablished. The committee reviewed 
every phase of our operations and their 
costs, the pertinent statistical and ana- 
lytical data being developed and pro- 
vided by the speaker and his staff in 
the role of consultant and secretary to 
the committee. After this intensive re- 
view, the committee determined that 
our operating expenses might feasibly 
be reduced by a substantial amount an- 
nually. A definite figure was established 
as the expense reduction target or ob- 

(Continued on Page 12) 
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New York Life Sales 
$2,499 Million in ’56 


MILLION 





ASSETS OVER _ $6,239 





Insurance in Force $16,846 Million; 
Company Reports Earned Interest 
Rate of 3.55% 

During 1956 New York Life sold more 
than $2 billion of Ordinary life insurance 
for the first time in its 112-year history, 
and combined sales of Group and Ordi- 
nary life totaling $2,499,584,863, an in- 
crease of 15.7%, it was reported by 
Devereux C. Josephs, chairman, and 
Clarence J. Myers, president. 

Records also were established in 1956 
for insurance in force which rose to $16,- 
846,953,127 and in the setting aside of 
over $100,000,C00 for dividend payments 
to policyowners in 1957. 

The company’s assets reached a new 
high of $6,239,443,282 in 1956 compared 
with $6,050,617,854 in 1955. The report 
noted that net yield on mean assets in 
1956, calculated after investment ex- 
penses but before Federal Income Taxes, 
was 3.55% compared with 3.46% in 1955. 

Investment Record 

Of New York Life investments of 
$635,000,000 in the economy in 1956, over 
$325,000,000 went into bonds, preferred 
and common stocks in many public utili- 
ties, industries and railroads across the 
country. These investments ranged from 
$50,0000 lent to a small water company 
in Pennsylvania to loans of several mil- 
lions of dollars. 

Mortgage loans amounted to $285,000,- 
000, of which 78% were for small homes 
and the balance for apartment building 
or commercial properties. Mortgage 
loans continued to represent a large in- 
vestment of funds and now account for 


29% of the company’s assets 


The company’s assets at the end of 
1956 were distributed as follows: ap- 
proximately $3.3 billion was invested in 
bonds, $1.8 billion in mortgage loans and 
$435 million in prefer: ol and common 


stocks, with the remainder in other as- 
sets such as real estate and policy loans. 

A total of $372,626,000 in benefit pay- 
ments was paid out in 1956 compared to 
$352,423,000 in 1955, with over two-thirds 
of the payments going to policy owners 
themselves rather than beneficiaries. 

Payments went to owners of matured 
endowments, annuitants, holde acci- 
dent and sickness policies, employes of 
business firms and members of their 
families insured under group contracts 
and to policyowners who received other 
living benefits of life insurance, as well 
as dividends. 

Sales of individual life insurance in 
1956 totaled $2,041,384,780 compared with 


rs of 


the previous high of $1,800,541,100 in 
1955. 

The total Group life volume for ’56 
amounted to $458,200,083 for another rec- 
ord and showed an increase of 27.0% 
over the $360,771,471 group volume in 
1955. New premiums from Group life 
and accident and sickness sales were 


$14,629,000 in 1956 compared with $12,- 
144,043 in the previous year. 

Personal accident and sickness insur- 
ance also reached a new high with 
$2,780,913 of new premiums in 1956 as 
compared with $1,806,491 in 1955. 


Name Isis at Washington 
David S. Isis, with offices at 6400 
Georgia Avenue, N.W., has been ie 
ed general agent at W ashington, D. 
for Ohio State Life. 


Native of Washington, D. C., Mr. Isis 
is a charter member of the Suburban 
Life Underwriters Association and has 


been in the insurance business for nine 
year. For five years he was an agent 
for companies specializing in the acci- 
dent and sickness insurance field—and for 
the past four years he has been a special 
representative of New York Life where 
he was a member of the top personal 
producers’ club. He specializes in estate 
planning, business insurance and Group 


insurance, 








WILLIAM R. MEAD 


American Life of St. Louis 
has made William R. Mead, who has 
been manager of the securities depart- 
ment, treasurer of the company succeed- 
ing Henry F. Chadeayne, who resigned 
recently to become executive director 
of KETC, the educational television sta- 
tion in St. Louis. 

Mr. Mead, graduate of University of 
Minnesota with a degree in business 
administration, joined General American 
in 1956 as manager of the securities 
department. Prior to that, he was asso- 
ciated with Moody’s Investors Service 
in Chicago where he specialized in life 
insurance investment accounts, and with 
Glore Forgan and Co., Chicago invest- 
ment bankers. 


General 


FEMALE— 


Life insurance experience. To 
head new business department. 
Must type and take dictation. 
Call Oxford 7-3424. 


DAVID A. CARR AGENCY, INC. 
50 East 42nd Street 
New York 17, N. Y. 











Midland Mutual Life Names 
“Man of Year”; Top Rookies 


Midland Mutual Life has announced 
the winners of its top awards for indi- 
vidual field performance during 1956. 

For the second consecutive year, A. 
Stuart Franklin of the Sam Van Elgort 
Agency, Beverly Hills, California, has 
been named “Man of the Year.” Philip 
Fass of the Van Elgort Agency and 
Leonard J. Goist, Jr., of the Lloyd T. 
Stillson Agency, Youngstown, Ohio, have 
won “First-Year Star” honors. 

In winning the “Man of the Year” 
award, Mr. Franklin led the entire Mid- 
land Mutual field force by a wide mar- 
gin. Selection of the winner of this 
award is based primarily on life paid-for 
volume, life and accident and sickness 
annualized premiums and persistency. 

Mr. Fass and Mr. Goist were in such 
close contention for “First-Year Star” 
honors that the distinction was conferred 
on both, They ranked at the top of the 
list of Midland Mutual agents in their 
first contract year. Similar factors were 
used in judging this competition as with 
the “Man of the Year” award. 
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YOU... 


Major Medical. 


and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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CURRENT LIFE — 
A. & S. POSITIONS 


Pension Dept. Asst. Mgr.—East $10,000 





Life—Secretary—East 12,000 
Life Actuary—M. West... 17,500 
Group Mgr. pashcs 2. 10,000 
Methods Analyst—W. Coast... 10,000 
Life Asst. Counsel—M. West... 12,000 
Life Agcy. Dir.—South..._. 12,000 


Extensive listings of positions avail- 
able all areas of the country. Write 
us about your individual requirements 
or objective information about our 
operation. 


FERGASON PERSONNEL 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Major League Baseball 
Players Benefit Plan 


EQUITABLE SOCIETY IS CARRIER 





Annual Cost $2 Million; Effective April 
1; Many Improvements Over 
Original Contract 





Equitable Life Assurance Society, by 
a unanimous vote of the Major Leagues 
Pension Committee, was again chosen as 


the insurance carrier for the Major 
Leagues Baseball Players Benefit Plan. 
The committee, which met last week in 
Miami, consists of John Galbreath, Na- 
tional League owners’ representative; 
Joe Cronin, American League owners’ 
representative, and Robin Roberts and 
Eddie Yost, player representatives for 
the senior and junior circuits respec- 
tively. 

Only minor details need to be worked 
out before the plan goes into effect 
April 1, exactly ten years after the 
Equitable was given the original con- 
tract. Baseball Commissioner Ford Frick 
has called the new program “as fine a 
pension plan as has ever been written 
at any time for any group of men.” It 
provides for sizable increases for eligible 
players, coaches and trainers, as well as 
for pension members now in retirement 
from baseball. 

Under the approved plan, the minimum 
retirement benefit for men with five 
years of major league service, retiring 
at age 50, is $88 a month, upped from 
the original $50. A ten-year member 
draws $175 a month, as against the old 
figure of $100. However, a member may 
choose to retire at a later date and 
receive additional benefits up to $550 
a month, the maximum for 20-year men 
retiring at 65. 


Other Improvements 


Other improvements. include liberalized 
death benefits and benefits for widows, 
along with disability and major medical 
expense insurance for players, coaches, 
trainers and their dependents, during 
active service in the major leagues. 

Equitable officials estimate the cost 
of the plan at $2,000,000 a year. It will 
be paid for by revenues from radio and 
television fees of World Series and All- 
Star games, together with contributions 
from active players at the rate of $2 a 
day during the playing season. 

The plan has been tailored to run 
concurrently with radio and _ television 
rights now in force. 


OPENS NEW DISTRICT OFFICE 

Life Insurance Company of Virginia 
has opened a new district office in Fort 
Lauderdale, Florida. Rosaire T. Carrier 
has been appointed manager. 

Mr. Carrier, who began his insurance 
career in 1946 with The Prudential, 
joined Life of Virginia in 1953 as an 
agent for the company in Miami. He 
yoes promoted to associate manager in 
1954. i 
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PERFECT PROSPECT 

































for AATNA LIFE’S 
BUSINESS INSURANCE 





PLAN 


He's Roger Clark... age 40... . devoted family man... 
’ senior partner in the successful firm of Clark & Miller... 
prospects for future appear exceptionally bright... BUT... 


Death to either member of the partnership could mean 
financial chaos for the business . . . and for his family. 
Like most men, he has not yet made plans for the future of 
his business when death strikes — and death, by law, 
dissolves the partnership. Mr. Clark is a perfect prospect 
for Atna Life's Business Insurance Plan. 


You, Mr. General Insurance Man, undoubtedly know many 
men like Mr. Clark. Why not check your files . . . and call 
your nearest Aétna Life General Agency. They stand 
ready and able — with their broad experience and skill — 
to demonstrate the value of Aétna Life’s Business Insurance 
Plan. Your clients will benefit from it — and appreciate 

the EXTRA SERVICE. More often than not, it will 

develop substantial commissions for you. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: tna Casualty and Surety Company 
Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 


SERVICE TO GENERAL INSURANCE MEN 


“‘Compass”’ is a monthly Atna Life service 
publication written especially for general in- 
surance men and brokers. It points out unusual 
opportunities for building commissions and for, 
cementing client relationships. To receive your { 
copy regularly write: ‘‘Compass,"’ Aétna Life 
Insurance Company, Hartford 15, Conn. 
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NORTHWESTERN MUTUAL LIFE CENTENARY 





Northwestern Mutual's History 


(Continued from Page 3) 


York. He told of his own successful 
activities with one of the recently found- 
ed eastern companies. The spark he 
struck kindled visions. Early in 1857 he 
persuaded 36 leading citizens to petition 
the legislature to charter a new life 
insurance company in Wisconsin. But 
two years passed until he lined up the 
$200,000 of life insurance required by the 
charter before the company could start 
business. 
Moves to Milwaukee 


The story of the business life of 
Northwestern Mutual really begins with 
its removal to Milwaukee. 

While the company’s origins had a 
‘sales” or “distribution” stimulus it was 
not long before another phase of the 
business, “the investment side” made 
itself felt. Early in 1859 some prominent 
Milwaukee citizens, most of whom had 
been concerned with the company since 
foundation, succeeded in transplanting 
the company from Janesville to its per- 
manent home in Milwaukee which at 
the time was the state’s metropolis. In 
the 1850-1860 decade it had more than 
doubled its population from 20,000 to 
45,000. So all the assets and records 
were packed off to that city in a small, 
black leather-covered trunk. 


‘ 


In April, 1859, a month after removal 
to Milwaukee, the company hired as its 
$50 a month secretary, A. E. Kellogg. 
For the next year he was the only full 
time home office employe and had to 
close the office when he went to the 
bank. For some time there were no 


agents’ supplies, few agents to supply, no 
sales literature and only a few blank 
policies and some pamphlet copies of 
the charter. 

Soon there was great excitement 
among the stockholders. With $1,500 in 
the till word came that two policyholders, 
who were among Milwaukee’s prominent 
citizens, had died in a train wreck. The 
claims were for $3,500. The company 
borrowed money to pay in full and 
promptly. This speedy meeting of obli- 
gation gave the new company a shot in 


the arm which brought confidence in 
Northwestern Mutual throughout the 
city. Ten years later, by the end of 


1868, the company was national in scope 
with more than 28,000 policyholders, 
more than $50 million in force, while 
assets reached $4 million. 

Why It Is “Northwestern Mutual” 


At the was char- 
Johnston 


Life Insur- 


time the company 
tered by the state, General 
had christened it “Mutual 
ance Co. of Wisconsin.” In telling how 
the company adopted its present name, 
the brochure says: 

“After Johnston was out of the picture 
the new guardians, seeing their ward 
begin to frolic all over the map, wanted 
a name that would distinguish him from 
the effete scions of Wall Street and 
identify him far and wide as a true 
banner bear of the new west. So with 
the blessing of both the board and the 
legislature, on February 5, 1865, a new 
name was proclaimed ‘to take away (as 
the announcement put it) any impression 
that the company is merely a state 
institution, to identify it more thoroughly 
with its field of operation ... and to 
cause every citizen of the northwest 
to feel a personal interest and pride in 
its prosperity. 


Company Has Had 10 Presidents 


organizational interlude 
which clearly belongs to General John- 
ston, two Janesville citizens, Joseph 
Sleeper, a lawyer, and Joseph Collins, a 
merchant, held the title of president. 
— the move to Milwaukee the holders 
of that office have been S. S. Daggett, 
peers Sexton, John H. Van Dyke, Hen- 
ry L. Palmer, George C. Markham, Wil- 
Van Dyke, Michael Cleary and 


During the 


liam D. 








EDMUND FITZGERALD 


Northwestern Mutual President 


the present incumbent, Edmund Fitz- 
gerald. 

Each of these men labored faithfully 
under the demands of responsibility and 
trust and to carry out those demands. 
They realized that people do not buy 
life insurance to make money, but buy it 
to spread risk and the primary concern 
of each of them is to be sure that when 
and if his turn comes the money will 
be there as agreed upon. In the pooling 
process through which risk sharing is 
carried out, reserves are accumulated 
for the policyholders by investing the 
reserves and using the return to help 
pay death claims and other contract 
promises, thus reducing the policyholders’ 
costs. 

One of the most notable characteris- 
tics of the Northwestern is and always 
has been the extent to which it has 
guarded against the fallibilities of per- 
sonal domination over and above re- 
quirements of any law. Also notable is 
its successful effort to secure the advan- 
tage of collective judgment without sub- 
merging the operating executive in a 
mire of collective inertia. 


Policyholders’ Examining Committee 


Early in his more than 30 years as 
president, Henry L. Palmer about 1875 
realized the necessity of a continuing 
check on overall policy by persons not 
immersed in the routines. Three trus- 
tees, specifically not members of the 
executive committee, had been operating 
as a kind of “examining committee.” He 
asked them to extend their scope, to pry 


into and scrutinize any phase of the 
company activity at any time and to 
make criticisms or recommendations 


based on what they saw. Later changed 
to an annually appointed committee of 
five able individuals having no connection 
with the company, except as policyhold- 
ers, this body continues to this day as 
the policyholders’ examining committee. 
The company has a board of 36 trustees, 
twelve of whom are from outside the 
state. It became the policy of the com- 
pany to select this dozen non-Wisconsin 
trustees so they would represent other 
areas in which Northwestern does busi- 
ness, the selection being diversified be- 
tween the business, professional and 
educational spheres. Any trustee absent 
for three successive meetings is auto- 
matically dropped. For many years board 
attendance has been 85%. 

One of the interesting chapters in 
the brochure has to do with home office 
underwriting. Near the turn of the cen- 
tury came the growing suspicion of 
Northwestern Mutual’s medical director, 
then Dr. J. W. Fisher, that blood pres- 
sure had something to do with earlier- 
than-normal death. In 1906 he saw a 
demonstration of Dr. Theodore Janeway’s 
method of measuring blood pressure and 
before long Dr. Fisher had company 





Legislature's Praise 


(Continued from Page 3) 


to them in times of financial needs and 
emergencies, such as death, old age and 
retirement; and 

“Whereas, through the integrity and 
enterprise which have marked its work 
on behalf of its policyholders, benefici- 
aries and the public throughout a cen- 
tury, the Northwestern Mutual Life has 
reflected great credit upon the state in 
which it was created and in which it 
has continued to maintain itself, growing 
to its present eminence among life in- 
surance companies; now, therefore, be it 

“Resolved by the Senate, the Assembly 
concurring, That the members of this 
legislature offer their sincere congratu- 
lations to the trustees, officers and pol- 
icyholders of the Northwestern Mutual 
on the occasion of the 100th anniversary 
of the chartering of the company by this 
legislative body, March 2, 1957.” 





examiners in principal cities using it. 
By 1912 80% of Northwestern examiners 
were turning in such readings. 


Underwriting Classified Risks 


In 1956 the company began accepting 
“classified risks.”” Thus, applicants could 
be accepted in certain occupations known 
to have elements unfavorable on the 
average to completion of normal span of 
years. Actually, in Northwestern the 
concept of preferred risk has meant 
more than the physical characteristics 
of the applicant. It has meant the steady 
kind of applicant whose purchases are 
carefully planned and well understood, 
are anchored in a full and determined 
acceptance of his personal responsibili- 
ties, and are likely in consequence to be 
of an abiding character. 

Another topic discussed in the booklet 
is that of the field man. The company 
now has 91 general agents who have 
franchise rights to represent it in 44 
states and District of Columbia. These 
general agents have contracts with spe- 
cial agents who operate as individuals. 
In addition in many areas the general 
agent allocates part of his territory to 
one or more soliciting agents. It is the 
practice of the company to make ap- 
pointments of general agencies from 
among its own agents. Of Northwestern 
agents 352 have, in addition to extensive 
company training courses, completed a 
series of five three-hour examinations in 
attaining CLU designation. The agents 
have four district voluntary associations, 
one each for special, district and genéral 
agents and one for the agents them- 
selves. The executive committee of “the 
agents association” conducts the annual 
July convention in Milwaukee, home 
office executives appearing only by invi- 
tation. The company is host at one 
dinner, but otherwise agents pay their 
own way. The meeting is annually at- 
tended by a thousand or more agents, 
many of whom bring their wives and 
children. 


Policy Contracts and Insurance Practices 


In discussing policy contracts and in- 
surance practices the brochure says: 
“Over the years, of course, and today 
no less, it has been the fashion in com- 
peting for the premium dollar of the 
insurance buyer to beguile his attention 
with all manner of novel concoctions, 
The newly invented policy may represent 
a true actuarial departure or, more fre- 
quently 3 y simply be a new name 
(which.old ingredients are christened 
for" sales purposes. If the name can 
confer on the buyer some more or less 
subtle distinction, such as the idea that 
he is buying a policy designed for ‘ex- 
ecutives’ or some ‘special’ group of pre- 
ferred buyers, it is thought by some to 
recommend itself more highly. While the 
Northwestern has. shown remarkable 
tenacity for the simple life, it must not 
be supposed that it never succumbed to 
the allures of novelty and invention. 


Northwestern Mutual 
Had 16.8% Increase 


$696 MILLION NEW _ BUSINESS 





President Fitzgerald Reports Assets at 
$3,576,800,000; Earned Interest 
Rate 3.77% 





A year of solid growth for the North- 
western Mutual Life Insurance Co., with 
new records in 1956 in almost every area 
of its operations, was shown in the 99th 
annual report to the company’s board 
of trustees by Edmund Fitzgerald, presi- 
dent. Assets, income, dividends paid, 
insurance in force, and average size of 
all policies reached new highs in 1956, 

Total income in 1956 was $488.6 million. 
Northwestern Mutual’s dividends paid 
were $65.8 million, $4.8 million above 
1955. Insurance in force increased to 
$8.4 billion, a growth of 6% in one year. 
The number of policies in force at the 
end of 1956 had reached 1.6 million. 
The size of the average policy in force 
reached $5,268, compared to $5,073 in 
1955. The size of the average new policy 
issued in 1956 was $9,161, 5.1% higher 
than the previous year. 

Sales of new policies increased 16.8% 
over 1955 to reach the new record mark 
of $696 million. Total assets of the com- 
pany were $3,576,800,000 at the end of 
1956; liabilities were $3,345,000,000. Lia- 
bilities on the balance sheet included 

(Continued on Page 18) 
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Just, ‘hardly ever’! 

In commenting on one phase of the 
Northwestern’s pioneering the book 
Says: 

“As indicated, the last named feature, 
the rights of income settlement applying 
to proceeds and later also to cash values, 
was pioneered by Northwestern in 1900. 
Interest, limited installment, and life in- 
come options were included in the poli- 
cies at that time. While there was some 
delay in the understanding and usage 
of these valuable features, they were in 
fact to revolutionize the buying and plan- 
ning of life insurance in the 20th cen- 
tury. Gradually the concept took shape 
and took hold that man’s needs for life 
insurance protection are largely needs 
not to supply capital, but to replace 
income, and that for the basic income 
needs of most families there is no medi- 
um like life insurance.” 


Investments 


Because of the outstanding position of 
Northwestern in the investment picture 
considerable space in the book is de- 
voted to that subject. Due to the 
preferred position in the very center of 
the agricultural heartland Northwestern 
has been prominent in the farm loan 
picture. In the ’70s President Palmer 
introduced the first of a corps of salaried 
loan representatives which became a 
bulwark of Northwestern mortgage oper- 
ations. They were recruited for their 
knowledge of property values and ability 
to make sound appraisals. These loan 
managers, now 20 in number with 61 
salaried assistants, have given great 
service to Northwestern in both rural 
and city mortgage fields. 

The first railroad bonds of North- 
western were bought in 1898. The book 
says: “Not only was this the beginning 
of a program of material aid to the 
railroads in their growing capacity as 
the economic backbone of the country, 
but it was Northwestern’s first large 
step toward becoming a supplier of capi- 
tal on a national scale for many of the 
tremendous developments of the present 
century.” 

As the investment scope enlarged, elec- 
tricity, gas and the telephone have all 
become essentials in modern living and 
billions of dollars of capital have been 
required each year to provide facilities 
for their widespread use. Northwestern 
has supplied many millions. New mort- 
gages and securities mirror the contri- 

(Continued on Page 18) 
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"THE ONLY CRIME he ever committed was to jump into 
a job without looking into its possibilities. 
Today, he's chained to a salary which hasn't 
changed much since he started. It looked good 
once——-like a short-cut to fast success. But 
like too many short-cuts, it led to a quick 
dead-end. 


































"A GOOD REASON to bypass the short-cuts and turn 
to the company with long-range opportunities. 
Take my company, for example. From the very 
beginning, The Union Central Life Insurance 
Company offers substantial job security——and 
more important--every assurance of financial 
independence in the future. 


"A LARGE PERCENTAGE of Union Central agents earn 
$10,000 or more per year, while many earn 
over $25,000. In fact, some actually earn 
more than $100,000 a year! Even new agents 
have an average sale better than three times 
the national average of agents in all other 
insurance companies. And the future? That's 
when Union Central's liberal retirement and 
pension plans take over." 


THE FINANCIAL REWARDS are just one of the many career advantages 
at The Union Central. Others are choice of job location; 
thorough training facilities; company stability and national 
reputation; unlimited opportunities for advancement in sales, 
management and administration. In addition, the Home Office 
supports the men in the field with prospecting procedures, sales 
presentations to fit every market, and research-tested promo- 
tional material. So if you're interested in a satisfying, long-range 
career, write us and we’ll be glad to arrange an interview at one 
of our offices near you. 














THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
One of America’s great companies—with over 
two billion dollars of life insurance in force! 
Ht 





@ This ad is designed to be of service to young men contemplating a career in life insurance. 
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Institute Ad Program 
Strikes at Inflation 


TAKES PLACE OF FORMER PLAN 





Frederic W. Ecker, Institute Chairman, 
Calls for Cooperation of Compa- 
nies and Policyholders 





A major and immediate change in the 
advertising program of the Institute of 
Life Insurance was announced last week. 
In .a letter to all member companies 
Frederic W. Ecker, chairman of the 
Institute’s board of directors and presi- 
dent of Metropolitan Life, stated that a 
strong anti-inflation program would be- 
gin to appear in newspapers and maga- 
ines in mid-March, 

“We feel that we can give some lead- 
ership that is needed to help stem the 
inflationary pressures,” Mr. Ecker told 
the companies. “Naturally, the life in- 
surance business cannot ‘do this alone. 
3ut we do believe that a strong adver- 
tising program, pointing out what part 
the average American can play in stem- 
ming the tide of inflation, will lead others 
to join us, and will have a_ national 
impact.” 

The new program will 
current campaign, built around the 
theme “When Someone’s Counting on 
You YOU Can Count on Life 
Insurance” which has been running in 
the nation’s newspapers since October, 
1955. Mr. Ecker called this campaign 
“most successful,” but added: 

“Nevertheless, it is the opinion of the 
Institute’s committees and staff that 
there is a public issue significant enough 
and of great enough importance to the 
life insurance business that we_ inter- 
rupt our present campaign to give at- 
tention to it. This is the issue of infla- 
tion.” 

Theme of New Campaign 


supplant the 


The theme of the campaign is stated 
in an advertisement carrying the head- 
line “Everybody Agrees Inflation Is 
3ad . . . But Too Many Think It’s 
Inevitable. Is It?” The ad continues: 

“Some people think that creeping in- 
flation and the rising prices which fol- 
low in its wake are the cost of continu- 
ing prosperity. 

“We in the life insurance business 
disagree, and we believe something can 
be done about it. We invite your help 
because the business of keeping the 
economy sound is a many-sided job 
which calls for the help of all Ameri- 
cans. ; 

“Let’s start with something that each 
and every one of us can do. If each 
one of us will save only an extra nickel 
out of every dollar we earn, we will 
strike a mighty blow against inflation 
and rising prices. 

“This extra nckel saved by each of 
us can add up to a total of 14 billion 
dollars—money which is urgently needed 
to finance more factories, homes and 
schools. 

The symbol of the campaign will be 
“the extra nickel,” and it will appear 
in various situations in all advertise- 
ments. The campaign wil] appear in 530 
newspapers with a total circulation of 
41,000,000. Six messages will be pub- 
lished in each newspaper, in sizes vary- 
ing from 1,750 lines (approximately % 
of a page) to 600 lines (two full col- 
umins). One “platform” advertisement, 
containing the theme of the program 
and a reproduction of one of the news- 
paper advertisements, will run in Time, 
Newsweek, and U. S. News & World 
Report. 

The closing paragraph of each ad- 
vertisement will make this statement on 








HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 
(Founded 1850) 
50 Court St. MAin 4-7951-2-3 




















behalf of the companies: “106 million 
policyholders have made life insurance 
America’s most widely used form of 
thrift. In the interest of these policy- 
holders—in the interest of all of us—the 
life insurance companies feel they have 
a duty to help preserve the purchasing 
power of the dollar.” 


Colonial Life Dividend 


The board of directors of Colonial 
Life of America announced the payment 
of a quarterly dividend of 25 cents per 
share to be payable on March 15, to 
stockholders of record March 4 


MANUFACTURERS IN KENTUCKY 

Manufacturers Life announces that it 
has been granted a license to transact 
business in the state of Kentucky. Now 
licensed in 18 states, the company main- 
tains an extensive sales organization in 
this country, which includes 23 branch 
offices from coast to coast. 

Established in Canada in 1887, Manu- 
facturers Life entered the United States 
in Michigan in 1903. Since that time, 
business in this country has expanded to 
represent more than 30% of the com- 
pany’s total business in force, which is 
now in excess of $2,300 million. 
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Bankers National Life 
has the prescription! 









NO REDUCTION IN COMMISSION 


BECAUSE OF REDUCED RATE! 


Cure your rate headaches 
with a Select Risk Ordinary 
Life designed for your select 
clients. 

Complete the coupon bidew 
and get your all-in-one pre- 
sentation...includes rates, 
values and sales track. 


A, J 
‘hee lttorvecel 


LIFE INSURANCE COMPANY 


MONTCLAIR. NEW JERSEY 





Send me: 


Plan 


Name. 


( your SROL All-in-one presentation 
(J information on Million Dollar Agency Builders 
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Street. 








City. 
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Massachusetts Mutual 
Has Bank-Checek Plan 


MONTHLY PREMIUM PAYMENT 





Geared to Popular Budget-by-the-Month 
Program; How Triple-M-Plan Works 
for Policyholder 





Massachusetts Mutual Life has launched 
its Triple-M-Plan (Massachusetts Mu- 
tual Monthly) for payment by preauth- 
orized checks of premiums under old 
and new policies (except pension trusts, 
personal security, and government allot- 
ment plans). 

For a policyholder to participate in 
Triple-M, he must (1) have a regular 
checking account in a bank willing to 
cooperate with the plan; (2) authorize 
the company to issue monthly checks 
in the amount of his premiums against 
his checking account; (3) authorize the 
bank to honor the checks; and (4) 
absolve the bank from liability. A broad 
“ang et is also provided the bank 
by Massachusetts Mutual. 

Designed primarily as a convenience 
for the policyholder, Triple-M permits 
the premiums under company policies 
of the insured and his family to be 
combined for collection through a single 
monthly check, providing that check to- 
tals at least $10, The policyholder is 
given a checkbook stub reminder by the 
company to help him remember to 
deduct the amount of the check from 
his bank account each month. 

The new plan is a modern method of 
saving. Its streamlined accounting pro- 
cedures make possible a monthly rate 
equivalent to 1/6 of the regular semi- 
annual rate. 


Advantages Cited 


Benefits to the policyholder from 
Triple-M, in addition to convenience 
and economy, include protection from 
the danger of forgetting premium pay- 
ments and the privilege of paying the 
annual premium as a series of 12 in- 
stallments, thus giving the insured addi- 
tional time to put his money to use. 
For all policies written since October, 
1947, monthly premiums cease at death 
with no deduction of the balance of 
the year’s premium. 

For the company and its representa- 
tives, designers of the plan expect 
Triple-M to produce more sales and 
larger individual sales, plus improved 
persistency. For the underwriter, a full 
year’s commision is payable at the time 
of the first premium payment in each 
policy year. Company savings will re- 
sult from having Triple- M checks pre- 
pared in and entered for collection from 
the home office each month; also from 
the elimination of premium notices to 
policyholders and status reports from 
the agencies to the home office. 

Cooperating banks are expected to 
gain in public relations and good will, 
since their clients will be offered a new 
money-saving device. Bankers believe 
Triple-M will be an inexpensive plan; 
its checks are to be handled as cash 
items. Each month the company will 
automatically draw a check which bears, 
in addition to the name of the insured 
and his bank, the transit number of 
the banking house to facilitate clear- 
ance through regular financial channels. 
The policyholder receives the cancelled 
check in due course to indicate that 
premiums for that month have been 
paid. Ample protection will be afforded 
the banks, and new business from a 
stable clientele undoubtedly will be at- 
tracted to those banks which take part 
in the Triple-M plan. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 
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J. C. Slattery Made 
Guardian 2nd Y. P. 


JOINED COMPANY 30 YEARS AGO 





Heads Sales Activities at Home Office; 
Charter Member of Life 
Advertisers Assn. 

John C. Slattery has been appointed 
second vice president of Guardian Life, 
New York, and will be responsible for 
the administration of the company’s 
sales division activities in the home 

office. 

A native New Yorker, Mr. Slattery 
attended Townsend Harris Hall and 





JOHN C. SLATTERY 


CCNY, and spent seven years in the 
newspaper field prior to joining Guar- 
dian in 1926 as editor of the company’s 
field magazine. 

He was responsible for many years 
for the company’s advertising and pub- 
licity activities, and was promoted to 
Guardian’s official staff as agency secre- 
tary in 1940. He was an agency director 
from 1943 to 1948, supervising Guardian’s 
agencies in the South and Midwest, 
and became director of public relations 
on September 1, 1948. In 1953, one year 
after Guardian’s entry into the Accident 
and Health field, Mr. Slattery was named 
superintendent of agencies for Accident 
and Health, and supervised the com- 
pany’s sales activities in that field until 
his promotion last week. 

Mr. Slattery is a charter member of 
the Life Advertisers Association, a mem- 
ber of the Life Underwriters Association 
of New York, and a member of the 
LUTC committees on Accident and 
Sickness and Promotion. 


Brokerage Manager in Phila. 

Manufacturers Life has appointed 
Alvah B. Adam brokerage manager in 
the Philadelphia branch office. 

Mr, Adam, a native of Philadelphia, 
entered life insurance in that city in 
1945. He established himself as a suc- 
cessful life underwriter and became a 
top-ranking producer. His subequent 
experience includes both management 
and work in the brokerage field. 


General American Leaders 

General American Life has announced 
names of its top 10 agencies according 
to paid life volume for January. 

_The ten, in order of their qualifica- 
tion are: Kamaaina Agencies, Honolulu, 
T.H.; Adam Rosenthal Agency, St. 
Louis; Maurice Levine Agency, Los An- 
geles; Cooley Agency, Amarillo, Tex.; 
Richard Strauss Agency, Des Moines; 
Fred F. Sale Agency, St. Louis; W. 
Stanley Stuart Agency, St. Louis; James 
J. Roberts Agency, St. Louis; Gordon 
Tyler Agency, Tulsa, Okla.; and Hunter 
M. Jones Agency, Wichita Falls, Tex. 





Boston Actuaries Meet 

The problems facing companies issu- 
ing insurance on female lives at re- 
duced rates was the principal topic of 
discussion at the recent meeting of the 
Actuaries’ Club of Boston. Fred G. 
Letwin, Massachusetts Mutual, was 
chairman for this meeting. 

Other discussion topics dealt with 
Group accident and health coverage for 
retired lives, simplification of individual 
policy contracts, and large amounts of 
Group life insurance. 


Withdraws as Candidate 


Announcement was made by Jack 
White, CLU, Prudential manager in Los 
Angeles and trustee of NALU that he 
is withdrawing his name as a candidate 
for secretary of the National Association 
of Life Underwriters. 

In making this announcement, he said 
that he did so with great regret be- 
cause of his deep interest in the Asso- 
ciation. However, he felt obliged to with- 
draw for personal reasons and because 
of the demand of his agency. 





Bankers of Nebraska Names 
Alden Asst. Comptroller 


John Alden has been named assistant 
comptroller for Bankers Life of Ne- 
braska. 

Mr. Alden, who has been with the 
company for 20 years, will continue as 
manager of the general accounting divi- 
sion, in addition io his- new responsi- 
bilities. 








The only father who 











isn’t a prospect for 


MONTY ’S new 550 “Deductible” Family Hospital Policy 


Unexpected hospital bills can wreck carefully laid 
savings plans. That’s why your prospects need 
economical family protection against the bigger 


hospital expenses. 


Now MONY’s “‘Deductible’’ Family Hospital Policy 
can help those who qualify meet many hospital 
bills that might well ruin their budgets for years 


to come. 


The $50 deductible feature, which also eliminates 
the high cost of administering small claims, en- 


families. 


Because of its flexibility and low cost, MONY’s 
new $50 Deductible is made to order for most 


Consider these features: 


Coverage for husband and wife and unmarried, dependent 
children from 31 days to 18 years of age. 


Scheduled surgical benefits in or out of the hospital. 


A range of benefits for room and board as well as a benefit for 


ables MONY to provide this coverage at premium apply. 


rates well within the reach of even the young 


family man. 


special hospital charges. 
A Maternity Expense benefit to which the deductible does not 


Guaranteed continuable: during Insured’s lifetime or until 


attainment of aggregate limit for the reduced benefits which 


apply after age 65. Company has right to adjust premiums on 


7 Marwan O- New Yor« 
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THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, NEW YORK WY 


life Insurance —Accident and Sickness — Hospitalization — 
Retirement Plans. ..FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY offices are located throyghout the United Stotes and in Canada 


MONY TODAY MEANS MONEY TomoRROW! 





a class basis only. 
The Policy is Participating. 
A minimum of exclusions and limitations. 


(Note: Policy as described is not available in California.) 


INQUIRIES FROM AGENTS AND BROKERS INVITED. 
Send for brochure describing this policy. Write to your 
nearest MONY agency or Mutual Of New York, Dept. 
13-6, 1740 Broadway, New York 19, N. Y. 
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Palmer Gives View On Competition 


Mutual Benefit President Stresses Position of Company as 
“Equity for All Classes of Policyholders and Mutuality 
in Principles as Well as in Name” 


By CLarENcE AXxMAN 


Boca Raton—In his address here to 
the General Agents of 112-year-old 
Mutual Benefit Life, President H. Bruce 
Palmer congratulated them “on your 
magnificent performance in production 
under very trying competitive con- 
ditions.” 

Continuing he said: “Within the frame- 
work of traditional philosophy of equity 
to all classes of policyholders and mu- 
tuality in principles as well as in name, 
we have been seeking a Mutual Benefit 
Life way to you during this 
pricing. 

“During the 


assist 
past two years we have 
given hours of attention to our basic 
product,” said President Palmer. “We 
feel that the timing has been good dur- 
ing a period in which we are gaining 
per spective on new competitive trends. 
There is, of course, always present a 
temptation to lessen qu lity to gain in 
cost competition. Courage is needed to 
increase quality when price competition 
becomes acute. We have had that cour- 
age and with it no lessening of pride 
in what we have and will continue to 
stand for as right and best for the pol- 
icyholder, agent, the industry and our 
company. 

“You will have presented to you at 
this meeting the result of our efforts 
to improve the quality of our product. 








You will see what unquestionably will 
(Continued from Page 5) 
jective.” 

In carrying out this plan, Mr. Moore 
continued, it was necessary to enlist the 
cooperative efforts of the entire com- 
pany. It was not possible to achieve 
all of the hoped for results without 
obt ng company-wide participation. 


“The plan developed’ by 
management and then studied 
dorsed thoroughly by the committee 
consisted of four major elements, each 
extensive in its own individual scope, 
and yet inseparably related to each 
other. The four elements were and 
still are: (1) budgetary control; (2) 
work measurement; (3) methods and 
simplification; (4) cost analysis 
and functional costs. 

“The sources of savings were 
from more than 150 items or 
Since the cost of doing 


company 
and en- 


derived 
activities. 


business is one 
] 


the three factors determining the 
price of our product, it is our hope and 
our objective to continue to .seek new 
savings. In this way, it will be possible 
for us to serve our field force by im- 
proving our competitive position, but 
most of all it will enable us to carry 
yut our responsibilities to the policy- 


( 
holders 


and thus uphold our trusteeship 
responsibilities.” 
Deadline for MDRT 
March 15 is final deadline for applica- 
tions for 1957 MDRT. Any applications 
received which are not postmarked on 
that date or before will be rejected, says 
Howard D. Goldman, MDRT chairman 


Henry E. Niles Elected 


President Baltimore Life 
Henry E. Niles, since 1943 vice presi- 
dent of Baltimore Life, was elected 
president this week. Albert Burns, presi- 
dent since 1942, who has served the 
company for 55 years, was elected to the 
newly created post of chairman. 


be the most attractive, most usable and 
most complete-in-its-content policy con- 
tract available to the buying public. 
While we have spent many hours in 
perfecting this new contract we at some 
time have given our attention to present 
and future costs of our insurance cover- 
ages. The new contract is an expansion 
of the company’s ‘true security’ contract.” 

“Mr. Palmer said Mutual Benefit has 
been willing to test new merchandising 
ideas and its agents also have been will- 
ing to experiment with new ideas and 
concepts of merchandising.” 

“Tf there was any original enthusiasm 
for our true security program that en- 
thusiasm has been multiplied many-fold 
during this past year,’ he said. “The 
results are there unequivocally and not 
to be denied. Production, public rela- 
tions and untried recruitment results are 
all there for the imaginative. As you 
talk with your fellow general agents who 
effectively use this tool, do so with an 
open mind and then work with a com- 
munity of purpose to make this program 
more effective for all of us in the future. 
The results of this novel method of mer- 
chandising will be outlined in detail 
during this meeting so I shall not dwell 
upon them at this time. Suffice it to say 
that the production results have been 
sufficiently satisfying to your company 
for it to envision other similar areas 
through which you can work for the 
merchandising of our product.” 


Fireman’s Fund Wins Major 
Victory in FTC Controversy 


The U. S. Court of Appeals for the 
Ninth Circuit, sitting in San Francisco, 
has dismissed the Federal Trade Com- 
mission’s action in the case of J. F. 
Crafts v. FTC, to enforce a subpoena 
seeking to compel Mr. Crafts, who is 
president of Fireman’s Fund Indemnity, 
to testify in a proceeding involving the 
FTC’s charges against that company of 
misleading accident and sickness insur- 
ance advertising. 

The court’s dismissal was granted 
upon the ground that the subpoena was 
invalid because it was so broad and 
sweeping in scope as to embrace matters 
clearly beyond FTC’s jurisdiction. In 
addition, it was so framed, the court 
held, as not to permit proper presenta- 
tion of the issues with respect to its 
jurisdiction. 

The court further held that the basic 
question of jurisdiction could be decided 
by the courts at the outset of an FTC 
proceeding. It explained that any final 
decision on jurisdiction would have to 
be the subject of further proceedings 
based upon a properly framed subpoena. 
It pointed out that it could not then 
finally decide that question except so 
far as it pertained to the validity of 
the subpoena. 

However, in its decision regarding the 
subpoena the court expressly disagreed 
with the FTC’s view that its jurisdiction 
over insurance advertising in interstate 
commerce was not curtailed by the Mc- 
Carran Act. 

Judge James A. Fee, 
opinion in this case, also brought out: 
“That there are limitations upon the 
power of the FTC in this field is be- 
yond all doubt” and that “the jurisdic- 
tion of FTC certainly was drastically 


who wrote the 


circumscribed in this field in any event. 
How far the prohibition has gone is 
dependent upon a construction of this 
act of Congress and the statutes of the 


F. L. Merritt Warns Against 
Selecting Man With Debts 


Boca Raton—Look out for the pros- 
pective agent who is under pressure of 
current debts, was the warning by Fran- 
cis L. Merritt, director of training, in 
a talk before the general agents, Mr. 
Merritt, who has devised an agent selec- 
tion system based on a battery of sev- 
eral tests, together with other evaluation 
techniques, told the general agents that 
experience has shown the debt-ridden 
man is a poor risk. The fact that he is 
in debt usually indicates several weak- 
nesses, such as poor planning, living 
beyond his means, employment prob- 
lems, and the like. 

“When the pressure of current debt 
problems on a _ prospective agent is 
great, it should throw up a signal to 
the general agent,” Mr. Merritt said. 
“There is, of course, the exception, and 
the temptation to judge a man as the 
exception is always great. Unless he is 
a truly outstanding candidate in every 
sense of the word, unless he is a man 
so unusual in all respects, the debt fac- 
tor should serve to disqualify him from 
further consideration. Our records on 
hundreds of tests bear this out.” 

The ideal man, Mr. Merritt explained, 
is one who is integrated in his commu- 
nity; he owns his home; he has a fam- 
ily; there are real incentives for hard 
work; he has shown real desire to meet 
people and has had experience in doing 
so. If you can find a man who knows 
how to deal with people and lead them, 
and one who has that certain power 
of “personal persuasion,” then you have 
a man who is really worth bringing into 
the business, the speaker added. 

Another highly important factor is the 
ability a man has for “personal adjust- 
ment,” the company’s selection specialist 
said. Some men are able to move from 
one life into a vastly different one, 
such as life underwriting, simply by 
“shifting gears”; others have an innate 
resistance to such adjustments and do 
so with the greatest of difficulty or 
not at all. 

‘In this connection it must be re- 
membered,” Mr. Merritt pointed out, 
“that great adjustment is involved also 
for the man’s family. Sometimes he can 
adjust but his family cannot, and this 
introduces another failure factor.” 





several individual states regulating insur- 
ance. 

“It may be conceived the actual prac- 
tice in insurance regulation of a par- 
ticular state may become pertinent 
eventually, but such matter will still 
relate to Jurisdiction of the Commission 
and not ‘coverage.’ Patently, the power 
of the Commission to act at all is based 
upon the exception contained in a pro- 
viso. The distinct purpose of Congress 
emphatically set out in the act was to 
abandon the field of regulation to the 
= where the power traditionally 
ay. 

Judge Fee also said: “The idea that 
a fiat of an administrative agency that 
it possesses authority to act in a par- 
ticular field is sacrosanct illusory... . 
We hold that not only did the District 
Court have jurisdiction to decide, but 
also that it was required to decide 
whether the statutes have withdrawn the 
power from the Commission to regulate 
the particular area of interstate com- 
merce in insurance solely when the court 
is moved to enforce the subpoena so 
definite in demand for specific books or 
papers that the Scope of authority may 
be defined. * * 

“The ie in the instant case is 
not sufficient to present the question of 
jurisdiction, if any, remaining to the 
Commission. The proceeding should be 
dismissed.” 





New District Agency Plan 
Explained by Jack deWard 


Boca Raton—A new district agency 
development program was unfolded be- 
fore the general agents meeting of Mu- 
tual Benefit Life by Jack R. deWard, 
director of agency finance. 

The new program is aimed at assisting 
general agents in developing district 
agencies in good-sized population areas 
near the general agency location. Mr. 
deWard pointed out that such factors as 
increasing population and the physical 
shifting of the nation’s industry and 
economy had developed large markets for 
life insurance located in nearby general 
agency cities. The new program is aimed 
at enabling general agents to develop 
more fully these areas by establishing 
a district agency in such localities. 

“For the district supervisor, this plan 
provides the opportunity for a successful 
agent who desires management experi- 
ence to increase his income and demon- 
strate his ability in the areas of selec- 
tion, recruiting, training, joint work and 
supervision,” Mr. deWard said. “It will 
also provide the advantages of a better 
organization geared to exploit the mar- 
ket possibilities.” 

It is expected that the plan will be 
limited during 1957 to approximately ten 
district agency operations. After experi- 
ence has been gained, it will be extended 
on a broader scale. 


NEW BUILDINGS ALL LEASED 





Two to Be Built in Addition to New 
Home Office Already Leased by 
Insurance Units 

Boca Raton—In addition to the new 
home office building Mutual Benefit Life 
is to construct in Newark, the company 
will also build adjacent thereto two six- 
story office buildings. Milford A. Vieser, 
financial vice president, told the com- 
pany’s General Agents’ convention meet- 
ing in the Boca Raton Club that one 
of these smaller buildings has been 
leased on a net rental basis for 25 years 


to Hospital Service Plan and Medical- 
Surgical Plan of New Jersey. The other 
building, just started, has been leased 


at a net rental to the Travelers and the 


Aetna. 


C. W. Dow Joins CIT 


Charles W. Dow, who resigned re- 
cently as president of Equitable Society, 
has joined CIT Finance Corp. as chair- 
man of the finance committee and a 
director, Arthur O. Dietz, president of 
CIT, announced on Tuesday. 

Mr. Dietz said Mr. Dow will direct 
the securities investment activities of 
CIT and its subsidiaries and will have 
other general executive responsibilities. 


To Form Allstate Life Co. 


Calvin Fentress, Jr., chairman of All- 
state Insurance Cos., announced this 
week that first steps have been taken 
to organize the Allstate Life Insurance 
Co. which will have as president Clar- 
ence B. Kenney, long time executive and 
senior vice president of Allstate Insur- 
ance Co. 


OCCUPIES OWN 
W. W. Stewart, general agent of Pa- 
cific Mutual Life, has moved his organ- 
ization into its own new office building, 
just completed at Palo Alto Street and 
Glendale Boulevard, on the fringe of 
downtown Los Angeles. 


BUILDING 
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With Acacia Mutual Life 

































EDWARD O. McHENRY, JR. 


Acacia Mutual Life has appointed 
Edward O. McHenry, Jr., CLU, director 
of the newly-created advanced under- 
writing unit. Mr. McHenry, administra- 
tive assistant for the past six years to 
General Agent A. C. F. Finkbiner’ of 
Northwestern Mutual Life in Philadel- 
phia, will be responsible for the further 
development of business insurance and 
other types of advanced underwriting at 
Acacia. 

A graduate of the Wharton School of 
University of Pennsylvania, Mr. Mc- 
Henry also has a law degree from Uni- 
versity of Pennsylvania Law School. A 
Chartered Life Underwriter since 1955, 





In Manhattan 


— 


"Ask PEYSER 
About It" 


—- 


-—— 


PERCY A. PEYSER 
General Agent 


THE MANHATTAN LIFE 
140 West 57th Street 


New York 19 Sosemaeiinall 


Circle 7-3963 








Philadelphia supervisor’s committee of 
the General Agents and Managers Asso- 
ciation for the past two years. 


as assistant brokerage manager in Gen- 
eral American Life’s St. Louis agencies Mr. Deisler will discuss the various 
was announced by Woodruff W. Walker, 
CLU, director of the agencies. 
work directly with Charles Sheddan, 
brokerage manager of the agencies. 





the next meeting 
LOMA graduates. 
at 6:00 p.m., 





ASSISTANT BROKERAGE MGR. 
Appointment of Frank A. Fernandes the second floor 
supper there. 


He will 


Fade say methods and procedures for 
Guardian Life, will be the speaker before 


The meeting will be 
13, at the home 
office building of the Guardian Life in 
cafeteria, 


March 


uses and applications of the ‘ 
tronic machine at the Guardian Life al- 
ready in operation and plans for further 
extension of its use in the future. 








he is also a graduate of Life Insurance 
Agency Management Association Schools LOMA Graduates Speaker Bowes and Joseph Names 
and has served as a co-chairman for the Robert W. Deisler, coordinator of 


Gray “Man of the Year” 


Norman Gray, Irvington, N. J., has 
been named “Man of the Year” by the 
30owes and Joseph Agency in Newark 
of New England Life. He was presented 
with a bronze plaque by General Agent 
C. Vernon Bowes. 

A graduate of Rutgers University, 
Mr. Gray is an active member of the 
board of directors of the Newark Life 
Underwriters Association, serving as 
finance chairman in 1957 and member- 
ship chaiman in 1956. 


the Society of 


following 


“650” elec- 











A Proven 


Best Seller > —_— 
Two Guaranteed Reductions in premium, each 
10%. First reduction at end of 10 years; second 
at end of 20 years. Or, original premium may be 
continued, if desired, and policy will in due 
course become fully paid-up. 


Father, mother and children included in one 
policy with one premium for all. ‘“New arrivals” 
automatically insured 30 days after date of 
birth. In some cases, premium rate remains un- 


3 THE FAMILY TERM 
RIDER... 


Can be added to most Manhattan Life Policies, 
past or current issue, and provide life insurance 
protection for the wife and children. ‘New ar- 
rivals” automatically insured (15 days after 











date of birth) with no increase in the premium. 


Our 2nd % 
THE MANHATTAN LIFE 


INSURANGE, COMPANY 
of New YorK, 
Home Office: 120 West 57th St., New York 19, N.Y. 





Century 


YOU CAN COUNT ON 


MANHATTAN LIFE 


SALES BOOSTERS 


LIKE THESE 


1 REDUCING PREMIUM 10-10 PLAN... 


Total Sales Over. ... 
Average Size Sale....... 


2 THE FAMILY PLAN POLICY... 






. $40,000,000 
21,535 


Sub-standard issued. Guaranteed premium 
reductions (if elected) apply also to class sub- 
standard extra premiums. 

Minimum issue: $10,000. Maximum : $100,000. 
Issue ages 10 to 70. 


changed even though size of family increases. 


(The Family Plan Policy is available in most 
of the states in which the company operates. ) 





For More Volume 
USE MANHATTAN LIFE’S 


48 FEATURES 


We'll be 
glad to send 





you a copy 


> 








or ask any 
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State Mutual Meetings 
White Sulphur Springs 


SOME SPEAKERS ON PROGRAM 





President Plumley Heads Home Office 
Group of Executives To Be Heard 
By Conferences 





State Mutual Life will hold two sepa- 
rate conferences this week and next 
week at The Greenbrier, White Sulphur 
Springs, W. Va. Forty-five of the com- 
pany’s top life and sickness and accident 
producers will meet with home office 
executives at the Leaders Conference on 
March 8 and 9. eS ; 

Milton Young, attorney of New York 
law firm of Young, Kaplan and. Edel- 
stein, a well known lecturer and a faculty 
member of CLU schools in Madison, 
Wis., and Storrs, Conn., will give the 
keynote address. 

Those on the program are: H. Ladd 
Plumley, president; Joe B. Long, vice 
president; Duncan F. Brown, assistant 
superintendent of agencies; Hugh M. 
MacKay, associate counsel; Harold W. 
Dougher, CLU, general agent, Los An- 
geles: Robert C. Fraim, manager, Knox- 
ville; Charles F. Hanson, CLU, general 
agent, Houston; John B. Nothhelfer and 


Walter O. Leck, general agents, Chi- 
cago; and Glenn B. Moore, manager, 
Lansing. : 

Awards will be presented to those 


personal producers who achieved out- 
standing records in 1956. 

On March 10, 11, 12 and 13 general 
agents and managers from coast to coast 
will gather for a field management con- 
ference. At the opening session, which 
will be presided over by vice president 
Joe B. Long, Harry J. Altick, CLU, gen- 
eral agent, Detroit and president of the 
General Agents Association, will extend 
greetings and President H. Ladd Plum- 
ley will address the group. 

Others on the program are: George 
Paul Smith, CLU, superintendent of 
agencies; Robert T. Mable, manager, 
agency planning; Robert A. Miller, con- 
troller; Edmund M. Randolph, superin- 
tendent of agencies; Hubert O. Seale, 
Jr., superintendent of agencies; Duncan 
*. Brown, assistant superintendent of 
agencies; Charles G. Bethea, CLU, gen- 
eral agent, Atlanta; Francis M. Sharkey, 
manager, Washington, D. C.; G. Harold 
Moore, CLU, general agent, Pittsburgh; 
Glenn B. Moore, manager, Lansing; 
Gerald H. Young, CLU, general agent, 
New York; John Ford, manager, Los 
Angeles; Richard F. Wagner, CLU, gen- 
eral agent, Boston; Abbott P. Allen 
and Arthur A. Dunn, both assistant sec- 
retaries, Group division; Edward T. 
Peterson, manager, Syracuse; Fred M. 
Selling, general agent, New York and 
Walter I. Wells, secretary, sickness and 
accident division. 

The following general agents emeritus 
will also be in attendance as ‘honored 
guests: Elmer L. Beesley, Syracuse; Ed- 
mund F. Carey, Providence; Joshua B. 
Clark, Boston; and George S. Lott, Day- 
ton. 





Hancock Group Awards 

Three Group sales and service offices 
of John Hancock have been awarded 
Vice President’s Group Awards for out- 
standing achievement during 1956. 

The Dallas, Texas, Group office won 
the Vice President’s Group Trophy for 
1956. The Trophy was presented by 
Vice President Clarence W. Wyatt to 
Henry G. Wischmeyer, Dallas manager, 
at a dinner March 5 in the Insurance 
Club of Dallas. The Trophy is awarded 
to the outstanding office each year on 
the basis of: (1) Group life and em- 
ploye life production; (2) new Group 
insurance and annuity premium; (3) 
number of employe and dependent 
Group coverages written; and (4) policy- 
holder service activities. Awards were 
also presented to the Boston and 
Springfield Group sales and service of- 
fices, managed by Northeastern regional 
manager, Duncan A. Brash; and the 


Atlanta office, managed by John P. Clos. 


Commonwealth Life Names 
Moyse Associate Actuary 


Commonwealth Life, Louisville, has 
announced the appointment of John S. 
Moyse as associate actuary. Mr. Moyse, 
a native of Toronto, Canada, received 
his Bachelor of Arts Degree from the 
University of Toronto in 1949. He is a 
Fellow of the Society of Actuaries. Be- 
fore joining Commonwealth Life, he 
was associated with Toronto Mutual 
Life for seven and one-half years. 


Promote O. Conrad Stewart 


O. Conrad Stewart has been appointed 
assistant actuary, Occidental Life of 
North Carolina. A graduate of Univer- 
sity of North Carolina he completed 
further studies in actuarial science at 
University of Manitoba. Elected a new 
director of the company is John M. Alex- 
ander, president, Raleigh Tractor and 
Truck Co, 

At annual meeting President W. H. 
Trentman said company’s assets in- 
creased by $3 million during 1956. Also, 
large gain was made in production. 
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COVERS 


1 Medical treatment 
2 Surgical treatment 


3 Prescribed medicines 
or medical supplies 


Underwritten by 


MUTUAL 




















When a bad sickness or injury 
comes along with medical bills 
that run into the thousands — 
what could be sweeter than to 
have a Union Mutual 


MAJOR MEDICAL 


standing by to pay a large 
part of the expense. 


And a UM Major Medical 
can be sweet music saleswise 
for you. It’s bound to make 
you friends ’cause it offers true 
high limit protection at 
surprisingly low cost. 
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4 Hospital room and 
board 


5 Hospital services and 
supplies 


6 Full-time private duty 
nurse Or nurses 


LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P.Q. 


America’s Eighth Oldest Life Insurance Company. 
Rolland E, Irish, President « John R. Carnochan, Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 








Metropolitan Figures 
(Continued from Page 1) 


and Canadian government securities, 26% 
in city and farm mortgages, 4% in hous- 
ing and other real estate, and 4% in 
policy loans. Four per cent was in cash 
and other assets. 

Metropolitan policies of all kinds coy- 
ered some 40,000, persons in the 
United States and Canada. This con- 
tinues to be at the rate of about one 
person in every five of the combined 
population of the two countries. 


Payments To Policyholders 


Of the benefit payments to policy- 
holder families, $902,000,000 was paid to 
living policyholders and $429,000,000 in 
death claims. 

The payment total was $1,331,000,000, 
averaging more than $5,300,000 each busi- 
ness day, and representing a new peak 
for life insurance companies—$125,000,000 
higher than Metropolitan’s own 1955 fig- 
ure. 

The highly favorable low mortality 
experience of recent years among the 
policyholders continued substantially un- 
changed. According to 1956 mortality 
conditions, the expectation of life at 
birth among Metropolitan industrial pol- 
icyholders continued to gain, rising 
slightly above 70 years. This is an in- 
crease of 24 years since 1909. 

The company has more than 24,000 
field representatives working out of 
1,100 offices throughout the United States 
and Canada. At the year end the Metro- 
politan organization numbered more than 
50,000 

“As you can infer from these items, 
the Metropolitan had a very good year 
in 1956,” Mr. Ecker commented. “And we 
expect 1957 to be an even better year— 
for our company, and for the life insur- 
ance business as a whole.” 


R. N. Boulton Joins LIAMA 


Richard N. Boulton, CLU, recently 
sales promotion manager for Phoenix 
Mutual, joined Life Insurance Agency 
Management Association as consultant 
in the company relations division. 

Announcement was made by LIAMA 
Managing Director Frederic M. Peirce, 
who said that Mr. Boulton will consult 
with companies, serve on the faculty of 





LIAMA schools, and contribute to 
LIAMA publications for agents and 
managers. 


With ten years in Phoenix Mutual’s 
agency department, Mr. Boulton brings 
to the Association a strong agency back- 
ground with emphasis on_ prospecting 
and market development. Originator of 
the company’s monthly bulletin on pros- 
pecting tips, he has conducted prospect- 
ing clinics throughout the country. 

Active in the Life Advertisers Asso- 
ciation, Mr. Boulton was director of a 
recent sales promotion workshop in New 
York City. He participated in the LAA 
direct mail seminar last fall in New Or- 
leans and will appear on the Eastern 
Round Table program itthis month. For 
three years he served on LAA’s educa- 
tional committee, and he is presently a 
member of the public relations commit- 
tee of the National Association of Life 
Underwriters. 

A graduate of Dickinson College, Mr. 
3oulton is a well known lecturer in 
American history. His best known talk 
is on the “Salesman in American Folk- 
lore.” 

A major in the Military Intelligence 
Reserve, Mr. Boulton saw considerable 
active service during World War II in- 
cluding duty with Filipino guerrilas. 





JOINS NO. AMERICAN LIFE 

Charles G. Norwell has joined the 
North American Life of Chicago as an 
agency manager at Wausau, Wisconsin. 
He has been in the life insurance and 
accident and health insurance business 
for more than 10 years as a personal 
producer. 

Mr. Norwell, who came to this country 
from Scotland in 1930, was a professional 
golfer before he entered the life insur- 
ance business. 
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LAA Speakers Named for 
Eastern Round Table 


IN NEW YORK MARCH 28 AND 29 





Melville P. Dickenson, W. B. Lewis, 
Sherwood Dodge on Program; 
Expect Record Attendance 





Final arrangements are being made 
for the Eastern Round Table of the 
Life Advertisers Association, to be held 
March 28-29 at the Barbizon-Plaza Hotel, 
New York. 

William C. Heimburg, Round Table 
chairman and manager of sales services 
of New York Life, announced the names 
of three key speakers, six panel chair- 
men and other details. The one and 
one-half day program, is expected to 
draw a record attendance of LAA mem- 
bers from 70 eastern United States and 
Canadian life insurance companies. 


Program Format 


Format for the program will be the 
“laboratory technique,” including audi- 
ence participation, for “diagnosing” the 
effectiveness of advertising, research, 
promotion and related work being done 
by the personal insurance business. 
Theme of the meeting is “Wake Up— 
It’s a New Day!” 

Principal speakers will be William B. 
Lewis, president of Kenyon & Eckhardt, 
Inc.; Sherwood Dodge, vice president 
and New York general manager of Foote, 
Cone & Belding, and Melville P. Dicken- 
son, senior vice president of Equitable 
Life Assurance Society. 

Chairmen for the various “table-in- 
the-round” discussions that will high- 
light the meeting will be the following 
LAA members: John H. Warner, life 
advertising manager, Aetna Life; Henry 
R. Geyelin, manager of advertising serv- 
ice, Metropolitan; Bruce L. Roberts, 
Equitable of New York, assistant editor 
of “Equitable Agency Items”; Kenneth 
L. Brooks, associate director of sales 
promotion, Prudential; Royden C. Ber- 
ger, CLU, director of advertising, Con- 
necticut Mutual, and Paul Duling, 
director of sales promotion, Postal Life, 
and current editor of the “Life Adver- 
tiser Bulletin.” 

The Round Table meeting will get 
underway with registration at 9 a.m. on 
March 28. Four laboratory sessions will 
be conducted until 12:30 p.m. The after- 
noon session will feature two of the key 
speakers. The first day’s meeting will 
adjourn at 4:30 p.m., with a reception 
to follow at 5:30 p.m. 

Program for March 29 will begin at 
9:30 am. There will be two panel dis- 
cussions. The closing address will be by 
Mr. Dickenson. Adjournment of the 1957 
Eastern Round Table is scheduled for 
noon. 


Washington National Names 


Tom Power in Houston 

Tom Power has been appointed gen- 
eral agent in Hoston for Washington 
National Insurance Co. according to an 
announcement by P. W. Watt, president. 

Mr. Power graduated from Tulane 
University in 1949 with a bachelor de- 
gree in business administration. In 
November of that same year, he was 
employed by a local wholesale distribu- 
tor. After serving several months as 
sales engineer for a Houston manufac- 
turing company, he resigned to enter the 
life insurance business. From Novem- 
ber, 1953, to January, 1956, Mr. Power 
worked out of the Hoston offices of a 
prominent life insurance company. Dur- 
ing the past year until his recent ap- 
pointment, he served as a general agent 
for another life company in the same 
area. He took courses at Southern 
Methodist University and the Life Insur- 
ance Agency Management Association, 
and is presently studying Part II toward 
a CLU degree. 

Mr. Power was elected president of 
the Houston Tulane Alumni Association 
and serves as a member of the executive 
committee of the National Association 
of Tulane Alumni. 


Minneapolis General Agent 


For The Manhattan Life 


SAMUEL J. JONES 


Appointment of Samuel J. Jones as 
general agent of Manhattan Life in 
Minneapolis has been announced. Agen- 
cy offices are in the Phoenix Building. 

In sales work since 1948, when he was 
with the Chrysler Sales Corp. in De- 
troit as district sales manager and busi- 
ness manager, Mr. Jones’ most recent 
association has been with Aetna Life. 

He is an active member of the Minne- 
apolis Life Underwriters Association. 
During World War II, Mr. Jones served 
in the Army as a first lieutenant, 


Lincoln Income Increases 


Lincoln Income Life increased its indi- 
vidual life insurance in force by 24% 
during 1956, according to an announce- 
ment by John T. Acree, Jr., president. 

At the annual meeting of the stock- 
holders, held in the company’s home 
office in Louisville, Mr. Acree noted that 
Lincoln Income had $168,153,259 of life 
insurance in force as of December 31; 
up $31,351,497 over the previous year. 
The weekly premium debit was up 15.8%, 
to $168,526. Surplus protection to policy- 
holders was $2,432,052 representing 20.6% 
of the company’s total assets of $12,- 
122,020. 

Mr Acree compared the position of 
Lincoln Income in the industry today 
with its position five and ten years ago. 
The company’s assets are up 665% over 
1946. Its insurance in force has gained 
100.5% in the five years since 1951. For 
the ten-year period since 1946, Lincoln 
Income’s increase in insurance in force 
was 293%. 
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GAMC Members Top 3,000 


For the first time in the five-year 
history of the General Agents and Man- 
agers Conference of NALU, membership 
has passed the 3,000 mark, according to 
Donald A. Baker, executive director. 

“There seems little doubt that we'll 
reach our 4,500 membership goal by the 
time of the mid-year meeting, and our 
total 6,000 membership for the year,” 
predicted L. V. Drury, manager, Sun 
Life of Canada, Philadelphia, who is 
GAMC membership chairman. 

This year’s March 1 membership re- 
port represents a gain of more than 70% 
over the same date last year—3,145 as 
compared to 1,852. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









qualified General Agents in selected areas 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
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Mass. Mutual’s January 
Production Sets Record 


representatives of 


Field 
setts Mutual Life 
duction record in January, with Ordinary 
deliveries amounting to $82,056,270—a 
new all-time high for any single month. 
Volume in initial month of this 
was $11,955,784 more than the business 


Massachu- 


set a company pro- 


year 


delivered in January, 1956, representing 
a gain of 17%. Sales this January also 
constituted 12.3% of the company’s quota 
for 1957. 

Another new mark was set 
month when 30 Massachusetts 
agencies each delivered more _ than 
$1,000,000 of Ordinary insurance. Led 
by the Los Angeles Agency, which also 
set the pace for the comparable périod 
of the preceding year, 1956’s old record 


for the 
Mutual 


of 23 agencies over a million dollars 
Was surpassed. 
In addition, two company perform- 


ance series were continued without in- 
terruption: for the 27th consecutive 
month, deliveries hit an all-time high 
for that month; and January was the 
63rd straight month in which the Ordi- 
nary sales for the corresponding month 
in the previous year were exceeded. 

The Yates-Woods Agency of Los An- 
geles led the company throngh the 
opening month of 1957 with new Ordi- 
nary business of $4,251,984, followed by 
Gordon S. Miller’s Philadelphia Agen- 
cy with $3,618,515, and the Newark 
Agency, Desmond J. Lizotte, general 
agent, with $3,257,140. 

The company’s production of Group 
insurance showed a 101.9% gain, with 
deliveries of $11,528,397 for January, this 
year, as compared with $5,710,422 for 
January, last year, 
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Launch Ejisenhower’s 
People-to-People Plan 


PROMINENT MEN ON COMMITTEE 


F. W. Ecker, Chairman; J. A. Diemand, 
Vice Chairman; Devereux Josephs, 
Treas.; Chester Fisher, Secretary 
Several thousand insurance chief ex- 
ecutives are being urged to integrate 
their company efforts with President 
Eisenhower’s “People-to-People” pro- 
gram for better international relations. 
In an appeal to the insurance execu- 
tives, Frederic W. Ecker, president of 
Metropolitan Life and chairman of the 
Insurance Committee of the People-to- 
People Partnership Program, proposed 
a wide range of special activities which 
the insurance companies and their per- 
sonnel could undertake toward develop- 
ment of better overseas relations. The 
proposed undertaking went to the officers 
of 4,225 accident and health, casualty, 
fire and life insurance companies, stock 

and mutual, throughout the country. 

“The purpose of the program is to 
enlist the friendship-making and opinion- 
molding capacities of individual Ameri- 
cans in order that they and individuals 
in other countries may become mutually 
better acquainted,” Mr. Ecker said. “The 
end in view is to help ito build the road 
to an enduring peace. This is a job in 
international relations which can be done 
by all a us.” 

John A. Diemand, president of Insur- 
ance Company of North America, is vice 
chairman of the committee; Devereux 
C. Josephs, chairman, New York Life, is 
treasurer; and Chester L. Fisher, Jr., 
Metropolitan Life, is secretary. 

The insurance company executives 
were urged continuously to re-empha- 
size the statement by President Eisen- 
hower, in launching this program, to the 
effect that “there is no problem before 
the Americ indeed, before the 
world—that so salons everything we do, 
as does the problem of preserving the 
peace and providing for our own secur- 
ity 





The President was also quoted as say- 
ing that “if our American ideology is 
eventually to win out in the great 
struggle being waged between the two 
opposing ways of life, it must have the 
active support of thousands of inde- 
pendent private groups and institutions 
and millions of individual Americans act- 
ing through person-to-person communi- 
cation in foreign lands.” 

_A long list of possible activities for the 
insurance offices was proposed, includ- 
ing: 

Survey of company personnel for lan- 
guage talents and foreign acquaintances. 

Use of company house organs for 
messages. 

Promotion of personal correspondence, 
person-to-person, by company personnel, 
to foreign contacts. 

Greetings abroad on significant occa- 
sions. 

Mailing inserts in overseas correspond- 
ence. 

Contact booklets for personnel, policy- 
holders and stockholders. 

Personnel exchanges. 

Encouragement of travel, including 
possibility of extra vacation time for 
purpose of making foreign insurance con- 
tacts 

Hospite lity programs, to welcome for- 
eign visitors in this country. 

Establishment of American — book- 
shelves in foreign insurance offices, li- 
braries, schools and hospitals. 

Book and magazine distribution over- 
seas. 

Social contacts, including son or 
daughter exchange-visits. 

Insurance press and insurance meet- 
ing interchanges. Routing of some for- 
eign trade publications through the com- 
pany offices. 


The Committee 


President Eisenhower's Program for 
People-to-People Partnership Insurance 
Committee, has the following officers: 

Frederic W. 


politan Life, 


Ecker, president, Metro- 
chairman; John A. Die- 


New Executive V.P. 
Of Gulf Union Life 





JOHN D. GRIFFITHS 


John D. Griffiths has been appointed 
executive vice president of Gulf Union 
Life of Baton Rouge, La., it has been 
announced by Allison R, Kolb, president 
of Gulf Union Group. 

Jorn in Scotland and educated in 
New York, Mr. Griffiths is a graduate 
of Brooklyn College. After four years 
with the U. S. Air Force during World 
War II, Mr. Griffiths entered the life 
insurance field in 1947 and was con- 
nected with Connecticut Mutual and 
Provident Mutual before joining the 
sales force of Jefferson Standard Life. 
He held the position of assistant su- 
perintendent of agencies in the latter 
company prior to accepting the vice 
presidency of Gulf Union Life. 


APPOINT G. E. BUSHMAN 

Occidental Life of ‘California an- 
nounces the appointment of Gerald E. 
Bushman as assistant branch manager 
in the company’s Whittier, California 
branch office. Mr. Bushman peas been 
associated with Occidental as an agent 
through the Whittier branch. 





mand, president, Insurance Co. of North 
America, vice chairman; Devereux C-. 
Josephs, chairman, New Y ‘ork Life, treas- 
urer; Chester L. Fisher, Jr., Metropolitan 
Life, secretary. 

Members of the executive committee 
are: Holgar J. Johnson, president, Insti- 
tute of Life Insurance; M. Albert Linton, 
chairman, Provident Mutu: il Life; Car- 
rol M. Shanks, president, The Pruden- 
tial; Frazar B. Wilde, president, Con- 
necticut General Life and the ex officio 
officers. 

Other members of the committee are: 
Daniel E. Ackerman, chairman, Great 
American; O. Kelley Anderson, presi- 
dent, New England Life; S. Bruce Black, 
chairman, Liberty Mutual; Morton Boyd, 
president, Commonwealth Life; Horace 
W. Brower, president, Occident al : ife of 
Calif.; Asa V. Call, chairman, Pacific 
sforual Life; bats Chubb, 2nd, presi- 
dent, Federal Insurance Co. 

Also, Paul F. Clark, chairman, John 
Hancock; Edwin W. Craig, chairman, 
National Life & Accident; J. Doyle De- 
Witt, president, The Travelers; Craw- 
ford H. Ellis, president, Pan-American ; 
Edmund Fitzgerald, president, North- 
western Mutual; James C. Hullett, presi- 
dent, Hartford Fire; Archibald B. Jack- 
son, president, St. Paul Fire & Marine; 
Arthur F. Lafrentz, chairman, American 
Surety; Beverly H. Mercer, president, 
Fidelity & Deposit; A. Jack Nussbaum, 
president, National Association of Life 
Underwriters; ‘Clarke Smith, United 
States manager, Royal-Globe; Harold V. 
Smith, chairman, Home Insurance Ca 
James R. Wood, ‘president, Southwestern 
Life. 
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RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 
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PRESIDENT’S CLUB MEETING 





Continental Assurance Convention in 
San Francisco March 10-14; Over 
200 Top Writers to Attend 
_More than 200 top producers of Con- 
tinental Assurance, honored members of 
the President’s Club, will meet in con- 
vention at San Francisco March 10-14. 
The center of attention at the conven- 
tion will be the introduction of the com- 
pany’s new quantity discount rate struc- 
ture, which has becn applied cover-to- 
cover to every Ordinary life insurance 
contract written by the company, both 

participating and non- participating. 

The task of converting to this new 
premium structure, a company official 
pointed out, has been gigantic. Prepara- 
tion of rate books and soliciting manuals 
alone has demanded months of actuarial 
and computing machine time. Beyond 
that, all sales and advertising material— 
anything which embodied so much as a 
reference to previous rates—had to be 
redone. 

Following the convention, the new 
“QD” plans will be introduced country- 
wide at meetings being scheduled by 
general agents and branches, effective 
date of the switchover being ‘March 25. 

Underwriting and business insurance 
seminars also will be convention high- 
lights. 

Aside from the business sessions, a 
busy schedule has been set up to permit 
delegates to see and enjoy San Fran- 
cisco, a special treat to the many 
strangers to ~~ a coming from all 
parts of the U. S., Canada, Alaska and 
Hawaii. 

Tied for honors in heading up large 
groups of qualifiers are the David A. 
Carr Agency, New York City, and the 
Edward D. Landers Agency, Cleveland, 
each with nine delegates. Second place 
honors are shared by the Philip C. 
Belber Agency, Newark, and the H. 
Malcolm Teare Agency, Inc., New York, 
each with eight men. 

Howard C. Reeder, who was elected 
president last spring, when Roy Tuch- 
breiter was elevated to the chairman- 
ship, heads up the President’s Club for 
the first time. 


Mass. Mutual Holds Group 


Conference in Florida 
Massachusetts Mutual Life this week 
held its seventh annual Group sales 
conference at Palm Beach, Florida. The 
four-day conference was formally opened 
with a dinner, at which over 70 members 
of home office Group management and 
field sales units were addressed by 
President Leland J, Kalmbach. 

The program for one entire session 
was devoted to major medical expense 
insurance, and there were daily panels 
on many phases of Group insurance 
sales techniques, with panelists from 
both home office departments and field 
units. 


National Bankers Gains 

National Bankers Life of Dallas had 
the most successful year in its history 
during 1956, President Lester F. Hall 
reported, with capital and surplus more 
than doubled. 

The capital and surplus figure was 
$1,956,527 as of December 31, compared 
with $949,957 on the same date in 1955. 

Life insurance in force also showed a 
sharp increase, having passed the $81,- 
000,000 mark. At the close of the previ- 
ous year, life insurance in force stood 
at $70,239,224. 











your Mutual 
g Benefit 
P. Life Man 





planning 
that turns 
prospects 
into 
clients.” 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life men like Charles H. Reach 
of Newark, N. J. believe this, too— 
and are thoroughly trained to 

put it into practice. We think it’s a 
major reason for their success with 
the clients they serve . . . clients 
who know that a policy is no 
substitute for a plan. 





The Mutual Benefit Life 


Insurance Company, Newark, N. J. 
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Union Central Life Has 
18% New Business Gain 


ORDINARY SALES 12.60% AHEAD 





New Group Insurance Paid For In- 
creased by 18%; Company’s 
90th Anniversary Year 
New business written by Union Cen- 
tral Life during 1956 totaled $372,567,406, 
a gain of 18.78% over 1955 writings, 
John A. Lloyd, president of the com- 
pany, < announced. Ordinary life insurance 
sales totaled $168,077,893 during 1956, a 
gain of 12.60%. New Group insurance 
paid for during the past year amounted 
. $155, 346,754, an increase of 18.34%. 
The company’s participation in the Fed- 
eral employes’ Group increased $48,942,- 

759, a gain of 48.54%. 

Union Central started 1957, its 90th 

anniversary year, with 555,632 policy and 
certificate holders who ow ned $2,296,022, - 
622 of life insurance. This is an increase 
in insurance in force from the preceding 
year of $229,083,000. 
" During its 90-year history, Union Cen- 
tral, Mr. Lloyd said, has insured the 
lives of more than xo million people. 
More than $1,598,722,838 has been paid 
to policyholders and beneficiaries, $62,- 
710,856 during the past year. 

During 1956, Union Central had 36 
agents who wrote $1,000,000 or more of 
life insurance to qualify as charter mem- 
bers of the company’s President’s Club. 
The President’s Club held its first meet- 
ing at the El Mirador Hotel, Palm 
Springs, Cal., from January 29 through 
February 1. 

Union Central’s $500,000 Club, which 
will hold its 27th annual meeting at the 
Manoir Richelieu, Quebec, Canada, June 
9-13, has 107 qualified agent members, 
the largest group in the club’s history. 


For Ohio State at Chicago 





HARRY COOPER 


Harry Cooper has been appointed gen- 
eral agent for Ohio State Life in Chicago 
with offices at 175 West Jackson Boule- 
vard. Mr. Cooper entered life insurance 
in 1953 as a personal producer and 
established a remarkable record with 
one of the largest life companies in 
the country. Serving as a division man- 
ager since 1955, he achieved excellent 
results in dealing with insurance brokers. 

With a thorough knowledge of life, 
accident and sickness, and hospital insur- 
ance—for personal, business and Group 
coverages—Mr. Cooper is highly quali- 
fied to develop brokerage business and 
expects to specialize in this field. 





KRAUEL AGENCY MOVES 
The A. C. Krauel Agency of Pacific 
Mutual Life moved into new and larger 
quarters in the Pacific Mutual Building, 
523 West Sixth Street, Los Angeles. 


built to 








LFP" 
aaa 


*Liberal Flexible Protection 


If you’re not increasing your income as fast 
as you'd like, look into Eastern’s famous 
“LFP”. It offers one of the most exciting 
sales opportunities in the insurance field 
today. 


By “liberal” and “flexible” we mean: A plan 
of life insurance with the necessary riders to 
meet virtually any problem your prospect 
may have. All applications are considered on 
the basis of up-to-the-minute experience with 
the latest advances in medical science, hy- 
giene and health. 


Eastern offers, for example, disability month- 
ly income of $10 per $1000 of insurance up 
to $150 per month . . . non-medical to $5000 
for employed to age 40 . . . double and triple 
protection riders plus family income rider 
on a permanent plan at little extra cost... 
mortgage redemption reducing terms, 20 and 
25 years, providing family income, too. And 
every claim is paid the same day that proofs 
are received. 


Fast service is a habit with this “personal- 
service” company . . . On special cases, you 
get help immediately from a key home office 
executive—by phone if necessary. 


Let us give you more details on Eastern and 
“LFP”. Call Murray April, Director of 
Agencies, at the Home Office, 386 Fourth 
Avenue, New York 16, N. Y. 









boost | your income fast 
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INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 
LOUIS LIPSKY, President—MURRAY APRIL, Director of Agencies 


A Company With Liberal Ideals 


Guardian Life Had 8.3% 
New Business Increase 


CHAIRMAN McLAIN’S REPORT 





Total Insurance in Force Is Now $1,358,- 
581,000; New A. & H. Premiums 
Increase 8.3% 





Record highs in payments to policy- 
holders and beneficiaries and in the 
company’s new life and accident and 
health sales during 1956 were highlights 
of a report, officially released by James 
A McLain, chairman of the board of 
Guardian Life of America. 

Policyholders and beneficiaries received 
$30,027,000 during 1956, including divi- 
dends and payments from proceeds left 
with the company in previous years, an 
increase of 11% over 1955. 

New life insurance sales totaled $172,- 
063,000, an increé ase of 8.3% over 1955. 
The company’s total insurance in force 
is now $1,358,581,000. New A. & H. pre- 
miums for 1956 were $863,000, also an 
8.3% increase over 1955. Total A. & H. 
premiums in force at the end of 1956, 
Guardian’s fourth year in the A. & H. 
field, amounted to $1,949,000. 

Investment income for the year was 
$15,996,000, up $1,483,000 over 1955. The 
net return on the company’s invested 
assets was 3.76%, as compared to 3.67% 
in 1955. Operating expenses for 1956 
were $12,381,000, including provision for 
Federal and state taxes of over $1,800,000. 

Net earnings for the year totaled $8,- 
466,000, of which $6,850,000 has ie set 
aside for dividends to life and A. & H. 
policyholders, an increase of 10.5% over 
1955. In addition, $1,518,000 was added 
to policyholders’ unassigned surplus, 
raising the surplus to $29,431,000 on De- 
cember 31, 1956, or 7.5% of the company’s 
liabilities. 


Joins Security Mutual 





WILLIAM D. BERG 


Security Mutual Life, Binghamton, 
N. Y., has appointed William D. Berg 
as research actuary. He was formerly 
associated with Mutual Life of New 
York as senior technical assistant in the 
actuarial department. He was also an 
instructor for University of Iowa from 
1941 to 1944. Mr. Berg received his B.A 
degree from Hanover College in illinois 
and his Ph.D. at University of Iowa. He 
is a Fellow of the Society of Actuaries. 


HEADS PRUDENTIAL DISTRICT 

George K. Hoefling has been appointed 
head of The Prudential’s Hazleton, Pa. 
district. He assumes the post after hold- 
ing sales and management positions with 
Prudential since 1941. Originally an 
agent he was advanced to staff manager 
in 1944 and to agencies service repre- 
sentative in 1953. 
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DONALD E. LYNCH 

Herbert J ee assistant advertis- 
ing manager for the Travelers, and Don- 
ald E. Lynch, director of public rela- 
tions for Mutual Benefit Life, Newark, 
have been named directors of two im- 
portant Life Advertisers Association 
projects scheduled for early 1957 ac- 
cording to an announcement by the 
Association’s Educational Committee. 

A three-day Public Relations Seminar 
under the direction of Mr. Lynch will 
be held at the Princeton Inn, Princeton, 


N. J., from April 28 to May 2. Mr. 
Kramer heads the Sales Promotion 
Workshop scheduled for the week of 
June 10 at the Marott Hotel, Indian- 
apolis. 


These two Seminar-Workshops are a 
significant part of the service extended 





Northwestern History 


(Continued from Page 8) 


Northwestern policyholders 
to the terrific growth in the south, 
southwest and the west. Transportation 
investments, which at the turn of the 
century were represented solely by rail- 
road bonds, now consist of ocean-going 
tankers, ore carriers on the Great Lakes, 
barges and tugboats on the Columbia, 
Mississippi and Ohio rivers, and airplanes 
traveling internationally. 

The total cumulative investments made 
by the company’s bond and mortgage 
loan departments during its lifetime ap- 
proximate $9 billion. 

The company has a million policy- 
holders who own more than $8 billion 
of insurance. 


butions of 


A Financial Summary 

To sum up. In its 100 years North- 
western has made payments to and 
amounts held for policyholders and bene- 
ficiaries which exceed amounts received 
by $1.430 billion. Total payments to liv- 
ing policyholders have been $3.053 bil- 
lion; to beneficiaries, $2.653 billion. Assets 
on December 31, 1956, were $3.6 billion. 
Dividends have averaged 23% of pre- 
miums. Thus, total premiums during 
the century were $6,850 billion and total 
dividends, $1.560 billion. 

With exception of the early days of 
the company the brochure does not com- 
ment on the company’s executive per- 
sonalities by name. It does not contain 
the biographies of any of its presidents, 
for instance, who have included a num- 
ber of great insurance figures, especially 
Michael J. Cleary, predecessor of Ed- 
mund Fitzgerald, the current chief ex- 
ecutive. Mr. Cleary went to the North- 
western after being Insurance Commis- 
sioner of Wisconsin. Mr. Fitzgerald had 
been in the Milwaukee bank field, and 
for some years has been one of the most 
influential figures in life insurance. He 
has been chairmen of the Institute of 
Life Insurance and president of Life 
Insurance Association of America. 
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ance Agency Management Association, 
where he organized and headed the pub- 
lic relations department for seven years. 
An overseas Navy veteran and a member 
of the Public Relations Society of Amer- 
ica, he is a frequent lecturer at colleges 
and universities. 

Herbert J. Kramer, assistant manager 
in the advertising department for The 
Travelers, will direct the five-day Sales 
Promotion Workshop. Before joining 
Travelers in 1951, Mr. Kramer was an 
account executive for a Hartford adver- 
tising agency. He has served as an in- 
structor at University of California and 
Harvard University. He _ holds 
M.A., and Ph.D. degrees from Harvard 
and an LL.B. degree from University of 
Connecticut. 

Richard A. Chatfield, editor of publi- 
cations for Continental Assurance, will 
serve as assistant director of the Sales 
Promotion Workshop. 

Other members of the LAA Educa- 


HERBERT J. KRAMER 


to the advertising, sales promotion, pub- 
lication and public relations staff mem- 
bers of over 200 LAA-member compa- 
nies and reflect the preferences indi- 
cated by many of the members who 
attended the Association’s annual meet- 
ing last September in New Orleans. 
Mr. Lynch, who will be in charge of 
the three-day Public Relations Seminar, 
has been director of public relations for 
Mutual Benefit Life since 1953. After 
graduating from Marquette University, tional Committee are: Richard N. Boul- 
he spent many years in newspaper ton, CLU, manager sales promotion, 
work, serving at various times as a Phoenix Mutual; W. D’Arcy Dolan, su- 
news editor, feature writer, political re- pervisor sales promotion, Imperial Life; 
porter and Washington correspondent Charles H. Elliott, director of sales pro- 
covering both the Senate and the White motion and advertising, Midland Mutual 
House. In 1946 he joined the Life Insur- Life; Donald L. Hopkins, assistant ad- 


FOR A BRIGHTER TOMORROW ... 
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rapidly expanding Ag gency 
We offer a definite 
, advancement in a fast 
ae progressive company, plus . .- 
A new and modern contract; 
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vertising manager, State Mutual Life; 
Henry Lloyd, editor, Equitable Life 
Assurance Society; Miss Irene F. Mor- 
gan, assistant to the director of agents’ 
training, National Life; Warren F. 
Reuber, advertising assistant and vice 
chairman of the committee, Connecticut 
Mutual; and Powell Stamper, assistant 
vice president, National Life and Acci- 
dent. 


Connecticut General Life 


Management Appointments 

Connecticut General Life has an- 
nounced two management appointments 
in the company’s field organization. 

William J. Booher has been appointed 
assistant manager of the Boston branch 
office, and E. Paul Hoop, Jr., will be 
assistant manager of the Pittsburgh 
branch office. 


Northwestern Mutual Figures 


(Continued from Page 8) 


$21 million as a security valuation re- 
serve and $18 million as a reserve for 
unmatured options. The contingency re- 
serve (surplus), not included in liabilities, 
was increased to $23114 million. 


Investments, Earnings Rates 


The company’s net rate earned on all 
investments, before Federal and Cana- 
dian taxes, was 3.7?%—the highest rate 
earned since 1937. After provision for 
these taxes, it was 3.48%. 

At the end of 1956, assets included 
mortgage loan investments of $1.2 bil- 
lion. Investments in stocks and bonds 
were $2.2 billion. 

In 1956, Northwestern Mutual acquired 
a total of $442 million in mortgages, real 
estate and securities, at an average 
yield of 4.65%, compared to 4.39% in 
1955. Bonds constituted over 96% of 
the $205 million in stocks and bonds 
purchased. 

Commenting on the 1956 mortgage loan 
investment figure, President Fitzgerald 
stated: “As a result of planned growth, 
mortgage loans were 31.3% of our assets 
at the end of 1956, as compared with 
7.8% 10 years ago.” 

New business and institutional loans 
were $83.5 million in 1956. The farm 
loan account had its highest percentage 
increase of recent years. Investments in 
new conventional residential loans to- 
taled $87.6 million. 

“The demand for investment funds— 
by individuals for housing, by govern- 
ments for schools, highways, etc., and 
by businesses for a great range of im- 
portant uses—was at a_very high level 
throughout 1956,” Mr. Fitzgerald stated. 

“Total benefits paid in 1956 reflect the 
fact that our 1956 mortality rate, as 
previously announced, was at an all-time 
low in our 99-year history,” Mr. Fitz- 
gerald reported. “Benefits paid were 
$95.2 million in 1956, compared to $97.8 
million in 1955.” 

The president expressed satisfaction 
with Northwestern Mutual’s experience 
in two new spheres of company opera- 
tion entered during 1956 “classified” in- 
surance and insurance for children under 
4% years of age. These new areas each 
accounted for 5.8% of the total number 
of new policies issued during 1956. 
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Berkshire Life Had 
Record New Business 


REPORTED OVER $55 MILLION 





President Furey Tells Year’s Gains With 
$521 Million Insurance 
in Force 





A year of record achievements was 
presented to policyowners of Berkshire 
Life in the report by President W. 
Rankin Furey at the company’s 105th 
annual meeting in Pittsfield. A record 
$55,278,917 of new insurance sales during 
1956 was reported which brought the 
company’s total insurance in force to an 
all-time high of $521,072,253. 

Discussing the benefit side of the life 
insurance dollar, Berkshire Life’s annual 
report stated that 61% of the total $9,- 
958,203 in benefits paid by the company 


in 1956 went to living policyowners. 
Widows, children, business firms and 
other beneficiaries received $3,847,248 


and $4,613,789 was paid to living policy- 
owners and annuitants. In addition, the 
company reduced the cost of insurance 
to its policyowners by distributing $1,- 
497,166 in dividends last year, based on 
the improved May 1, 1956, dividend scale. 
The amount apportioned for dividend 
payments during 1957 has been increased 
to $1,662,174, highest in Berkshire’s his- 
tory. 
New Gauge of Needs 

During 1956, Berkshire Life introduced 
to the field a new service designed to 
help people accurately gauge the amounts 
of insurance required to meet basic 
needs. Built around a measuring device 
called “Money When It’s Needed,” ap- 
plication of the service to family and 
business requirements resulted in the 
sale of a record $55,278,917 of new in- 
surance. 

During 1956, Berkshire Life pioneered 
also with a new concept designed to 
make available larger amounts of insur- 
ance at lower premium rates. The new 
concept was, to a great degree, respon- 
sible for an increase last year in size 
of the average life policy sold by Berk- 
shire from $7,600 in 1955 to $8,800. 

An increase of $8,329,945 in assets 
over the preceding year brought total 
company assets to a record high of 
$171,990,670. The company increased its 
earnings to a net rate of 3.47% as com- 
pared to 3.26% earned in 1955. Income 
from investments last year amounted 
to $6,492,500 and premium income rose 
to $15,949,500. 


Pinger, Wetherbee Join 
Mutual Life of New York 


Edward B. Pinger, CLU, and M. Rich- 
ard Wetherbee joined Mutual of New 
York’s sales department at the home 
office for special managerial training, it 


was announced by Stanton G. Hale, vice 
president for sales, 
Mr. Pinger’s business career since 


1949 has been in California and for the 
past three years he has been agency 
supervisor in Oakland for the Washing- 
ton National Life. He is a graduate of 
the University of California and Hast- 
ings College of Law. He was secretary 
and manager of the San Francisco Real 
Estate Board from 1949 to 1951, then 
served as assistant to the president of 
Overseas National Airways. In mid- 
1952 he entered the personal insurance 
field starting as an agent, advancing 
to sales planner with one of the coun- 
try’s leading brokerage firms, and then 
joining Washington National as agency 
supervisor. 

Mr. Wetherbee has been in the per- 
sonal insurance field since 1950 and for 
the past two years has been district 
manager in Dayton, Ohio, for Mutual 
Benefit Life. Before that he had been 
assistant director of the Life Insurance 
Marketing Institute at Purdue Univer- 
sity. He is a graduate of Ohio State 
University. 








Acacia In Force Now 

Over Billion and Half 
NEW PAID FOR $162,350,000 IN 1956 
Second Biggest Year in Its History; 


Assets at New High Mark 
at $342 Million 








Figures just released show that 1956 
was another year of outstanding pro- 
gress for Acacia Mutual. Highlighting 
the year’s results is the company’s busi- 
ness in force figure of $1,505,000,000. 
Acacia thus becomes the 30th United 
States company with a billion and a half 
of Ordinary life insurance in force. New 
paid for business amounted to more than 
$162,350,000—all of which was Ordinary 
business produced exclusively by Acacia 
agents. The company reports that 1956 
was the second best production year in 
its 88-year history. Another all-time 
high was established as the average per 
man production of Acacia’s field force 
rose to $375,000. Acacia’s assets also hit 
a new high of $342 million. 

In a message to the members of 
Acacia’s field organization congratulat- 
ing and thanking them for the year’s 
results, Howard W. Kacy, Acacia’s presi- 
dent, predicted that the company will 
have $2 billion of Ordinary life insurance 
in force by 1961. 

Company-wide celebration of the at- 
tainment of the billion and a half mile- 
stone will take place at regional meetings 
which will soon be held in Miami Beach 
and Phoenix. 


Agency of the Year Named 
By Republic National Life 


“Agency of the Year” honors were 
awarded to the Shreveport, Louisiana, 
branch office of Republic National Life 
at a recent dinner in the Captain Shreve 
Hotel in Shreveport. 

L. Roy Smith, branch office manager, 
won a 1957 Oldsmobile as leader in paid- 
for life insurance production for the 
past year. The Shreveport branch office 
paid for $3,373,781 of life insurance and 
produced $17,990 of accident and health 
insurance premium income. 

A 1957 Ford has been presented to 
Robert Beckenbaugh, branch manager in 
Rockford, Ill, for leading in life insur- 
ance production in another volume cate- 
gory. Cash prizes of $500 went to Larry 
R. Cardwell, Phoenix, Arizona manager, 
and to Ray Hynds, manager in Corpus 
Christi, Texas. 


NEW ORDINARY AGENCY 

Life Insurance Company of Virginia 
has opened a new Ordinary agency in 
Knoxville, Tennessee. Ben G. Crosland 
has been appointed manager. 

Mr. Crosland began his insurance 
career in 1935. He was associated with 
The Prudential, both as representative 
and as manager, for 19 years. 





New schedules. 





GROUP SPECIAL 
10 to 24 hves 


New and important liberalizations. 


Call our local office or write 
Connecticut General Life Insurance 
Company, Hartford. 


(minimum 16 lives in Florida) 


Connecticut General 











Horace W. Brower 35 Years 
With Occidental of Cal. 


Horace W. president of Oc- 
cidental Life of California for the past 
35th 
Presi- 


srower, 


recently observed his 


with the 


six years, 
anniversary 
dent 
Occidental began in 1922 when he joined 
the former Bank of Italy, predecessor 
Bank of America. In 1933 he 

management of Occidental’s 
Mr. Brower 


company. 
Brower’s first connection with the 


to the 
assumed 
mortgage loan department. 
a member of the executive fam- 
1935 

secretary. He 
vice president of the company in 
president in 


became 
ily in with his election as an 
elected a 
1943 
and executive 1946. 
named to the board of direc- 
year and elevated 
to the presidency in 1951, 

Widely throughout the insur- 
industry for his 
affairs and 
also holds a 


assistant was 
vice 
He was 
tors the following 
known 
ance participation in 

organizations, 
number 
the Los 


insurance 
President Brower 


of important civic positions in 


Angeles area. 














EMPIRE'S 


Innovation in Life Insurance—Reduced Premium Because 
of Policy Size 





Reductions per thousand applicable to our published rates regardless of age. 








PRWL & All Other Plans 

Selective Except Term 

Protector & Term Riders 
Below $5,000 | —o— —0— 
$5,000 to $9,999 | —o0— $1.00 
$10,000 to $14,999 | $1.50 $1.50 
$15,00 and over $1.75 $1.75 








MORGAN O. DOOLITTLE, 
President 





We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 











NORTH AMER. LIFE’S BEST YEAR 





Sales Jumped 16%; In Force Reached 
$259 Million; Total Income for 1956 
Largest in History 
North Life of 
achieved outstanding performance in all 
1956, as the following 
excerpts from President Charles G. Ash- 
brook’s report to stockholders indicate: 


American Chicago 


departments in 


“The past year was the company’s 


eighth consecutive ‘best year’ in sales 
of new life insurance. New ‘business rose 
to $61,238,346, exceeding by 16% the 1955 
all-time thigh. The average size policy 
in 1956 was $5,914, 

“Life insurance in force reached $259,- 
086,360, an $35,921,153, the 


yearly company’s 


another high. 


increase of 
largest gain in the 
history. 

“The mortality rate was 37.9%, the 
16th consecutive year that the company’ s 
loss ratio has been 40% or less of the 
so-called ‘expected.’ 

“Total income for 1956 was our largest 
to date, $8,740,823, an increase of $623,311 
over that of 1955. 

“Assets now total $42,040,371, an in- 
crease of $2,480,010 for the year. The 
ratio of assets to liabilities is 108.95% 

“Payments to policyholders and cons 


ficiaries in 1956 totaled $2,987,725 of 
which 3444% was death benefits and 
654% went to living policyholders 
3enefit payments since organization 


total $49,158,478 

“Net earnings for 1956 were $456,582 
Capital and surplus was up to $3,453,111 
at the year-end, an increase of $331,582 
over the previous year. This is the 
largest net increase in the company’: 
history.” 

A dividend of 10%, or 20 cents per 
share, was declared on the company’s 
currently outstanding 750,000 shares of 
capital stock. This will be paid semi 
annually on February 25 to stockholders 
of record as of February 14 and on 
August 26 to. stockhok lers of record 
August 15. It represents an increased 
total dividend payment to stockholders 
of 50% over 1954 and 25% over 1955 

North American Life will hold a 
Golden Anniversary Jubilee for its agen- 
cy force and home office staff at the 
Edgewater Beach Hotel in September, 
1957. 
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Washington Pending Legislation 
Discussed By John J. Magovern, Jr. 


Boca Raton—There will always be con- 
flicts in attitudes and philosophies be- 
tween government and the life insurance 
business, in the of John J. 
Magovern, Jr., vice president and coun- 
sel, speaking before the general agents. 

“Life insurance is so much a part of 
America, so closely tied to the social 
well-being of our people and so closely 
related, both through indemnification and 
investment, to the business life of our 
country, that the interests and concerns 
of government are certain in many in- 
stances to be those of the life industry 
and vice versa,” Mr. Magovern said. 

That there will be conflicts in attitudes 
and philosophies between government 
and our industry is almost axiomatic. 
However, these conflicts do not neces- 
sarily mean conflicts of result. Catalytic 
agents which are essential to favorable 
results are mutual understanding and re- 
spect. In the case of Congress and the 
life insurance industry, I believe they 
exist. Their successful creation reflects 
in large measure the competency of the 
staffs of American Life Convention and 
Life Insurance Association of America, 
both of which are active legislative repre- 
sentatives of the industry in Washing- 
ton.’ 

Mr. Magovern, chairman of the joint 
LIAA-ALC Committee which has been 
dealing with several tax legislative mat- 
ters in Washington, told the general 
agents that some of the legislative de- 
velopments in Washington may affect 
their business. He referred briefly to 
three matters of immediate interest. The 
proposals are: the restoration of the 
premium payment test; the disallowance 
as a deduction of interest paid on certain 
loans to pay premiums (“bank loans”); 
the so-called Jenkins-Keough bills which 
would permit the use of individual re- 
tirement plans by certain individuals not 
now covered by the Social Security laws. 


opinion 


As for the Jenkins-Keough bills, Mr. 
Magovern expressed the opinion that 
they would not pass at the present time. 
He also said it was his opinion that the 
Treasury’s proposals are made to the 
Ways and Means Committee on the 
restoration of the premium payment test 
and the deduction of interest on loans 
to pay premiums would not be adopted. 
There is indicated at the present time 
the possibility that a compromise may 
be advocated in both areas. 

With regard to the proposal to dis- 
allow a deduction for interest on loans 
to pay certain premiums, Mr. Magovern 
explained that this hits at what is com- 
monly referred to as “bank loan” busi- 
ness. 

“I am not here to take sides or speak 
on the attributes or deficiencies of so- 
called ‘bank loan’ business,” the speaker 
said. “However, I have been and still am 
opposed to the use of the power of 
taxation per se to correct or regulate 
the operations of a business. 

“We have seen too many instances 
where the power to tax has not been 
used for revenue but as a use of police 
power for business or social reform. | 
consider that to be unsound. Hence, 
when considering the subject of ‘bank 
loan’ business we should not let any 
belief which we may have as to its super- 
vision or control beguile us into inappro- 
priate tax legislation.” 

Another difficulty which must be over- 
come before the problem can be ade- 
quately attacked, the speaker continued, 
is the misconception that a life insurance 
policy is similar to a tax exempt security. 

“This statement is inaccurate,” he de- 
clared. “To check this inaccuracy all 
one need do is look at the sections of 
the Code which provide for the taxation 
of annuities or the proceeds of life in- 
surance which mature or are realized 
on other than by the death of the 
insured.” 








Solomon Huber’s Philosophy 
On Picking New Supervisor 


Boca Raton—A general agent must 
decide in advance what he expects of 
an agency supervisor and make it very 


clear to him, Solomon Huber, CLU, 
general agent in New York for Mutual 
Benefit Life, told the General Agents 


Association. Mr. Huber spoke on a panel 
on the subject, “Building With Super- 
visors.” 

“The supervisor may be valuable be- 
cause he can do what we can do if we 
were around to do it, or he may be 
invaluable because he can do things we 
cannot do,” Mr. Huber said. “Either 
Way we cannot and must not keep the 
job requirements as a deep dark secret 
from him. Once you’ve told him, give 
him free rein and a chance to make his 
own mistakes. There is no better way 
to learn than by doing. Also tell him 
that you reserve the right to criticize 
after the fact. It will make you feel 
good and your supervisor will not feel 
bad.” 

Today’s general agent is a business 
proprietor who operates many depart- 
ments in his firm, the speaker explained. 
The general agent is sales manager, sales 
promotion man, advertising and public 
relations director, personnel and recruit- 
ing officer and education and training 


director. 
“The list is endless,” Mr. Huber de- 
clared. “Since the general agent is prac- 


tically a company within an agency, and 
neither adequately prepared nor equipped 
to operate all the departments of his 
fey a he turns to supervisors for aid 

nd invariably selects assistants who are 
even less capable than he. But this has 


its compensations. He now has someone 
to blame and can always explain away 
his shortcomings. I know, I am talking 
of myself. 

“Are we looking for a supervisor who 
is static, mediocre, MDRT producer, 
inside man-outside joint closer, not fit 
to be a G.A. but who can do all his 
jobs? Let’s settle for less, shoot for 
more... maybe we need not only a 
man we can develop but a man who will 
help develop us.” 


West Coast Life Reports 
Record Ordinary Sales 


Record gains were achieved by West 
Coast Life in 1956 according to the 5lst 
annual report presented at the yearly 
meeting of stockholders by Harry J. 
Stewart, president of the San Fran- 
cisco company, 

New Ordinary life insurance sales and 
net _— of such insurance in force were 
reported to have exceeded those of any 
previous year, with marked improvement 
in policy size, premium per policy, and 
persistency of policies. 

These results were attributed in part 
to two progressive developments adopt- 
ed by the company during the year. 
The first was a new pre-authorized 
bank check plan for payment of pre- 
miums monthly, already accepted by over 
70 western banks having more than 1,600 
banking offices. The second was new 
premium rates grading premiums by size 
of policy for all plans of insurance, in 
accord with the quantity discount prin- 
ciple long used in other lines of busi- 
ness. 

Life insurance in force increased to 
$564,830,703 at the year-end compared 
with $511,648,577 at the end of 1955, New 


W.F. Ward Tells Aviation Experience 


Boca Raton—Death claims in Mutual 
3enefit Life from aviation nearly equaled 
those due to automobile accidents, it 
was reported by William F. Ward, vice 
president, before the general agents. 

“The importance of the aviation haz- 
ard,” said Mr. Ward, “is pointed up by 
our 1956 experience. Aviation claims 
nearly equaled those due to automobiles, 
about $500,000 as compared with $600,000. 
Over 50% were in cases in which we 
had no idea at the time of underwriting 
the case that the applicant would become 
a pilot of a private plane. Only a small 
percentage of these losses, about one- 
third, were due to commercial aviation. 
Although these figures are inflated by 
one large chain, the amounts are still 
impressive even without that case. 

Commenting on the underwriting prac- 
tices with regard to pilots of private 
planes, Mr. Ward said that the company 
accepts under certain conditions appli- 
cations for insurance on those individuals 
who have completed pilot training. The 
piloting of planes is still limited to a 
fairly small proportion of our popula- 
tion, Mr. Ward added. 

“The hazard is very real, even under 
the best circumstances, although the 
care exercised in our selection has suc- 
ceeded in keeping the scope of that haz- 
ard small enough to absorb in our stand- 
ard or regular rates. In my opinion, we 
have now extended our conscious accept- 
ances of this risk as far as can be 
justified under current conditions, but it 
seems obvious that the continuation of 
the present trend toward favorable ex- 
perience will lead to even broader cov- 
erages in years to come.” 

The company’s underwriting executive 


Record Traffic Toll Shown 
In °56 Life Policy Claims 


Motor vehicle fatalities in 1956 re- 
sulted in a record 45,000 life insurance 
death claims, representing aggregate 
death benefits of $97,000,000 the Institute 
of Life Insurance says. 





This was 3,000 more claims and 
$7,000,000 more in benefits than was 
paid in 1955. 

“These figures reflect the growing 


carnage on the highways,” the Institute 
said. “The world would be horrified if 
it were to be reported that every man, 
woman and child in Council Bluffs, Iowa, 
died in a catastrophe—and the year’s 
traffic toll is the equivalent. In the years 
since World War II, the number of 
traffic deaths has run up to an aggregate 
greater than the number of battle deaths 
among U.S, armed forces during the 
entire war.” 


Promote J. V. Carino 

Joseph V. Carino has been promoted 
by The Prudential to manager of its 
Riverside district in New York City 
where he succeeds Salvatore Barbera. 

Mr. Barbera assumes charge of the 
West Farms district in the same city 
to fill the vacancy caused by the con- 
tinuing illness of Philip Schwartz. 

Mr. Carino joined Prudential as an 
agent in 1946. He was promoted to staff 
manager in 1951 and to training con- 
sultant in 1956. 

Mr. Barbera had managed the River- 
side district since 1953. He joined the 
company in 1938, was made staff man- 
ager in 1949 and manager in 1953. 





sales of $53,492,668 for 1956 compared 
with $52,268,893 for the previous year, 
the latter including $15,704,000 participa 
tion in Group insurance on Federal 
employes, which was non-recurring in 
1956. 


explained, however, that in the field of 
aviation pilots are being covered in 
many cases at the regular standard pre- 
mium. The industry has a responsibility 
to cover special hazards of this type as 
they become common to a large portion 
of applicants. Passenger travel on regu- 
lar scheduled air lines, no matter how 
frequent, has for some time been recog- 
nized as a normal risk, the speaker said, 

Accident death rates other than those 
connected with automobiles have con- 
tinued to decrease in our country in 
general; however, the speaker said, auto- 
mobile deaths reached an all-time high 
of 41,000 in this country in 1956. 

Looking at mortality trends in gen- 
eral, Mr. Ward observed that improved 
living standards are resulting in a more 
uniform death rate for the different 
economic levels of our population. Fur- 
thermore, the attention given to indus- 
trial safety has resulted in new low 
industrial accident rates. 

The Mutual Benefit in 1956 declined 
only about 3% of all of the applications 
for life insurance submitted during the 
year. Most of these declinations were 
based on physical impairments of such 
severity that the company did not regard 
them as insurable. The mortality rate 
of a company, Mr. Ward pointed out, 
determines an important source of funds 
for dividends to policyholders. The 
favorable experience in 1956 resulted in 
earnings for the year of $19,863,000, 
which was $700,000 more than 1955. Con- 
sidering the increase in insurance in 
force in the company, this represents 
approximately the same level of mortal- 
ity as the exceptionally good year of 
1955. 





EDUCATORS WRITES 1ST POLICY 


Mrs. Olive M. Donegan, President, Ex- 
ecutive V.P., Joseph Schwartz; 2,000 
School Teachers Are Stockholders 
Educators Insurance Company of 

America has announced the issuance of 

its first policy. The holder, Mrs. Ella 


Froby, a Los Angeles school teacher, 
has the distinction of also being the 
first stock subscriber in the company. 
This policy marks the beginning of 
activity by Educators in the insurance 
field. 


Educators Insurance is unique as it 
has been created by people engaged in 
the field of education, and is owned by 
over 2,000 school teacher stockholders. 
Its slogan, “Exclusively yours,” was 
adopted to indicate that only educators 
and their families are eligible to pur- 
chase its policies. 

Another distinction is the fact that it 
has a woman president, Mrs. Olive M. 
Donegan. Other officers and members 
of the board of directors are affiliated 
with the educational field. 

The Los Angeles home office was es- 
tablished last September by Joseph 
Schwartz, executive vice president, who 
is a life member of MDRT. Before join- 
ing Educators, he was a vice president 
of Beneficial Standard Life and president 
of Union Casualty & Life of Mount 
Vernon, N. 

On October 1, 1956, the company re- 
ceived its certificate of authority and 
soon after Paul Herbert resigned as 
comptroller of Mount Vernon Life of 
New York to accept the same post with 
the Educators. 

The company is now ready with a 
full line of individual life and A. & S. 
policies, to be sold through the agency 
system. It plans to enter the Group 
field in the near future. Educators is 
licensed only in California at present 
but expansion into other states is already 
underway. 
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UNDERWRITER 














Left to right: Thomas C. Walsh, Jr., treasurer of Boston General Agents and 
Managers Assn.; Harold J. O’Toole, Union Mutual Life “Man of the Year”; James 
M. Voss, General Agent Union Mutual and’President of General Agents and Man- 
agers Assn.; William J. Bird, Managing Director Boston Chamber of Commerce, 
guest speaker; Henry M. Faser, General: Agent Penn Mutual, chairman of dinner 


committee. 


The General Agents and Life Man- 
agers Association of Boston held a testi- 
monial dinner in honor of the “Man of 
the Year 1956” in each of the life agen- 
cies in Boston, at the Dorothy Quincy 
Suite (John Hancock Bldg.), February 27. 

Sixty agency leaders who were pres- 
ent with their wives, were presented 
with a framed scroll by James M. Voss, 
general agent, Union Mutual Life, pres- 
ident of the Association. 

William J. Bird, managing director 
of Boston Chamber of Commerce, was 
the guest speaker, who, in his address, 
admonished the leaders that “along with 
leadership goes responsibilities.” Henry 
M. Faser, Jr., general agent of the Penn 
Mutual Life, was chairman of the din- 
ner committee. Following are the lead- 
ers to whom scrolls were presented: 


“Men of the Year” 1956 


Camillo J. Aniello, Metropolitan; Irving Back- 
man, Mutual of New York; Alfred L. Brown, 
Metropolitan; Harry S. Brown, Phoenix Mu- 
tual; William H. Buckley, John Hancock; Tames 
Cantor, Fidelity Mutual; Winthrop A. Clarke, 
CLU, Acacia Mutual; Luman G. Clogston, 
Conn. Mutual; Joseph L. Cohen, Metropolitan; 
Theodore L. Commoss, Jr., New England Life; 
Henry M. Corkin, Security Mutual; Robert J. 
Cusick, Metropolitan. 





Life of Georgia Reports 
Surplus Increase of 26% 


Life of Georgia showed significant 
gains in financial strength during 1956, 
the annual review shows. Surplus was 
increased by 26% to $9,725,605 and 
assets gained 12% to $140,251,075. Rate 
of earnings from investments was 3.44%. 

Life insurance in force topped a billion 
and a third at $1,353,950,781, a gain of 
$111,430,826. This was distributed in: 
Weekly Premium—$975,837,523; Ordinary 
$340,044,.671: Group—$38,068,587. There 
were 3,899,572 policies in force. 

Payments to policyholders and bene- 
ficiaries were $14,211,624, of which $4.072,- 

8 was for accident and health bene- 
fits. Premium income was $50,583,860, 
and $8,572,841 of this was from accident 
and health business. 


PRUDENTIAL NAMES H. O. SHOR 

Henry O. Shor has been named head 
of The Prudential’s Chesapeake Ordinary 
agency in Baltimore. 

Mr. Shor assumes the Baltimore post 
after several years as brokerage manager 
In the company’s Miami, Fla. agency. 
He joined that organization in 1952 after 
heading his own general insurance busi- 
ness for a number of years. 






John C. Daly, Metropolitan; William H. 
DeLong, Fidelity Mutual; John J. Frucci, John 
Hancock; Pierce Fuller, Conn. General; An 
thony D. Gigante, Prudential; Harlan Gilman, 


Jr., Prov. Mutual; William Glovsky, Pruden- 
tial; Yale Goldman, Penn Mutual; Jerome L 
Guarino, Prudential. 

enry R. Hague, Washington Nat’l.; Philip 
Hamburg, CLU, State Mutual; Alex M. Ham- 
mer, Jr., Prov. Mutual; Gordon D. Handy, 


Prudential; Robert F. Healey, Mutual of N. Y.; 
Joel M. Huberman, Equitable Society; Arnold 
H. Jenks, Union Central; Robert J. Kaler, 
New England Life; David Katzeff, Metropolitan. 

Robert E. Lambert, CLU, Mass. Mutual; 
Wetherbee Lamson, CLU, Aetna Life; Tohn M. 
Leone, Metropolitan; Harry Lurraine, Metropol- 
itan; A. . Mahan, Jr., Prov. Life & Acc.; 
Finley R. Mahoney, John Hancock: Philip 
Margolin, Metropolitan; Leonard Mordecai, 
Northwestern Mutual; William F. McSweeney, 
Metropolitan. 

Harold J. O’Toole, Union Mutual; Jerry J. 
Palumbo, Metropolitan; Charles A. Powers, Tr., 
Travelers; Lee Pritzker, Phoenix Mutual; An- 
thony Ricciolli, Metropolitan; Howard J. Rich- 
ard, CLU, New York Life; Jack Rosenthal, 
Metropolitan; Leo O. Rougeau, Metropolitan; 
Morris Rutstein, Metropolitan. 

William C. Schubert, Conn. Mutual; Paul 
M. Shenkel, John Hancock; Hermel _ E. 

Storer, 


Sweeney, Metropolitan; Robert T. P. 
Jr., John Hancock; Morton Thaler, Metropoli- 
tan; Frank Tuttavilla, John Hancock; Michael 


T. Wallace, Home Life; Stanley L. Webb, Mu- 
tual Benefit; Ray A. Williams, Lincoln Nat'l; 
Irving Wool, New York Life. 


Bankers of Nebraska Has 
Over $100 Million Assets 


Bankers Life of Nebraska experienced 
its greatest year in 1956 with an excess 
of $70,000,000 of new business. In addi- 
tion assets passed $100,000,000 for the 
first time, and at the year’s end, the 
company’s total assets were $103,047,087, 
an increase of over $7,500,000. 

Insurance in force rose to $473,534,924 
with an increase of $37,243,456 during 
the year. The interest rate earned on 
investments was up over 1955 to 3.44% 
after Federal taxes. 





MUTUAL BENEFIT 
ANNOUNCES GUARANTEED 
ISSUE ON 10 OR MORE LIVES 


Qualified Pension, Profit Sharing, and 
Qualified Thrift Plans and other employer- 
employee relationship plans. 


Unusual Advantages 

1. Standard not special issue. 

2. Guaranteed Underwriting 
than most companies. ; 

3. Net cost on basis of dividend projec- 
tions proves lower. 

4. Policy contract most liberal. 


limits better 
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Mutual Benefit Life Insurance Co. 





Pension Sales Manager 


For American United Life 





aes 
JAMES H. HUGHES 
American United Life announces the 


appointment of three men to the home 
office staff in Indianapolis. 

James H. Hughes, who 
named pension sales manager, has ten 
Group in- 


has been 
years of experience in the 
surance field. He is a graduate of the 
University of Pittsburgh, during 
World War II served with the merchant 
marine. He has been active in the 
Kiwanis Club, P.T.A., Group Su 
pervisors Association, 

John W. Ballenger goes to the com 
as a home 


and 


and 


pany from Springfield, Mass., 
with than five 
years experience. He Kent 
State University in Kent, Ohio, where 
he was graduated cum laude from the 


office underwriter more 


attended 


college of business administration. 

Dale Humphrey joins American United’s 
department as a_ field 
representative for Indiana. A graduate 
of Purdue, he managed his own farm 
near Bedford, Indiana, before and during 
his attendance at the university. 


mortgage loan 
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INVESTIGATE This Unusual G A Opportunity 


Top, vested commissions with lifetime service fees. Quick sales aids with 
prompt, effective home office cooperation. Complete kit of attractive non-par 
contracts sub-standard to 500%. Highly rated company (founded in 1890). 
Assets over 89 million—over $465 million insurance in force. 


Openings in Pennsylvania, Delaware, Maryland, Ohio, New Jersey, Virginia, 
Indiana, Illinois and District of Columbia. 


Write in confidence to: B. A. FRANK, Mgr. of General Agencies 
SUN LIFE INSURANCE COMPANY 
of AMERICA 


109 East Redwood St¢., Baltimore 2, Md. 

















EX. ; 

“Where 

‘the brokers 
always write!” 








At age 35... 
$10,000 mortgage protection 
(2 


0 years) 


cost only $59.40 a year 
(for 16 years) 
PLUS $85 monthly disability income 
for balance of mortgage term: Only 
$34.30 annually for 16 years. 
(optional) 


HOW MANY HOME OWNERS 


do you know? 








WHITE & 
WINSTON 


INC. 


342 Madison Avenue, New York 17; N.Y 
Phone: MUrray Hill 2-781] 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 








SECURITY MUTUAL MEETING 





General Agents Meet With Home Office 
Officials at Two-Day Session in 
Binghamton 
Security Mutual, Binghamton, N. Y., 
recently conducted a company-wide pro 
gram for its multiple line general agen- 
cy force. Company agencies at the two- 
day session were represented by 46 gen 
eral agents whose territories cover a vast 
portion of the United States. 

Purpose of the meeting was to bring 
together the field force and home office 
management, a new precedent to be an 
annual function hereafter. A meeting is 
scheduled for Bal Harbor, Florida in 
October in addition to the regular com 









pany sales convention where company 
and field representatives meet at some 
place other than the locale of the 


home office. 

Richard E. Pille, president of Security 
Mutual, gave the keynote address, stat 
ing the company’s short and long range 
objectives and how home office person 
nel working together with the field sales 
a team can accomplish the 
ambitious objectives outlined. Mr. Pille 
told of new company policies, product 
improvement programs and ial 


rorce as 


territorial 
expansion plans which will accomplish 
these objectives 


The second day’s session feature 
Norman T. Carson, agency vice presi- 
dent, who, with his associates, intro 


duced new sales material to the general 
agents. 

Security Mutual’s new small Group in 
surance program for business firms em 
ploying from 10-24 employes was an- 
nounced along with company’s 
entrance into the guaranteed 
hospital field. A general discussion 
also held on the expansion of the 

active pension trust prograt 


the 
renewable 
W as 

| 5 


ready n 


CANADA LIFE DIVIDEND 
Canada Life Assurance declared 


dividend of $1.15 quarterly, payable April 
1 to shareholders of record March 15. 
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NATIONAL MONETARY COMMIS- 
SION AND INSURANCE 
The proposal pending in Congress to 
create a National Monetary Commission 
the life 
business in ways that were pointed out 
Carrol M. Shanks, 
Prudential, in which 


is af importance to insurance 


in a statement by 


president of The 


he affirms at once that life insurance 
strongly favors the creation of a com- 
mission to study our national monetary 
and financial policy. But it is essential 
that our monetary system contain effec- 
tive safeguards against excessive infla- 
tion to which life insurance is funda- 


mentally sensitive 
The importance with which life insur- 
the threat 
current 


regard inflation 


ancc¢ 


is indicated by the launching of 


an entirely new institutional advertising 





campaign by the Institute of Life Insur- 


ance devoted to fighting the rising infla- 





tion trend which the experts agree is 
the chief cloud on the horizon of our 
expanding economy. 

Speaking as chairman of the Joint 


Committee on Economic Policy of ALC 
and LIAA, Mr. Shanks said: 


Life insurance has a direct interest in 
all phases of the monetary problem. As 
sellers of a basic financial product, our 
business derives an advantage from a 
free and expansive market. Because 
life insurance reserves constitute a prime 
source of investment funds, a broad field 
of sound and stable investment oppor- 
tunity is of great benefit to our policy- 


holders. On the other hand, as trustees 
for the modest savings of more than 
one hundred million Americans, we have 
a responsibility to support the integrity 
of the dollars entrusted to us for the 
purpose of providing life insurance pro- 
tection to dependents or to assure finan- 
cial independence for our policyholders 
con Mais ere As the nation’ 4 

in ieir Old age s the nations econ- 
omy becomes more expansive and more 


complex, it is increasingly sensitive to 
monetary and financial policies and mech- 
inisms. Therefore, the problem of main- 
id adequate but not excessive 
supply, wisely adjusted to pro- 
and soundly responsive to eco- 


j 


needs, becomes more complicated. 
As Mr. Shanks such a 


commission should be composed of com- 





te 





points out, 
petent persons especially fitted for the 
task with broad experience in the field 
of national monetary and credit policies, 


including private citizens to bring to 
the commission to broadest possible ex- 
To further emphasize the im- 


insurance 


perience. 


portance with which the life 


business regards a study of our financial 


system, during the past ten years life 


insurance has made research grants of 
more than a million dollars to non-profit 
and universities 


research organizations 


to finance basic economic research on 


the functioning of our financial system. 


SOME MARINE LOSS CAUSES 


Annual summary of marine “casualty 
returns” of Liverpool Underwriters As- 
sociation is always of interest to marine 


loss men as indicating trends. 
1956 there were 95 motor ves- 
500 


Liverpool as 


During 


sels and steamers of tons gross 


total 
losses and 7,912 partial losses through 


upward posted in 


marine casualties. The total losses were 


more in 1955 than last year. Strandings 


caused the most number of 1956 total 
losses—39; next came founderings and 
abandonments, then collision losses, and 


nine ships were destroyed by fires and 
The 
partial losses was damage to machinery, 


explosions. largest single cause of 


shafts and propellers. Weather damage 
casualties were 1,130. 


Frank L. Harrington, president of 
Massachusetts Protective Association 


and Paul Revere Life, has been ap- 
nointed to the executive committee of 
the Worcester (Mass.) Community 


Chest and Vice President and Secretary 
Joseph C. Molder has been elected a 
director of the Worcester Chamber of 
Commerce. 

* * x 


Caspar W. Haines, of the Haines & 
Dunn General Agency, New England 
Mutual Life at Philadelphia, will confer 
with Spanish and Italian insurance exec- 
utives in Europe this summer. He will 
discuss and study old-age pension and 
business life plans used by government 
and privately-owned corporations in Italy 
and Spain. 

* * 


Robert H. Goldsmith of Los Angeles 
led all agents of Connecticut Mutual Life 
in volume last year. George E. Deras, 
Omaha, led in number of cases. Frank 
H. Wenner, CLU, Utica, N. Y., was one 
of the leading agencies in conservation. 








R. I. NOWELL 


R. I. Nowell, who has been elected 
vice president and economist, Equitable 
Life Assurance Society, and Clarence B. 
Metzger, wiio is advanced to vice presi- 
dent, have long been with the Society. 
A graduate of Utah Agricultural College, 
Mr. Nowell was an economist of Federal 
Farm Board. In 1937 he was made man- 
ager of the society’s f mortgage 


farm 
department and was elected a second 


CLARENCE B. METZGER 


vice president in 1944 and vice president 
in 1951. Mr. Metzger, whose Equitable 
career began with Edward A. Woods 
agency, Pittsburgh, in 1924, later became 
agency manager in Buffalo. The society 
named him assistant treasurer in 1940. 
In 1944 he was placed in charge of agen- 
cy training and he became second vice 
president in 1949. He becomes head of 
the newly-formed department of agency 
and management training. 





Robert S. Reeves has been appointed 
executive vice president of Universal 
C.LT. Credit Corporation in the post of 
integrating both sales and operations. 
Formerly executive vice president (op- 
erational administration), he has been 
with the organization many years. Rob- 
ert S. is a brother of Clifford Batcheldor 
Reeves, vice president—public relations— 
Mutual Life of New York. 

* * * 


Hattie M. Matson, chief clerk of the 
Actuarial Bureau of the National Board 
of Fire Underwriters, is retiring after 
42 years’ service with the board. Miss 
Matson, one of the best known women 
executives in insurance, joined the Na- 
tional Board on December 1, 1914, as 
secretary to the manager of the bureau, 
the late Charles H. Lum. She was made 
chief clerk on July 1, 1940. A few days 
ago, Miss Matson was honored at a 
luncheon given by the National Board 
and was presented with a number of 
gifts. She was born in Newark, N. J., 
and was graduated from the Elliot Street 
School and Barringer High and later 
completed special courses at Merchants 
and Bankers Business Training School. 





* * * 


Thomas E, O’Brien, assistant secretary 
of the three fire companies of the Amer- 
ica Fore Insurance Group, celebrated 
his 25th anniversary March 1 and joined 
the Old Guard, comprising America 
Fore employes who have served 25 years 
or more with the Group. A native of 
Union City, N. J., Mr. O’Brien began 
his insurance career with Corroon & 
Reynolds, Inc., in New York City in 
1929. He joined America Fore in 1932 
as an examiner for the Continental in 
the home’ office in New York City and 
in 1933 was assigned to the Philadel- 
phia office as an automobile and inland 
marine special agent. In 1948 he trans- 
ferred to Hartford, as a special agent 
and in 1951 returned to the home office 
as agency superintendent for New Eng- 


land and Long Island territories. He 
was elected an assistant secretary in 
1953. From 1943 to 1946 Mr. O’Brien 


served in the Marine Corps with the 


Edmund Fitzgerald, president, North- 
western Mutual Life, was presented with 
the Milwaukee Cosmopolitan Club’s 25th 
annual award for distinguished service 
last week. He received the award at a 
dinner at the Plankinton Hotel where 
some 200 prominent persons heard Wil- 
lett S. Main, past president of the club, 
y that Mr. Fitzgerald was selected for 
the award for “public service beyond 
the call of duty.” Mr. Fitzgerald is presi- 
dent of the county’s United Hospitai 
Fund, has been president of Columbia 
Hospital for 12 years, has been a YWCA 
director for 18 years, is a trustee of 


Downer College and member of the Red 
Cross Chapter for nine years. Nationally 
he has been prominent in life insurance 
organizations. 





Fabian Bachrach 
THOMAS E. O’BRIEN 


First Marine Air Wing at Bougainville, 
Mindanoa, the Philippine Islands and 
China. 
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Hotel Manager Gordon Shoemaker 


The Cavalier Hotel at Virginia Beach, 
manager of which is Gordon M. Shoe- 
maker, has booked some insurance con- 
ventions as far ahead as June, 1959. 
Those to be held this year include Mu- 
tual Insurance Agents of Virginia-Dis- 
trict of Columbia; Metropolitan Life, 
Commonwealth Life, Equitable Society, 
Loyal Protective Life and Federal Life 
and Casualty. Booked for 1958 are con- 
ventions of Virginia Association of 
Insurance Agents, North Carolina Asso- 
ciation of Mutual Insurance Agents, 
Commonwealth Life, and North Ameri- 
can Accident. Booked for 1959 are 
Aetna Life and Equitable Life of Iowa. 

The Cavalier of Virginia Beach is one 
of the hotels of the Cavalier-Jefferson 
Corporation, the others in the organiza- 
tion being the Jefferson of Richmond, 
Va., Keswick Country Club of Char- 
lottesville, Va. and The Cavalier of Fort 
Lauderdale, Florida. The latter was 
added to the group last year. 

The Virginia Beach Cavalier was ac- 
quired by Sidney Banks, hotel man, and 
three partners shortly after World War 
II when Mr. Banks organized the pres- 
ent Cavalier-Jefferson Corporation and 
became the corporation’s president. Sev- 
eral years later the organization adopted 
a club type operation which offers 
patrons facilities of not only the Cava- 
lier (Club) Hotel but the adjacent golf 
course and the Cavalier Beach and 
Cabana Club on the Atlantic Ocean. 
ate included in this arrangement is the 
Cavalier Yacht and Country Club and 
the Cavalier Stables. 

ees Gordon M. Shoemaker of 
the Virginia Beach Cavalier was con- 
nected for many years with the Home- 
stead, Virginia Hot Springs, as execu- 
tive assistant manager. He _ resigned 
from that post in 1950 to take the man- 
agement of the Natural Bridge Hotel, 
Natural Bridge, Virginia. He left Natu- 
ral Bridge in the fall of 1955 to join the 
staff of Sidney Banks. Next, he opened 
the new Cavalier in Fort Lauderdale 
in January, 1956. In April, 1956, Mr. 
Shoemaker went to the Virginia Beach 
Cavalier as manager. 

Born in Broadway, Virginia, and son 
of a merchant, Mr. Shoemaker upon 
graduation from high school took a 
Position with his father. When he 
joined Homstead’s staff in 1931 it was 
niiber the direction of George Slosson, 
Jr. general manager. He worked his 
way through all departments to become 
executive assistant manager. 

Mr. Shoemaker is a graduate of Duns- 
more Business College, Staunton, Va., 
with a degree of Master of Accounts. 
He is a Mason, Shriner and Rotarian. 
Mrs. Shoemaker was Claudine Knighton 
of Covington, Va. Their two children 
are twins: Gordon, Jr., a student at 
Virginia Military Institute and Virginia 
‘arroll, a student in church music at 
Fy MacDonald College, Red Springs, 











Sir John A. Benn Plans Another 
Visit to the U. S. in May 

Sir John A. Benn of London, his 
friends in the U. S. have learned, is 
expected to make another visit to this 
country in May. This will rekindle many 
old associations here, including a large 
number in the insurance field. Sir John 
is chairman and managing director of 
United Kingdom Provident & Temper- 
ance Life Insurance Institution and is an 
important figure in the Benn trade publi- 
cations which cover many fields, espe- 
cially lumber and forestry. He attended 
Princeton for a year as a member of 
the class of 1926 and then returned to 
finish at Cambridge. His son, two or 
three years ago trod the same path and 
completed a year at Princeton. Sir John 
is cordially known to Institute of Life 
Insurance in the 5 

When the matter of the “Temperance” 
in the title of K. Provident is men- 
tioned Sir John ‘likes to tell the story 
of its origin which provides an interest- 
ing “switch.” The founder was a leader 
in the temperance movement. In apply- 





One Hundred Year Association 

The membership in One Hundred Year 
Association of New York is growing as 
more business concerns of the metropolis 
pass their century mark since their 
organization. Latest to join the cen- 
tenary group is Mosler Safe Co., which 
has close business relations with many 
casualty and some other insurance com- 
panies. 


A. H. Thiemann, John Mosler, 
Edwin H. Mosler, Jr. 


In accompanying picture A. H. Thie- 
mann, secretary of the One Hundred 
Year Association and also a vice presi- 
dent of New York Life, is shown pre- 
senting the association’s plague to John 
Mosler, executive vice president, and 
Edwin H. Mosler, Jr., president. 





ing for life insurance he was rated up 
sharply, not because the drinking classes 
were after his scalp, but strangely 
enough on the theory that he was jeop- 
ardizing his health by consuming water. 

Drinkers justified their custom in those 
days as a means of providing liquids 
without expcsing themselves to the con- 
tamination of water, just as English 
smokers in the late sixteenth century 
justified the use of tobacco on thera- 
peutic grounds. They felt that since the 
brain is demp and cold, it was beneficial 
to give it the drying and heating effect 
of tobacco smoke. 

Anyway, this rating up requirement 
for an abstainer so outraged the tem- 
perance leader that he proceeded to form 
a life insurance company for non- 
drinkers. Accounts were segregated and 
the “bonus” was determined by the sing- 
ular experience of the drinkers and the 
non-drinkers. For many years the 
“bonus” for the abstainer was far super- 
ior to that of the imbibers. The ac- 
counts are still segregated at U. K. 
Provident and there is a relatively small 
number insured under the temperance 
plan. There is still an advantage in the 
bonus for the temperance risk but it is 
no longer substantial. 


ae oe 


Swiss Re. Leaders Visiting 
U. S. and Canada 


Keller, newly elected deputy chair- 
man of the Swiss Reinsurance Co. of 
Zurich, Switzerland, is presently visiting 
in the United States and Canada to- 
gether with E. Hurlimann, chairman of 
the board of Swiss Re. Mr. Hurlimann 
arrived recently on the “Queen Eliza- 
beth” via Halifax after a trip which he 
considered to be the most exhausting 
one of his many crossings of the Atlantic 
over a period of more than 45 years. 

Mr. Keller is well known in financial 
circles of this country having been here 
on various occasions in his capacity as 
executive head of the Swiss National 
Bank up to 1956. Mr. Keller, who is a 
native of Zurich, studied law at Geneva 
and Zurich and economics at Paris and 
Berlin and then became professor of 
economics from 1930 to 1937 at the Busi- 
ness School of St. Gall. 

Shortly before the outbreak of World 
War II he was called to an important 
government position in Berne where he 
was attached to the Department of Com- 
merce. There he negotiated trade treaties 
with various foreign countries. Mr. Kel- 
ler has traveled extensively and in his 
new position he expects to become a fre- 
quent visitor to the U. S. and Canada 
where the Swiss Reinsurance has im- 
portant interests. 

a 


Herd Elected Trustee of 
The Hanover Bank 


J. Victor Herd, chairman and president 
§ the four companies comprising the 
America Fore a nce Group, has been 
elected a trustee The Hanover Bank. 

In addition to his directorships of the 
Continental, Fidelity-Phenix, Niagara 
and Fidelity and Casualty Companies, 
Mr. Herd is also a director of the Gen- 
eral Adjustment Bureau, Inc., Insurance 
Society of New York, Inc., Underwriters 
Salvage Company of New York and the 
United States P. & I. Agency, Inc. He 
s a trustee of Pac American Institute 
for Property and Liability Underwriters, 
Inc. Packer Collegiate Institute and 
Brooklyn Institute of Arts and Sciences. 


Mangos % 


Phoenix Names Gwinn Director; 
Reelects Three 


Stockholders of the Phoenix Insurance 
Co. at their annual meeting at the home 
office in Hartford voted to re-elect Jack 
D. Taylor, Kenneth P. Applegate and 
Graham Jones to the board of directors 
for terms of three years and to elect a 
new director, William P. Gwinn, presi- 
dent of United Aircraft Corporation, for 
the same term. 

Former Phoenix President George C. 
Long, Jr. and Howard S. Palmer, former 





GORDON M. SHOEMAKER 





president of the New Haven Railroad, 
retired as active directors to become 
members of a new advisory council 

Directors at their meeting following 
the annual meeting re -appointed the 
present staff of officers of the company. 
President John A. North reported that 
this year marks the first time that 
stockholders have voted for a class of 
directors on the new term basis. This 
is in conformity ws a charter amend- 
ment approved by the Connecticut Gen- 
eral Assembly on “May 13, 1955, and 
accepted by stockholders at the 1956 
annual meeting. 


2 o.e a 


Dodger Players Get Mutual of 
Omaha Travel Coverage 


Brooklyn Dodger players wil be in- 
sured this year under a new groun 
trovel coverage offered by Mutual of 
Omaha, V. J. Skutt, president of the 
company, has announced. Brooklyn’s as- 
sociated baseball clubs—Montreal and St. 
Paul—will also be included in the plan 

Th> insurence includes coverage for 
travel by the airp'ane, busses, station 
wagons and automobiles owned 
Dodg-r orgonization in addition to com- 
mercial airlines and other common ca 
riers. It protects the players during all 
business travel on a year around basis 
providing coverage in all parts of the 
world, This means that the players 

b> covered not only during training 
and the regular seeson, but also for 
travel to and from post-season games, 
speaking engagements and on foreign 
iunkets. 

Mr. Skutt reported that the 1956 Na- 
tional League champs end their farm 
clubs were the first to be insured un- 
der this new group travel nlan. The 
service will supplement Mutual’s estab- 
lished trip travel insurance for com- 
mercial air travelers and passengers ot 
the Military Air Transport Service. 

Negotiations for the coverage were 
completed by McCooey & Schmitz, Inc 
insurance brokers in New York City 
through Mutual of Omaha’s New York 
agency headed by C. H. Juergens 


et eek 


Ontario UJ Fund Levy $5 


by the 





Uninsured automobile owners in 
tario may have to pay an extra $5 fee 
on their auto licenses to cover c!aims 
against them arising out of accidents 


This Unsatisfied Judgment Fund (de- 
scribed as an alternative to compulsory 
motor vehicle insurance) will be pre- 
sented to the current session of the 
Ontario legislature. It is estimated that 
there are some 400,000 uninsured vehicles 
in this province. The extra revenue 
from the levy would amount to $2,000,000. 
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American Group Issues 
Annual Report for 1956 


UNDERWRITING LOSS IS SHOWN 


Total Assets of Group, Following Merger, 
Reach $227,399,127, an Increase of 
$43,787,008 For Year 

Adverse underwriting experience, gen- 
eral throughout the fire and casualty 
field in 1956, was shared by the compa- 
nies in the American Insurance Group, 
Alexander, 


it is stated by Robert Z. Ale 
president. A statutory underwriting loss 
of $6,640,029 was incurred by the Ameri- 





ROBERT Z. ALEXANDER 


can Insurance Co., parent company of 
the group, part of this statutory loss 
being attributable to an increase of 


10.6% in net premium writings, from 
$81,891,950 to $90,588,491. 

Investment income of 
refund claim of $881,384, 


$4,888,228, 
and 


a tax 
an imncreas¢ 





of $2,435,990 in the equity in unearned 
premiums — to produce an ad- 
justed operating profit of $1,530,573. 
Acquisition of over 99.7% of the capi- 
tal stock of American Automobile In- 
surance Co. was primarily responsible 
for an increase of $43,787,008 in total 
assets to $227,399,127 and for an increase 
of $35,783,874 in policyholders surplus to 
$117,277,514. A net operating profit of 
$357,899 was reported by Bankers In- 
demnity, an imactive subsidiary, the 
entire incom e of which was derived from 
investments. It was merged with the 
American on January 31, 1957. 
American Automobile and its wholly 


Associated Indemnity 
statutory 
gregating 
ympanies eke 


owned subsidiary, 
Corporation, also suffered a 
underwriting loss in 1956, ag 
$7,927,400 for the two c 


policyholders dividends of $342,2 233. The 
statutory underwriting loss of these two 
companies is likewise seisibutsible in part 
to a rise in net premium writings, the 
increase being 5.5%, to a total of $86,- 
627,029. Increased equit y in unearned 
premiums of $2,060,424, investment in- 


come of $2,943,555 and tax refund claims 
totaling $2,975,818 combined with the 
statutory underwriting loss to produce 
an adjusted operating loss of $453,812. 
An over-all underwriting se) of 6.1% 
was indicated for the group by the com- 


bined loss and expense ratios, with un- 
derwriting expenses at a slightly lower 
ratio to the volume of net premiums 


written than in the preceding year. The 
unsatisfactory underwriting experience 
was Alexander to con- 


attributed by Mr. 





HONORS WALLACE REID & CO. 


Camden Fire Presents Scroll to Agency 
at Dinner Marking 50 Years of 
Writing for Company 

The Camden Fire Insurance Associa- 
tion of Camden, N. J., has paid honors 
to Wallace Reid and Company, Inc., 
large, highly regarded and old-established 
agency of New York City, to mark the 
latter’s half century of representation 
of the company. The Camden, through 
top executives, was host to the officers 
of the agency at a reception and dinner 
February 28 at the Biltmore Hotel, and 
cited the mutual “friendship and confi- 
dence” which has existed for 50 years. 

Wallace Reid and Company, Inc., is 
now in its 5lst year and the Camden 
was among the first companies to be 
represented. The agency today writes 
in New York City, also in suburban New 
York, Long Island and New Jersey. At 
the dinner last week the Camden was 
represented by President Barry Tru- 
scott and Vice Presidents Harman Cheg- 
widden and William C. Widerman. 

They presented to the agency a hand- 
some illuminated scroll commending the 
founder, Wallace Reid; his daughter, 
Margaret D. Reid, present director 
and treasurer; Edward Renal, executive 
vice president, and members of the offi- 


cial staff. 
The scroll called Wallace Reid and 
Company one of the “largest and most 


highly regarded insurance agencies” and 
extended “heartiest congratulations on 
completion of 50 years of mutual good 
will and friendship, and we wish that 
we and our successors will further the 
tradition based upon the firm foundation 
of trust and confidence that exists be- 
tween our two organizations.” 

Wallace Reid was unable to attend 
the dinner because of his health. Those 
representing the agency were Mr. Renal, 
Miss Reid, Vice Presidents George T. 
Sherman, Conrad Theiss, John T. Mor- 
ton, and Secretaries Almon E. Smith, 
Thomas Hollinger and Arthur P. Pres- 
ton. 

The company 
agency with a 
inscribed, and 
trays for each 


likewise presented the 

fine silver tray, suitably 
smaller individual silver 
agency official present. 


Huwel Royal-Globe 
State Agent at Mineola 


The Royal-Globe Insurance Group has 
named George A. Huwel as state agent 
in Mineola, N. Y. He succeeds Edward 
J. Duffy who has resigned. Mr. Huwel, 
who has been with the group over 25 
years, has been state agent in Queens 
County for the last 10 years. 


DISSELL SUCCEEDS MARTIN 

State Agent Regis J. Martin will retire 
from active service with the Phoenix of 
Hartford Insurance Companies April 1. 
He joined the company in 1923 and from 
1929 to 1935 served as fieldman in Michi- 
gan. In 1935 he was transferred to Louis- 
ville, Ky., where he has represented the 
Phoenix as a fieldman for 20 years. 
State Agent Martin completes a 34-year 
span of active service with the company. 
James S. Dissell has been appointed 
state agent succeeding Mr. Martin. 





tinued increases in the number and in 
the cost of claims and losses without 
adequate revisions in the rate structure. 
Upward adjustments in rates have re- 
cently been made in a number of im- 
portant territories and it is expected that 
others will follow as normal rate mak- 
ing procedures are applied. 


PITTSBURGH I-DAY PROGRAM 


Many Forums Scheduled for Gathering 
March 12; White Luncheon Speaker 
and George Jessel at Banquet 

The 31st Pittsburgh Insurance Day 
will be held on Tuesday, March 12, at 
the Penn-Sheraton Hotel. Paul K. 
Garver is general chairman and asso- 
ciate chairmen are Robert D. Bange and 
Joseph H. Kronz. Joseph W. Hubbard, 
president of the Insurance Club of Pitts- 
burgh, will welcome those attending at 
the early morning breakfast. 

There will be three forum sessions in 
the morning. Speakers at the casualty, 
fire and automobile forum will be Val 
S. Schott, New Amsterdam Casualty, 
chairman; Edmund G. Krueger, Ameri- 
can Casualty Companies; E. J. Renkey, 
National Union Fire, and J. C. Hafer, 
American Casualty Companies. 

Charles E. Kitchen, president, Pitts- 
burgh Casualty Claims Association, will 
be chairman of the claim forum, with 
William M. Welsh, Great American In- 
demnity, speaking on the uninsured 
motorist coverage. Ralph Hugo, presi- 
dent, Pittsburgh Association of Accident 
& Health Underwriters, will head that 
forum with John R. Rudell, Massachu- 
setts Casualty, the speaker. 

At the I-Day luncheon sponsored by 
the Pittsburgh Association of Insurance 
Agents the chairman will be George H. 
Rice, president of the association. Speak- 
ers will include Deputy Mayor Charles 
D. McCarthy of Pittsburgh, George J. 
Margraff, state national director, Penn- 
sylvania Association of Insurance Agents, 
and Morton V. V. White, member of 
executive committee of the National 
Association of Insurance Agents, who 
will deliver the feature address. 

The fidelity and surety forum in the 
afternoon will have James Wagner, 
president, Surety Association of Pitts- 
burgh, as chairman, and John E. Howe, 
American Surety; Logan W. Long, Na- 
tional Surety; James P. McMahon, 
Fidelity & Casualty; Joseph E. Peretti, 
Maryland Casualty, and W. Earl Winski, 
\etna Casualty & Surety, as _ panel 
members. 

Chairman of the automobile forum will 
be Robert F. Maier, president, Casualty 
Association of Pittsburgh, with Mr. 
Hafer as speaker. There will also be a 
“quiz program” at 4 p.m. with Arthur 
L. Williams, Pennsylvania State Uni- 
versity, as moderator. 

The chief speaker at the banquet will 
be George Jessel, one of the nation’s 
outstanding after-dinner speakers and 
entertainers. 


Brooklyn Brokers Meet 

Harold Rosenbaum, Assistant District 
Attorney of Kings County, was guest 
speaker at the regular monthly meeting 
of the Brooklyn Insurance Brokers Asso- 
ciation Thursday evening, March 7, at 
the Hotel St. George. His topic was 
“Narcotics and Its Effect on Insurance.” 
Mr. Rosenbaum has been in charge of 
the Narcotics Bureau since 1954. 


a. ee ee ee % 


Werner Joins L. & L. 


The London & Lancashire Group has 
appointed Lowell S. Werner as special 
agent operating from the Newark, N. J. 
office. Mr. Werner has been. engaged in 


insurance as a special agent. since 1952: . 


operating in suburban New York and the 
New Jersey field. His present duties will 
be confined to production on a multiple 
line basis under the supervision of State 
Agent O. H. Day. 


To Hear Harrington 

Frank G. Harrington, Jr., manager of 
public relations and advertising for the 
North America Companies of Philadel- 
phia, will present a case history revealing 
how his company developed a program 
that sold $2,000,000 worth of insurance 
in three weeks when he speaks before 
the 48th Spring meeting of the Associa- 
tion of National Advertisers March 13-16 
at The Homestead, Hot Springs, Va. His 
talk will be presented on W ‘ednesday 
afternoon, March 13. 


wa 





Insurance Brokers Assn. 
Luncheon on March 28 


The Insurance Brokers Association of 
the State of New York, Inc., will hold 
its 59th annual luncheon’ meeting at the 
St: arlight Roof of the Waldorf-Astoria 
Hotel on Thursday, March 28. Insurance 
Superintendent Leffert Holz of New 
York will be a speaker, and President 
Walter J. Hill will preside. The latter 
is associated with Lukens, Savage & 
Washburn of New York City. Reserya- 
tions for tickets for this luncheon may 
be made at the association’s headquar- 
ters at 90 John Street. 
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MISSISSIPPI’ 


Iron Monster of the 
YAZ00 


In 1862, a revolutionary fighting 
craft, the ironclad, shallow-draft 
“Arkansas’’, steamed down the Yazoo 
River. All guns blazing, this Con- 
federate ‘‘monster’’ bored through two 
Union fleets! Engine failure was its 
undoing, but not until commander 
Isaac Brown's gallant forays had elec- 
trified both North and South. 

Revolutionary, too, is modern pow- 
er farming that has emancipated man 
and mule in the Yazoo’s fabulously 
rich Delta. And prophetic, in the light 
of post-war solidarity, was early choice 
of the American eagle as the emblem 
tor Mississippi's Great Seal. 





A “Great Seal” of the insurance business 
Is PACIFIC NATIONAL’S, below, 
token of strength, security and service 
to Agent, Broker and Assured. 


PACIFIC 
NATIONAL 
FIRE INSURANCE 


COMPANY 
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Guy Fergason Holds Interest Of N. J. 
Agents With Office Short Cuts Talk 


Asbury Park, N. J.. March 5—A wealth 
of practical ideas on office short cuts 
and work simplification for insurance 
agencies was the contribution of Guy 
Fergason, Chicago, a specialist on insur- 
ance placement and management prob- 
lems, to the success of the midwinter 
meeting here today of New Jersey Asso- 
ciation of Insurance Agents at the Berk- 
eley-Carteret Hotel. 

Welcoming the opportunity to address 
one of the largest producer associations 
in the country, Mr. Fergason indicated 
that his aim was (1) to awaken a genu- 
ine interest in work simplification ; (2) 
to refute the idea that the agents’ busi- 
ness is different from others in respect 
to clerical detail, and (3) to create a 
curiosity in what others are doing. He 
directed ‘his major attention to “tech- 
niques” which “are learned from experi- 
ence, exchanging ideas with others in 
the manageinent field, and from formal 
educational exposures.” 

The speaker first discussed methods, 
explaining that “it is in the field of 
methodology that personal efficiency, 
willingness and knowledge are ofttimes 
nullified or reduced in effectiveness be- 
cause of the wasted time and energy 
required for cumbersome clerical detail.” 
In quick succession Mr. Fergason offered 
the following ten recommendations 
which, if followed, will produce better 
methods of agency or company operation. 
He said: 


Ten Recommendations 


1. “Bottlenecks, delays and failures to 
meet time schedules are symptoms of 
poor methods. If management will find 
out why these delays occur rather than 
accept them as the inevitable aspect of 
volume variations, some startling accom- 
plishments in work simplification can be 
produced. If we will take advantage of 
every opportunity to study our methods, 
using the ‘prosaic crisis’ as an excuse for 
further ‘survey and analysis,’ bottlenecks 
will disappear. 

“Eliminate copying wherever and 
aes possible. Facsimile reproduc- 
tion may be the answer for the ‘extra 
copy or two.’ Chemically treated paper 
which uses no carbon paper, but pro- 
duces four or five extra copies at the 
original w riting, has use in writing appli- 
cation forms for insurance, where a copy 
is placed in the policy. Filing copies of 
original forms in a tickler file may do 
away with registering and recording 
forms for follow-up. 

3. “Balance man-hours to work load 
by reducing operational time and motion. 
In most offices man-hours are provided 
to meet peak production periods. Follow 
a work process, such as writing a policy, 
from start to finish. Note every step in 
the process. See if work can be sched- 
uled rather than permitted to be done 
as it arises. Peaks can be smoothed out 
by (1) scheduling and (2) by reducing 
the number of tasks in a process. 


Make Periodic Studies 


4. “Make periodic studies of all forms 
and reports. Pay particular attention to 
the number of copies. Are they serving 
their purpose? It is less costly to throw 
away an unused copy than to have to 
ae or reproduce an extra copy. 

5. “Check the office layout and office 
furniture, See that desks are arranged 
in the order of work flow and functional 
contact in order to eliminate movement. 
Office furniture should be functional and 
geared to the work. Space costs money 
—large, bulky desks require from 20 to 
40% more space than the utility and 
unit office furniture. Space not effec- 
—_ used is a business waste. 

6. “Develop flexibility through training 
office personnel, Responsibilities should 





GUY FERGASON 


be fixed even though the volume of work 
is not sufficiently large to permit spe- 
cialization of function. Flexibility, where 
each employe in a small office can assist 
in any task assignment, is produced by 
training. Without flexibility, an Office is 
srs to absenteeism and tardiness. 

7. “Use window (outlook) envelopes 
le general correspondence. About 10% 
of the typing load for average business 
correspondence can be eliminated by tak- 
ing advantage of the name and address 
which is always typed in the letter and 
thereby can be used, by standard fold, 
so as to synchronize with the window in 
the envelope. 

“Place file cabinets close to the 
point of use. Quite often, file cabinets 
are placed along a wall irrespective of 
the area of use. Floor loading may re- 
quire this, but if the dead weight per 
square foot of floor space (in modern 
buildings this will be about 100 pounds 
per square foot) permits, move the files 
to the desk area where the filing ma- 
terials are used. 

9. “The flow of work from desk to 
desk, department to department, is facili- 
tated if fewer private offices are pro- 
vided. Modern arrangement suggests the 
use of open and continuous space rather 
than chopped up space occasioned by 
private offices and departmental segre- 
gation. A floor to ceiling wall is an 
obstruction to work flow. Often segre- 








Representatives in Principal Cities and 
Towns of the United States and in 
Most Countries Throughout the World 





Consiverate of the importance of local 
agency service to the community, the 
Royal Exchange Group puts the subject 
of "Cooperation with Agents’ first. 


ROYAL EXCHANGE ASSURANCE 
PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD 


© Founded 237 years ago, the Royal 
Exchange was one of the foremost 
pioneers in establishing insurance 
as a business. 


Fire, 
Marine, Casualty 
Fidelity & Surety neuf 
. 


111 JOHN STREET 
NEW YORK 








gation is desirable (personal desires) 
bat. rarely is it essential. 

“Use form letters and form para- 
gr tear for repetitive correspondence. 
Much of the correspondence in business 
follows a repetitive pattern. Personally 
dictated letters for each situation is a 
waste of time. If it is desired to retain 
the personal touch, form letters can be 
mass produced on mechanically operated 
typewriters in original copies. It is then 
only necessary to fill in the name with 
matched type. Outside letter shops can 
be used to produce the form letters. 
Form paragraphs can be used to tailor- 
make a letter without the requirement 
of personally dictating each paragraph.” 


Saving Space and Expenses 


Discussing the saving of space and ex- 
penses, Mr. Fergason offered the follow- 
ing suggestions: 

Microfilm storage records. Using 
16 mm. film, microfilming old records, 
policies, etc., can reduce the awe 
ments for filing space by 100 to 1—i. 
100 cubic feet of material can be filed i in 
one cubic foot. 

Use five and six drawer files. Filing 
cabinets with five drawers are the same 
height as four drawer cabinets, but with 
25% more filing space. Six drawer cabi- 
nets are slightly higher, but not so wash 
that the average (height) file clerk can’t 
conveniently file in the top drawer. 

Use lighter weight paper and envel- 
opes. Weight of paper and grade of 
paper are not synonymous. Grade can be 
retained and weight lightened so that 
several sheets of typed paper can be 
included in the same envelope for three- 
cents postage. If there is much multiple- 











GERLING INSURANCE 
ee 


Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 




















page correspondence, this idea can pro- 
duce a material savings. 

Use electric typewriters for high vol- 
ume typing and multiple copy work. An 
electric typewriter is a special purpose 
mechanical instrument which serves its 
best purpose when multiple copies (above 
eight copies, up to 17 or 18 copies) are 
made or when a high volume of con- 
tinuous typing is required. The ability to 
regulate the key stroke pressure without 
sacrificing uniformity of typing provides 
the multiple copies not possible with a 
manual typewriter. Electric carriage re- 
turn, and uniform key stroke with light 
pressure relieves fatigue which invari- 
ably takes its toll on productivity. 


Coffee Breaks 


Regulate but provide a coffee break. 
In order to relieve monotony, physical 
and mental fatigue, a coffee break mid- 
morning and mid-afternoon, not to ex- 
ceed 15 minutes each, is a customary 
practice. The savings in time and in- 
crease in productivity comes only when 
the coffee break is controlled so that it 
does not degrade into a gold-bricking 
session. No office runs at 100% effici- 
ency day in and day out. Thirt y minutes 
out of eight hours, or 6%%, is not un- 
reasonable if it breaks the tensions and 
pressures. However, double it to one 
hour out of eight, or 12144%, and the 
increased productivity from fatigue re- 
lief cannot make up for the production 
lost from the extra idle time. “Coffee 
break” is a benefit, not a privilege. 

The speaker then pointed to advan- 
tages of mechanic: il dictation and tran- 
scription saying: “Except for private 
secretaries, usually assigned to top man- 
agement, correspondence is being han- 
dled more and more by dictating equip- 
ment. The improvements in this type of 
pay since World War II, have 
made the equipment more flexible so as 
to be usable for conferences, personal 
dictation, and salesmen’s reporting on 
calls made (use of portable machine). 
One transcriber can usually service up 
to four dictators if the transcription is 
planned and scheduled.” 

He further suggested that agents 
standardize on kind, size, type and grade 
of equipment and office supplies “so as 
to get the greatest use of office equip- 
ment.” In his opinion standardization of 
supplies prevents the purchase of items 
on an individual “whim” basis. 

His advice on dues and membership 
fees in civic, professional and trade or- 
ganizations was that they should be 
viewed in the “cold light of company (or 
agency) participation and benefit.” Active 
participation in and therefore direct 
benefit should be the criterion of 
payment. 

(Continued on Page 41) 
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FINANCIAL STATEMENTS, DECEMBER 31, 193) 


ASSETS 


Cash in Banks Gna omoes-...<. .....4.6 56 %e came 
U. S. Government Securities* 
Canadian and other Foreign Government Securities* . 


State and Municipal Securities*................-.. 
Preece co a oa he eee be Aiea a ea 
Common Stocks, except Subsidiaries*.............. 
DIBCKUO RO USIGIIES. 2 cis vb os von sapere 
iets Eciaie SOR rr i eet id ce whleds DIES 
Agents’ Balances (less than 90 days old)........... 
Reiner Pied DAEeeISS a3.2S too bea ee as 
Told! Widmer Wssels. 65.06 6a 6 Saka ee oe es 
LIABILITIES 
Reserve for Unearned Premiums...............0-- 


Reserve for Losses and Loss Adjustment Expenses... . 
STW ie PC UUM S oii nsec 5-2 aso b ieiie se ce eae os 
Reserve for Policyholders’ Dividends Declared...... 
Reserve for Expenses and other Liabilities.......... 


Total Liabilities 


o6 b19 © 6 0.0 w.0 68 2 6b ©) 0 0 Oe E96 D8 8, 


Capital Stock 
Surplus 


eis cenelegiine a ne $ 10,362,455 
106,915,059 


Surplus as regards Policyholders.................. 


The American 
Insurance Company 


$ 6,926,777 
27,709,624 
1,820,162 
44,154,946 
14,343,790 
59,395,646 
52,568,738 
3,776,234 
9,703,541 
6,999,670 





$227,399,128 











$ 68,042,372 
36,471,315 
2,070,000 
Dex 
3,537,927 





$110,121,614 


$ 3,500,000 
36,542,728 


$126,333,5) 





$117,277,514 


$227,399,128 








*The amortized and market values used in this statement are on the basis prescribed by the National Association of 


Insurance Commissioners. 


Securities carried at $3,551,979 in the above statement for The American Insurance Company, 


$4,047,304 in the above statement for American Automobile Insurance Company, and $2,555,772 in the above statement 


for Associated Indemnity Corporation are deposited for purposes required by law. 
(1) Wholly owned by American Automobile Insurance Company. 


The Bankers Indemnity Insurance Company was merged with The American Insurance Company on January 31, 1957. 
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THE American Insurance Group was enlarged during 1956 by the addition of 
American Automobile Insurance Company of St. Louis and its wholly owned subsidiary, Associated 
SIndemnity Corporation of San Francisco. Under the terms of an exchange offer first made on 
September 21, 1956, stock of The American Insurance Company had been exchanged for over 
99.1% of the stock of American Automobile Insurance Company by the end of the year. 
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Associated Indemnity 
Corporation (1) 


$ 1,656,977 
5,109,970 
a) 
5,986,454 

824,000 
6,369,381 
ea Gio 

262,508 

113,132 

89,016 


$20,411,438 


$ 1,230,695 
4,703,303 
380,064 
400,056 
116,934 


$ 6,831,052 


$13,580,386 


$20,411,438 





Operations of the enlarged group are being integrated both in the head office and in the 
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Mid-Year _Meeting—New Jersey Association Of Insurance Agents 
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session has voted to kill the proposal year. It continues as one of our major on financed cars. The offenders were 


which would allow national banks in objectives.” He expressed appreciation principally automobile salesmen, dealers 














(Continued from Page towns of over 5,000 population to sell to Hank Mather for his hard work on and finance companies, he said. “Insur- 

ram.” Mr. Miller said the first accom- insurance. ue hailed this as another this bill. ance Departments in other states, such 
L2Ta s 4 Se Ss « S 
e , instance of NAIA in action as the pro- A : as Texas, New York and Connect; 

i > : : : ; uto Insurance Overchargin cut, 
nemesis oped os inne heey teak posal had heen strenuously fought by a we _— : are also to be commended for helping 
featuring “Your Independent Insurance the National Association all over the fhe subject of recent automobile in- to correct this deplorable situation.” 

A gent.” U. S.-A. surance refunds was clarified by Mr. Mr. Miller explained that, although a 

Mr. Miller then explained that Dore- Mr. Miller expressed disappointment Miller. He expressed the New Jersey large number of insureds were involved, 

ees eink val shina aati that the New Jersey agents’ qualification | Association's commendation to the State it is actually no more than about 2% 
mus & Co. was selected as the ad agency = hin did not pass in the 1956 legislature. Insurance Department for having re- of the total number of insured car own- 4 
on the basis of its intimate knowledge “We still believe it is in the public funded over $600,000 in automobile colli- (Continued on Page 40) ; 
of insurance advertising both from the : 
company standpoint and that of the local Q 
agent. This ad agency did an outstand- 
ing job on the cooperative advertising DIRECTORS OT. y Sp eo / : 
sbi tie ae ORR eed Reey Fifty Firth Annual Htatement | 
by the Essex County Agents Association. Set CHUBB 
. : ; . : Chubb & Son 

Franklin Schaffer Gives Preview Decades 43. Fosk 

Samuel R. Worthington, executive ARTHUR M. ANDERSON 
committee chairman, New Jersey asso- as on 
ciation, who presided at this morning’s o ai CHUBB Ee 
meeting, then introduced Franklin Schaf- bubb & Son 
fer, vice president of Doremus & Co. xt : ASSETS 
and the account executive on the N ATA poree a7 7 Soar 
campaign. Mincing no words, he said Caairman of ye Doar United § G iil cine 
that what was needed was simple, direct, St. Joseph Lead Company nited States Government Bonds. . .$ 50,616,760 
hard- hitting advertising to combat effec- > = " 5 
tively the “price” appeals of the direct crea | A na Al other Bonds. 404) a0 Oh aes 24,504,220 

i 2 AAMIre 
writers. He went on: bade 3 ; ; se 

“This is the type of program which is United States Navy (Retired) Preferred and Guaranteed Stocks . . . 5,636,045 4 
now being prepared for the NAIA. It Se ae ee Sa i ee eee 49,701,316 


has been spearheaded by Alan Miller, 
John S. Sheiry, and with the encourage- 
ment of NATA President Eugene Battles 
and Vice President Louie E. Woodbury, 


President 
Grace Line Inc. 


Stock of Vigilant Insurance Company . 12,732,743 


NATHAN MOBLEY ROA cae oks Keyed iia aa ee Ta) eee 9,248,366 


Jr. I’m mighty glad that this challenging Chubh & Si 
undertaking did not discourage these panies >i bone Premiums not over 90 daysdue . . . 3,532,169 
leaders. They are preparing to make the EDMOND J. MoraAN 


SOPRECOASSEIS ye aed ek he ee ee al 5,192,832 


presentation at Denver to your board of 
directors. It is deserving of your en- 
thusiastic support.” 

Although specific details of the pro- 
gram will be kept “under wraps” until 
the Denver meeting Mr. Schaffer di- 


President 
Moran Towing & Transportation pn se ee eer ere 
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vulged to the New Jersey agents that RUSSI : 
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it will consist of 20 advertisements, T\ ah Soy LIABILITIES . 

and radio commercials, newspaper and AND SURPLUS TO POLICYHOLDERS 

magazine coverage. He explained the Juntus L. POWELL 

four steps that constitute the objectives Chalk Ei Son Unearned Premiums. . . . . . .$ 37,060,689 

of the program: (1) Simplicity—make 

the ad copy so clear that the layman REEVE SCHLEY Outstanding Losses and Claims . . . 22,441,708 

will not confuse the independent local Chairman of the Board be 

agent and his personal services with Howe Sound Company Dividends Payable. ......» 2% « » 1,080,000 

agents of direct writers. Insurance to : ‘ 

value and adequate limits will be empha- FREDERICK A. O. SCHWARZ Taxes and ERDCMGCS He diecaesens 4) GU eRe 355165417 

sized See NAIA seal will be promi- Davis Polb Wardwell e ; 

nently displayed in all ads. Sachi dd ty Rival Funds Held Under Reinsurance Treaties. 3,919,124 
(2) . selling prospects and customers as : . Pe 

“Here there is a lot to be done. Ninety CARROL M. SHANKS Non-Admitted Reinsurance ater Yee saes 4,946,524 

per ait of your customers do not know ee) 

i wh: at company they are insured. They The Prudential Insurance Company TOTAL LAABIEIHIES. 9S Se 72,964,162 

have confidence in you as their insur- of Americ 

ance adviser to give them dependable cali Se 

insurance protection. They leave selec- Howarpb C. SHEPERD Capital a ee a ee ee ee ae 10,800,000 

tion of the company up to you. You can a rg : 

help us in this preselling if you will Sega feewkse patel Bank Surplus... 1 ee ee ee 43,615,932 

submit specific ‘case history’ which i < Sng : < sae 

dramatically illustrates the advantage of of New York Unrealized Appreciation of Investments . 33,784,357 

doing business with an independent agent ee Tay 

in contrast to placing insurance with overt alae ama SURPLUS TO POLICYHOLDERS . .  . 88,200,289 
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the campaign.” om 7 wid = 
(3) Saturate. “Tell your message to HAROLD T. WHITE, JR. 

as many people as possible. All parts White, Weld & Co. Investments valued at $6,017,039 are deposited with government authorities as required by law. 


of the country should be covered in this 
program. The story should be told over 
and over again. We estimate that 900,- 
000,000 advertising impressions will be 


created as a result of the media which FEDERAL INSURANCE COMPANY 


will be used in the course of this cam- 
paign.” 

The final step mentioned by Mr 
Schaffer was the actual selling of insur- 
ance. He declared that NAIA’s cam 
paign will not be simply an institutional 
or good will program. “It is designed 
to help you sell,” he stressed. “We will 
have merchandising aids to help you at 
the local level.” In closing, he said that 
this is the first time that a program of CHUBB & SON, Managers 
this scope has ever been contemplated : ; aon 
on a national basis by the NAIA 90 John Street, New York, N.Y. 

Bank Agency Move Killed Ocean and Inland Marine « Transportation + Fire and Automobile « Fidelity + Surety + Casualty 


_ The good news given by Alan Miller Aviation Insurance through Associated Aviation Underwriters 
in his presidential report to the meeting 
was that the U. S. Senate’s banking 
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Confer on Washington Meeting 
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Officers of the Eastern Agents Conference and the District of Columbia Asso- 
ciation of Insurance Agents discuss the Eastern Agents Conference to be held at 
the Hotel Statler in Washington, D. C., March 17 - 19, 

Seated left to right. A. L. Jagoe, state national director, District of Columbia 
Association; John J. “Joe” Maguire, Philadelphia, chairman of Eastern Agents 
Conference, and Valmore H. Forcier, Danielson, Conn., treasurer of EAC. Look- 
ing on, left to right: Joseph L. B, Murray, Jr., president, District of Columbia 
Association; Charles H. Frankenbach, Westfield, N. J., second vice chairman 
EAC, and Arthur B, Fair, Natick, Mass., first vice chairman. 

Mr. Jagoe and Mr, Murray are co-chairmen of the convention. 





Producers Join NYFIRO In Attack 
On Independent Rate Filing In N, Y. 


The hearing before the New York 
Insurance Department on the adequacy 
of the independent dwelling fire and 
extended coverage rate filing of the 
North America Companies was broad- 
ened considerably last week. During 
the Wednesday and Thursday sessions, 
presided over by Insurance Superintend- 
ent Leffert Holz, the New York Fire 
Insurance Rating Organization continued 
its attempts to prove that statistics used 
by the North America Companies to 
show lower expenses and losses in New 
York, and so to justify lower rates, are 
not completely correct. 

Also producers, including agents and 
brokers in New York State, filed state- 
ments contending that the Insurance 
Superintendent has no legal rights to 
approve an independent rate filing if 
such is based almost entirely on a com- 
mission differential, for such would tend 
to give him a right to control commis- 
sions directly, which legal authority the 
Superintendent does not possess. 

Mr. Holz listened attentively to all 
presentations. While he stated that some 
arguments made at these hearings might 
justly be excluded, if the hearings were 
conducted on a purely formal basis, he 
held that this whole problem is so im- 
portant he wishes to secure the views of 
all parties before rendering any final de- 
cision, Hence he has continued to waive 
formalities to permit everyone interested 
to speak. The North America Compa- 
nies have objected to some presentations 
as irrelevant, which Mr. Holz has con- 
ceded in part, but he has accepted the 
testimony, granting the North America 
exceptions, 

North America To Present Its Side at 
Next Session 


The North America had little chance 
to present its viewpoints last week. Prac- 
tically all the time was consumed with 
testimony of agents and brokers, and 
their counsel and by examination of 
Witnesses by Senator Abraham Kaplan, 
counsel for NYFIRO. Perry Epes, coun- 
sel for North America Companies, stated 


he would cross-examine at the next ses- 
sion of the hearing which will probably 
be held later this month. Mr. Holz 
stated he would continue the hearing 
sessions as long as there is testimony 
to be presented. 

C. Fred Ritter, president of the New 
York State Association of Insurance 
Agents, stated this week that the asso- 
ciation has intervened in the current 
rate hearings because the record indi- 
cates to him that the lower rate filings 
of the North America Companies is 
based primarily on a purported smaller 
commission to agents. Any extension of 
this philosophy of rate making would 
create chaos in tthe industry, do irrepar- 
able damage to the agents and brokers 
of New York State and ultimately to 
the insuring public, in his opinion. 

A large number of such filings, if 
approved, would result in dissolution of 
the rating bureaus, a situation which 
would inevitably increase the cost of 
insurance, and turn the insurance indus- 
try back 46 years to an era of unre- 
strained competition that resulted in fail- 
ure of many companies and loss to the 
public, Mr. Ritter argues. 


Schwab and Danahy Testify 


In these days of highly technical insur- 
ance problems a local agent or broker 
performs a vital service to the public 
in return for which he is entitled to 
reasonable compensation, Mr. Ritter 
stated. Arthur L. Schwab, state national 
director of the New York State Associ- 
ation of Insurance Agents, testifying at 
the hearing on ithe various available 
agency cost studies, told the Superin- 
tendent that the 20% commission offered 
by the North America Companies to 
their agents is not in his view, a reason- 
able commission for the dwelling house 
fire insurance classification. 

C. Joseph Danahy, counsel retained 
by the New York State Association of 
Insurance Agents and the Greater New 
York Insurance Brokers Association, 
presented a lengthy discussion of. the 
philosophy and present legal status of 
the commission factor in rate-making 
and the position of the Insurance Super- 
intendent thereto. Extracts from his 

(Continued on Page 36) 
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Danahy on Position of Producers 
Under Rate Regulation Statutes 


the philosophy of rate 
regulation under present laws and the 
lack of powers of Insurance Commis- 
sioners to regulate directly the commis- 
sion factor in rates was presented by 
Attorney C. Joseph Danahy in a memo- 
randum sent to Insurance Superintend- 
ent Leffert Holz of New York last week 
when hearings were held in the matter 
of independent rate filing for dwelling 
classes by the North America Companies. 
Mr. Danahy, member of the Brooklyn 
law firm of Danahy, Delaney & Minetti 
and a prominent figure in Democratic 
party circles, represented at the hearing 
the New York State Association of In- 
surance Agents and the Greater New 
York Insurance Brokers’ Association, 
Inc. Opposing rate reductions which may 
be based largely on commission differ- 
entials, he stated in part in his com- 
munication to Superintendent Holz: 


Rate Making Philosophies 


“There are three possible philosophies 
of rate making 

“1 Private rate making or private 
monopoly which was permitted prior to 
the U. S. Supreme Court’s decision in 
the South-Eastern Underwriters Asso- 
ciation case. 

“2. Unrestricted competition which ex 
isted in New York prior to 1911 and was 
contemplated by the original anti-trust 
law or the Sherman Act which was 
enacted in 1890 

“3. Reasonable regulation by a public 
agency which is contemplated by Public 
Law 15 which makes applicable to the 
insurance industry not alone the Sher- 
man anti-trust law, which was enacted 
in 1890, but also the Clayton Act, the 
Robinson-Patman Act and the Federal 
Trade Commission Act, all of which 
were enacted at considerably later dates. 

“It is our position that the order of 
the day is reasonable regulation by the 
Superintendent of Insurance, based on 
the philosophy of fair dealing which is 
contemplated by the Clayton Act, the 
Robinson-Patman Act and the Federal 
Trade Commission Act, all of which have 
been incorporated into the Insurance 
Law of the State of New York. 

“The report of the N. Y. Joint Legis- 
lative Committee on Insurance Rates and 
Regulation, 1948, legislative document 
No. 46, shows conclusively that it was 
in the intentions of the committee which 
framed the New York legislation to in- 
corporate in the New York law, not 
alone the Sherman el viel Act but 
the Clayton Act, the Robinson-Patman 
Act and the Federal Trade Commission 
Act. The report of the Joint Legislative 
Committee sets forth in detail that this 
was the intention of the legislature. It 
may well be that the job was done in 
an unscientific or hodge podge manner 
but nevertheless it was the intention of 
the legislature to fully comply with Pub- 
lic Law 15. 

“The legislature of the State of New 
York in the wholesale changes which 
were enacted to the Insurance Law in 
1948 was doing so because of the con- 
current jurisdiction of the Federal and 
state government in an effort to bring 


the Insurance Law of the State of New 


discussion of 


York in conformity with the Federal 


law on the subject. 


Reasonable Regulation in New York 


“It is elementary in rate making that 
the wider the experience on which the 
rates are based the better. In evaluating 
the component cost factors which make 
up a rate structure, regulatory agencies 
only consider the combined or reason- 
able cost of the particular item incurred 
by all of the companies engaged in a 
particular field of endeavor and never 
used as a basis for making rates the 
specific costs of any one particular com- 
pany. This rule is adopted by all state 
and Federal regulatory agencies who 
have power to fix rates such as the Pub- 
lic Service Commission of the State of 
New York, Power Commission of the 
State of New York, the Interstate Com- 
merce Commission, ‘the Federal Maritime 
Commission and the Superintendent of 
Insurance of the State of New York 
prior to the filing under consideration. 

“In fact, it is submitted that it is 
impossible to find any state or Federal 
regulatory agency which will consider 
the experience or costs of one individual 
company in determining the fair and 
reasonable cost of a component factor 
in rate making. 

“Tn attempting to fix a fair and rea- 
sonable rate for insurance, it is neces- 
sary to base such a rate on the total 
experience available and not necessarily 
on the experience of a particular rating 
bureau or much less, on the experience 
of an independent filer. It is submitted 
that the New York statute gives no 
greater rights to an independent filer 
than to a r iting organizz ition. Both must 
conform to what is reasonable in ac- 
cordance with the philosophy contained 


in Public Law 15. 
Non-Discrimination 

“Each and every insurance carrier 
operating in the State of New York 
has a different loss ratio for a given 
year. Surely no one would attempt to 
justify as reasonable individual rates for 
each and every insurance carrier based 
on their separate loss ration. Likewise, 
each and every insurance carrier doing 
business in New York makes a different 
profit. This might be due to good luck 
in their experience or the sound judg- 
ment in their investments or to other 
factors, but in any event, no one would 
attempt to justify rates based upon the 
profits of each and every individual com- 
pany 

“To hold otherwise, it would be neces- 
sary to have as many different scale of 
rates as there are companies doing busi- 
ness in the State of New York. The 
same is true of commissions or other 
acquisition costs. This is especially true 
when an independent filer ch: arges the 
cost of a branch office operated in New 
York to its general nationwide acquisi- 
tion expense, and segregates commis- 
sions paid in New York on a statewide 
basis. 

“In any event, it is submitted that any 
and all cost factors must be based upon 
the combined average of all companies 
doing business or the reasonable charge 





BROKERS’ REFRESHER COURSE 


Greater New York Insurance Brokers’ 
Association to Give 10-Week Program 
for Established Producers 
A refresher course aimed at bringing 
hrokers up to date on changes which 
took place in the business during 1956, 
will hold its first session on Thursday, 
March 14. The ten-week program, spon- 
sored by the Greater New York Insur- 
ance Brokers’ Association, will cover a 
broad field using a_ lecture-discussion 
format led by outstanding insurance 
specialists. The association has engaged 
the auditorium of the Engineering So- 
ciety at 29 West 39th Street, New York, 

for the course. 
Each Thursday session, according to 
Jerome S. Miller, chairman of the asso- 


ciation’s education committee, will run- 


for two and one-half hours starting at 
7 p.m. The last half hour, he said, will 
be used for questions and answers based 
upon the evening’s subject matter. 

The subjects to be covered by the 
course, according to Mr. Miller include: 
Handling of the commercial package 
Heres using newest dev elopments in the 
A. & H. field, specific points on estimat- 
ing building damage losses, the newer 
inland marine forms and changes in the 
burglary field. He said that over 500 
brokers requested information on the 
course following the first announcement 
of plans over a month ago 

Tuition for the course is $10 to mem- 
bers of the association and $25 to non- 
members. The enrollment will be limited 
in order to provide the best possible 
instructions in accordance with sound 
pedagogic principles, Mr. Miller said. 
Enrollment forms may be obtained from 
the association, which is located at 132 
Nassau Street, New York 38. 





for the item in question but in no event 
can it be based upon the specific cost 
of a given company. The New York 
statute expressly provides that rates 
shall be adequate, reasonable and non- 
discriminatory. This statute must be 
interpreted with the background of the 
Federal philosophy of fair dealing in 
commerce as exemplified by the Clayton 
Act, the Robinson-Patman Act and the 
Federal Trade Commission Act, all of 
which are made the basic law of insur- 
ance by Public Law 15. 

“If the only criteria involved in rate 
making was reduction of the rate for 
the benefit of the public then there 
would be no need of rate regulation at 
all but rather each and every company 
could make its own rates and we would 
have unrestricted competition such as 
existed in the State of New York prior 
to 1911. This policy was abandoned by 
the State of New York in 1911 for the 
reason that it led to instability and rate 
wars and generally was found not to be 
in the public interest. Even before the 
advent of Public Law 15 the New York 
rating statutes contemplated adequate 
and reasonable rates. 

“If the criteria in regulating rates is 
the experience of an individual company 
then the Superintendent of Insurance 
should compel the 300 companies writing 
fire insurance in the State of New York 
to promulgate 300 separate and distinct 
rates based on their individual experi- 
ence loss ratio and profits made. 


Producers Part of Industry 


“It is the public policy of the State 
of New York, as expressed by Article 
VI of the Insurance Law, that the com- 
plexed business of insurance should be 
negotiated by duly licensed brokers and 
agents who have duly qualified to act 
as such and who are in a position to 
properly represent the various insurance 
companies and the general public. In fact 
the so-called American Agency System 
has grown up with the insurance indus- 
try in the State of New York during the 
last century. 

“Therefore, agents and brokers not 
alone perform a public service but they 
are entitled to the protection envisioned 
by Public Law 15 and the statutes of 
the State of New York enacted pursuant 
thereto. When considering commissions 
or acquisition costs as a component part 
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of a rate structure, such commissions or 
acquisition costs should be both adequate 
and reasonable in so far as the agents 
and brokers are concerned. 

“This does not mean that the status 
quo is fixed by law for all times and 
that the economic prosperity of the 
agents and brokers are to be guaranteed 
by law, but rather it merely means that 
it a company uses the American Agency 
Sytem that adequate and_ reasonable 
compensation must be paid to the Ameri- 
can Agency System pursuant to the law 
of the land. 

“This of course does not prevent the 
evolution of new or different metiods of 
selling insurance such as mutual insur- 
ers, reciprocals or direct writers or any 
other new method or technique that may 
be involved. It merely means that if an 
insurer decides to use the American 
Agency System that he is held to stand- 
ards of fair dealings and is prohibited 
from coercing the said agents and bro- 
kers into accepting a substandard rate 
of commission. 

“Agents and brokers, as such, are not 
against rate reduction as such. In fact, 
as long as no attempt is made to coerce 
agents and brokers into accepting less 
than a reasonable commission, agents 
and brokers would not in any manner 
be opposed to across-the-board rate 
reduction or to a particular company 
adopting a plan whereby dividends are 
paid to insureds out of excess profits. 
However, agents and brokers do oppose 
any attempt to put the squeeze on them 
and to coerce them economically in vio- 
lation of the anti-trust laws of the 
United States and the State of New 
York. 

Supt. Cannot Fix Commission Rates 


‘Both the Federal and state laws pro- 
hibit the Superintendent of Insurance 
from fixing rates of commission. 

“It is of course elementary law that 


(Continued on Page 36) 
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Levison Brothers of San Francisco 


One of Leading Brokerage Firms 


The San Francisco insurance brokerage 
firm of Levison Brothers has as clients 
some of the leading mercantile firms in 
California, especially a number of the 
best known department stores and retail 
merchants. 
insurance family 
Mark Levison 


The story of this 
dates back to 1875 when 
lost his business and possessions in a 
Nev., and 
his fire 


¢ 


Virginia City, 
Francisco to get 


large fire in 
went to San 
insurance claim adjusted. Liking the city 
he looked around for a business possi- 
bility. The 
the insurance people 
Virginia 


only people he knew were 
he had met in con- 
City claim. 
insurance 


nection with his 
That led to his becoming an 
broker 

His: son, J. (By fs 


a general agency at the age of 15 and 


in San France’sco. 

vison, started with 
then joined the Anglo-Nevada Insurance 
Co., which in 1890 was bought by the 
Fireman’s Fund of which J. B. became 
president in 1917 and later chairman of 
the board. i 


Robert M. Levison 


The third generation in insurance is 
represented by his son, Robert M. Levi- 
son, who entered the business in 1920, 
spent three years in the home office of 
the Fireman's Fund, then a year in New 
York with the U. S. Casualty, Willard 
S. Brown and Frank & DuBois. This 
training period was followed by a six 
months’ stay in London, where he ex- 
perienced further basic training at the 


office of C. T. Bowring & Co. 
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Upon his return to San Francisco 
Robert decided to form his own broker- 
age firm together with his brothers. The 
firm is today owned by Robert M. Levi- 
son, and his son, Robert M., Jr. The 
latter, the fourth generation, was gradu- 
ated from Stanford, saw military service 


in World War II, and attended the 
Hartford Fire and Hartford A. & I. 
training school in Hartford. After that 
he worked with the Atlantic Mutual 
and the Insurance Co. of North America 
in New York City. On his return to 
San Francisco on March 1, 1949, he 
joined his father’s firm and has been 
keeping his nose to the grindstone ever 
since. 

Robert M. Levison, Sr., has been 
active in many civic activities and also 
in functions connected with Stanford 
University. He has been on the board 
of directors of Junior Chamber of Com- 


merce. At the present time he is vice 
president of the National Jewish Wel- 
fare Board. For the past eight years 
he has been disaster relief chairman of 
the San Francisco Chapter of the Red 
; Also, he is chairman of the con- 
committee of the Society of 
Brokers of California. 


( ross. 
ciliatory 
Insurance 


AMERICAN RE. DIVIDEND 
Directors of the American Re-Insur- 
ance Co. of New York have declared a 
dividend of 25 cents a share, payable 

March 15 to stock of record March 5. 





This agent profits from a famous name in protection! 


‘Personally | find that my customers are calling for an America Fore 


policy, where in the past they just purchased insurance and any policy 


was accepted. | think your ads help in this respect very much; | would 


always rather my customer name his carrier, then | know he is satisfied.” 


J. E. Daniels, Pensacola, Florida 
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This 


America Fore Advertisement 
appears currently in the following 


publications: 


*& THE SATURDAY EVENING POST * LIFE 
* NEWSWEEK XX TIME * FORTUNE 


& NATIONAL GEOGRAPHIC 
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Do you know 
the answer to— 








Royal-Globe has one good answer: 
It’s our AGENTS’ SCHOOL, a seven- 


week course designed to give you a basic “‘multiple-line” 
insurance foundation. 


ROYAL-GLOBE AGENTS’ SCHOOL has two classes a year. 
The next class starts on April 29th. Ask your ROYAL-GLOBE 
“multiple-line” fieldman for information, or write to our 
Education Dept. in New York for the course brochure 
illustrated above. 






CASUALTY * FIRE * MARINE + SURETY 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL TY COMPANY * GLOBE INDEMNITY COMPANY * QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY + STAR INSURANCE COMPANY OF AMERICA * AMERICAN AND FOREIGN 
INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. + THAMES 
& MERSEY MARINE INSURANCE COMPANY, LTD. + VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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America Fore Promotes Morris 
And Cote In Canadian Department 


W. E. Matchett, manager for Canada 
for the America Fore Insurance Group, 
announces changes in the Canadian de- 
partment. W. S. Morris, formerly man- 


ager of the Montreal branch office, has 
been promoted to assistant manager for 
Canada, and Marcel J. Cote, formerly 
superintendent of the Montreal western 
division, has been promoted to superin- 


- . 
W. S. MORRIS 


tendent of the Quebec Province. 

Mr. Morris was born in Wednesbury, 
Staffordshire, England, and went to Can- 
ada in 1911 where he received his educa- 
tion. He began his insurance career in 
1918 with the Royal Insurance Co. He 
later joined the Canadian Underwriters’ 
Association in Toronto. 

Mr. Morris joined America Fore in 
1927 as an examiner and was _ succes- 
sively promoted to chief examiner and 
special agent in charge of northern 
Ontario and the Maritimes. In 1947 he 
was appointed superintendent of the 
Montreal brokerage department while 
retaining supervision of the Ottawa re- 
gion and the Maritimes. He was ap- 


pointed manager of the Montreal branch 
in 1954, 

He is a member of the Insurance In- 
stitute of Montreal and the Quebec 
Pond of Blue Goose, and is also a mem- 
ber of the Montreal Amateur Athletic 
Association. 

Marcel J. Cote 

A native of Montreal, Mr. Cote at- 

tended St. Paul’s Academy, St. Willi- 





MARCEL J. COTE 


brord’s High School and Sir George 
William College. He joined America 
Fore in 1936 as a clerk and later be- 
came an examiner. In 1945 he became 
special agent for the Province of Quebec 
and in 1954 was appointed superintend- 
ent of the Montreal Western Division. 

In 1941 Mr, Cote enlisted in the Cana- 
dian Army and was commissioned a 
lieutenant in Les Fusilliers Mont-Royal. 
He served overseas with the Ist Cana- 
dian Parachute Battalion and took part 
in the invasion of Normandy with the 
64th British Airborne Division. 

Mr. Cote is a member of the Quebec 
Pond of Blue Goose and is a lecturer 
at the Insurance Institute of Canada 





American Integration In Mid-West 


The American Insurance Group an- 
nounces integration of branch office op- 
erations of the American Insurance Co. 
and American Automobile Insurance 
Co. at eight major mid-western loca- 
tions. 

Effective March 4 agents of the Amer- 
ican who formerly reported casualty 
business either to the Western depart- 
ment of the American at Rockford, 
Ill. or to the Chicago office of the 
American, will report to one of the 
newly integrated branch offices. On and 
after May 6, fire business of the same 
American agents will also be reported 
to these branch offices. 

In Chicago the branch office will be 
headed by Vice President Russell S. 
Chaloner, senior executive in charge of 
the office, and Vice President John G. 
McFarland, whose main responsibilities 
will relate to fire and marine lines, The 
address will be A-2025 Insurance Ex- 
change Building. 

In St. Louis, Resident Vice President 
Louis H. Antoine will supervise opera- 
tions, with offices at 1200 Pierce Build- 
ing. Resident Vice President W. J. Mc- 
Cord will head the Kansas City Branch 
with offices at 1700 Dierks Building. 

W. S. Ewald will continue as resident 
vice president in charge of the Detroit 
branch office at 1100 Guardian Building. 
In Indianapolis operations will be su- 
pervised by Resident Vice President 


William F. Koch, at 512 Guaranty Build- 
Woodward continues as 


ing. M. 





resident vice president of the Des 
Moines branch, at 206-218 Insurance 
Exchange Building, 

In Milwaukee the resident vice presi- 
dent is C. M. Latta, and the branch 
office is located at 208 East Wisconsin 
Avenue. Resident Vice President Car- 
roll E. Mavis is in charge of the Minne- 
apolis office. The office is located in the 
Prudential Building. 


Eifert and Waters Compete 
In Mexico for Golf Honors 


Alan F. Eifert and William A. Waters, 
two prominent New York City agency 
executives, respectively executive com- 
mittee chairman and president of the 
New York City Insurance Agents Asso- 
ciation, Inc., will be vying with each 
other next week for golfing honors at 
New York Athletic Club’s annual winter 
golf tournament to be held at Club de 
Mexico in Mexico City. 

year ago in the same tournament 
it was a nip and tuck fight between 
Messrs. Eifert and Waters and, in a 
play-off, Mr. Eifert emerged as tourna- 
ment champion. 

He will be a busy man next week in 
Mexico City as he is in charge of ar- 
rangements for the tournament in his 
capacity as chairman of the New York 
A. C’s golf committee. Perhaps this will 
slow him up a bit in the tournament 
play? It didn’t a year ago! 
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Pearl Assurance Company, Ltd. (United States Branch) 


Chief Office: 19 Rector Street, New York 6, New York 


*Bonds 
OVERDONE 2.2). SEI Bisse sb eoe es 
MAEIOAG, Sasso i oo ogo see sae kc ae es 
PANIC URGES <b casinos spk oa a ERS 
Industrial and Miscellaneous .......... 


*Stocks 


PMR SARL ac co 5 /caa aes ie 6-0. Maso gave he pace 
PEG a Ch GEPROLOS oo oo Siaccrareic ds asa be, 6 OS RTOS 
Banke and Insurance se5< ss oss. oincretels ees 
Industrial and Miscellaneous ........... 


Gashand Bank deposits:....¢ 005s. .cceaenes 


Premium balances receivable not more than 
days past due, less reinsurance prem- 

iums due to other companies .......... 
Reinsurance recoverable on paid losses due 
froin Ole COMIDANICS: 45.5 cies ede. xe 


UEP A EECEO ASSOIS) occ osc.s 0-5-3 Khitan cures 


FINANCIAL STATEMENT—December 31, 1956 


$ 9,932,747.76 


356,612.30 
38,680.18 

946,678.90 $11,274,719.14 
$ 335,600.00 
4,786,423.00 
3,000,679.30 
1,520,767.88 

9,643,470.18 

1,146,893.47 

865,585.09 

1,083,690.48 

160,693.78 

$24,175,052.14 


Totar Admitted ASSets: os diicsci see's 











Liabilities 

Unearned premium reserve ................ $11,452,303.86 
Losses in process of adjustment ........... 2,138,297.00 
BOSCH VE TOG AMON soe cckic oo cecs walble occ oé cs 307,036.93 
Reserve for all other liabilities ............ 1,085,187.81 
Contingency RES@Ives< ibe. ct acaens.- $ 505,754.05 
Siatulegy epost ins cio bin Last aes cn: 500,000.00 
SHUN PSs Wie acaicine ote ok wears eaitante ws dclbn aa 8,186,472.49 

Surplus to Policyholders ............ 9,192,226.54 

PROD Ds tails eect ED op. 0:0.0. 056% $24,175,052.14 








* Valuations on basis approved by National Association of Insurance Commissioners. 


Securities carried at $1,024,662.66 are deposited as required by law. 





The Monarch Insurance Company of Ohio 
Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


FINANCIAL STATEMENT—December 31, 1956 (New York Basis) 


Assets 
*Bonds 
Ga NER oy in is wpe a ee teets ed, o kere $12,707,747.93 
PEC bile) 2 Ie BEAR yet penne hin SORE ore TS WME gee eA cc 489,649.14 
He) SCD OSS Sa A a oP 113,156.48 
Industrial and Miscellaneous ........... 901,943.75 $14,212,497.30 
*Stocks 
ROCA a Wea, 2 Sint Btn Ca Nero singh neva ei 8 $ 209,714.00 
Patise sUenities sie Se ins ea Foals 5,666,885.00 
bepirl ee treebol eb fl Cy? ): (4 hl ar re ear 546,669.00 
Industrial and Miscellaneous ............ 1,611,124.63 $ 8,034,392.63 
Gaghsand Bank Geposits:. cc cic sa. nase cees 698,873.73 
Premium balances receivable not more than 
90 days past due, less reinsurance prem- 
iums due to other companies .......... 125,572.64 
Reinsurance recoverable on paid losses due 
from other companies ............++++: 734,976.48 
Others ACGAHIELOG: ASSETS reiis.aic 56's ok 5 dso nis vais 132,591.63 
Total Admitted Assets .............. $23,938,904.41 








Liabilities 

Unearned premium reserve ................ $11,452,302.86 
Losses in process of adjustment ........... 2,138,296.00 
WROSORVORTOT CANO isick occas cece cececicvdaocs 307,701.11 
Reserve for all other liabilities ............ 427,394.37 
Contingency reserve .............eeceeeee $ 652,459.20 
CARING Seach cde Sano h ee h hae ee os be 1,613,775.00 
PILES orci bok sia piaecuscn vate osdie adiedek wow 7,346,975.87 

Surplus to Policyholders ............. 9,613,210.07 

FROME AR Iee earaatra en Minch aru « 0.0. $23,938,904.41 


* Valuations on basis approved by National Association of Insurance Commissioners, 


Securities carried at $1,452,402.67 are deposited as required by law. 
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Blanchard to Retire 
From Columbia Post 


Is PROFESSOR OF INSURANCE 
Long Leading Pinus in Educational, 
Government, Legislative Fields ; For- 
mulated Columbia Courses 
Dr. Ralph H. Blanchard, Professor of 
Insurance at the Graduate School of 
Business at Columbia University, anc 
long one of the leading figures in in- 
surance education, legislation and other 
fields, will retire from teaching in June, 
1957. While he will give up his work 
at Columbia, he will continue his inter- 





DR, RALPH H,. BLANCHARD 


est in insurance as editor of the Mc- 
Graw-Hill Insurance Series and as a 
consultant. He will make his home in 
Plympton, Mass 

Having formulated, administered and 
taught the insurance courses at Colum- 
bia since their inception, Mr. Blanchard 
is one of the Schooi’s “elder statesmen.” 
But his activities are not confined to the 
academic field 

During recent years Mr, Blanchard 
has served as consultant to the Depart- 
ment of Defense, to the Legislative 
Drafting Research Fund of the Colum- 
bia School of Law in connection with 
its investigation of financial protection 
against atomic hazards, to the Bureau of 
Business Research of Boston U niversity 
in connection with its study of insur 
ance of commercial fishing craft, to the 
Aircraft Industries Association of Amer 
ica, and various other organizations. 


Other Government Services 


Other government agencies have used 
his services. Among them are the So- 
cial Security Board and Administration, 
for which he acted as consultant in 
1936-37 and since 1942, and for which 
he prepared a Survey of Accident and 
Health Insurance with the cooperation 
of the companies writing that business. 
He was a member of the Advisory Com- 
mittee on Insurance of the U. S. War 
Department from 1941 to 1945, and has 
also been consulted by the Treasury De- 
partment. 

His teaching career began when he 
returned to Dartmouth College, where 
he had received his A.B.. as assistant 
in Economics in 1911. The following 
year he was named Harrison Fellow 
at the University of Pennsylvania, and 
remained there until 1917 2s assistant 
and instructor in insurance at the 
Wharton School. Joining the Columbia 
University School of Business the same 
year as instructor, he attained the rank 
of full professor in 1927 
His comprehensive study of the insur- 
ance field and its problems has yearly 
brought him increased responsibilities 
and recognition from insurance groups. 
He served as educational director of the 
Insurance Institute of Hartford in 1917- 








SIZE AND STRENGTH 


to do the job right! 





That’s what you get when you place the insurance 
protection on your clients’ properties overseas through 
the American Foreign Insurance Association. 

More than two thousand carefully trained 
employees in offices located in 69 foreign countries 
assure quick, expert service and prompt settlement 
of all just claims. 
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AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e¢ New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
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ance and Annuity Association in 1926; 
as insurance adviser to the Commission 
to Study Compensation for Auto Acci- 
dents in 1929-31; as vice president in 
charge-of the Insurance Division of the 
American Management Association in 
1939-40, as director from 1940 to 1943, 
and from 1946 to 1949; as adviser to the 
Committee on Fire Insurance Rates in 
1939-42; and as a member of the Re- 
union Internacional de Tecnicos Asegu- 
radores in Spain in 1947. 


McGraw-Hill Editor 


One of Dr. Blanchard’s principal con- 
tributions to insurance education has 
been his work as editor of the McGraw- 
Hill Series, in which 18 volumes have 
appeared since 1924, eight of which are 
still in print, and revisions of two of 
which are in press. Two new titles are 
expected to be published during 1957. 
He is co-author, with Albert H. Mow- 
bray, of “Insurance,” one of the books 
in the series widely used as a text, 

Mr. Blanchard is a Fellow and past 
president of the Casualty Actuarial So- 
ciety, past president of the American 
Association of University Teachers of 
Insurance, a director of the Insurance 
Society of New York, and a member of 
the American Economic Association, the 
Insurance Education Directors’ Society 
and the American Management Associa- 
tion. He is an honorary member of the 
Fire Underwriters Association of the 
Pacific, the American Society of Insur- 
ance Management, and the Insurance 
Forum of San Francisco, and is a mem- 
ber of the National Panel of the Ameri- 
can Arbitration Association. 

He has been a member of the Ad- 
ministrative Board of the S. S. Huebner 
Foundation for Insurance’ Education; 
and a Fellow of the Insurance Institute 
of America. 

He has contributed numerous articles 
and reviews on insurance, and in 1949 
prepared a_ Dictionary of Insurance 
Terms for the Chamber of Commerce 
of the U. S. 

Soft-spoken but with practical realism, 
Mr, Blanchard outlines his often-listed 
course of study at Columbia as (1) haz- 
ards and prevention, (2) the insurance 
mechanism, (3) contracts and adjust- 
ments, (4) insurers (including — self- 
insurance), (5) agency and_ brokerage, 
(6) theory of probability, (7) rates, (8) 
reserve, (9) underwriting, (10) financial 
statements, (11) investments, (12) or- 
ganization of insurers, (13) state regu- 
lations, (14) use of insurance by in- 
sured, and (15) social insurance. 


HARRY HARRISON DIES 


Past President anil | Ree Chairman of 
Worcester Mutual Fire Was 79; 
Entered Insurance in 1894 

Harry Harrison, past president and 
treasurer and chairman of the board of 
the Worcester Mutual Fire, died at age 
79, on February 20 in St. Petersburg, 
Fla. Mr. Harrison began his insurance 
career in 1894 as errand boy for the 
Merchants and Farmers Mutual Fire of 
Worcester. In 1911 he was appointed 
special agent for New England for the 
Holyoke Mutual Fire of Salem. Two 
vears later he joined the W orcester Mu- 
tual as assistant secretary. 

He had been active with the company 
ever since, serving as assistant secretary, 
secretary from 1914 to 1942, treasurer 
from 1917 to 1948, and as president and 
treasurer from 1942 to 1948 when he 
became chairman of the board. Mr. 
Harrison had been a director of the com- 
pany since 1916. He was president of 
the Mutual Fire Association of New 
England from 1923 to 1925. He was a 
director of the National Association of 
Mutual Insurance Companies in 1930, a 
vice president in 1931 and president in 
1932. 

Born in Sheffield, England, Mr. Har- 
rison came to this country at the age ot 
18 months. He lived in Bridgeport and 
Southington, Conn., before going to 
Worcester when he was eight years old. 


18; as consultant to the Teachers Insur- 
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GIRARD INSURANCE COMPANY OF PHILADELPHIA, PA. 


ORGANIZED 1853 
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NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 
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MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 
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ROYAL GENERAL INSURANCE COMPANY OF CANADA 
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| | COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 
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YALTY GROU 


f ) Hame Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
| | Western Department: 120 South La Salle Street, Chicago 3, II 
Pacific Department: 220 Bush Street, San Francisco 6, Calif 
Southwestern Department. 912 Commerce St, Dallas 2, Tex 


Canadian Departments. 800 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver 3, B.C 4 








i Foreign Departments: 102 Maiden Lane, New York 5, New York 
; 206 Sansome St , San Francisco 4, Calif 
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Henry Field Dies; 

Agent in Springfield 
ALSO WAS PROMINENT BANKER 
One of Most Active Civic Leaders in 


Mass. City Was 86 Years Old; Was 
Director of Springfield F. & M. 





Henry A. Field, insurance 
agent and banking executive of Spring- 
field, Mass., the city’s most 
active civic half a 
century, died February 28 at Springfield 
Hospital. He was 86 years of age. Mr. 
Field was senior partner in the insurance 
firm of Field, Eddy & Buckley, chairman 
of the board of the Springfield National 
Bank, vice president of the Springfield 
Institution for Savings, and a director of 
several insurance and industrial firms. 
Mr. Field left no immediate survivors. 


prominent 


and one of 


leaders for nearly 


He was a founder of the Springfield 
Community Chest, now the United Fund 
of. Greater Springfield, and was presi- 


dent of Springfield Hospital for ¢ years. 
A trustee of Deerfield Academy, he had 


for 20 years been a trustee also of 
Springfield College and was a former 
president of the Greater Springfield 


Chamber of Commerce. 

In 1945, Mr. Field’s achievements were 
recognized when the Advertising Club of 
Springfield awarded to him the William 
Pynchon Medal for “his outstanding 
contributions to the good name and wel- 
fare of the community.” 

Mr. Field was born in Milford. He 
graduated in 1887 from Deerfield Acade- 
my and at the age of 20 went to Spring- 
field to enter the employ of the Phillips 
Manufacturing Company. 


Enters Insurance 


When the company went out of busi- 
ness in 1898, he became district man- 
ager of the Vacuum Oil Co., remaining 
with the firm 10 years until he resigned 
to enter partnership with B. A, Oppen- 
heimer in the insurance business. 

The firm of Oppenheimer & Field be- 
came one of the largest fire and liability 
insurance offices in New England. From 
March 1, 1908, Mr. Field’s companies 
have represented the Springfield Fire 
and Marine. In 1925 he withdrew from 
his partnership with Mr. Oppenheimer 
and formed the agency of Field, Eddy 
& Mulheron. That firm lasted three 
years and then was reorganized in 1934 
as Field, Eddy & Bulkley. 

A director of the Springfield Fire and 
Marine, the New England Fire and the 
Van Norman Company, he was vice 
president and director of the National 
Equipment rigid and a trustee of 
the agg field Street Railway Company 
and the Automobile Club of Springfield. 

He was president of the Child Guid- 
ance Clinic, the Springfield Chapter of 
the English-Speaking Union and a trus- 
tee of the Protestant E piscopal Diocese 
of ‘Western Massachusetts. 


Iowa Legislature Passes 
Qualification Measure 


An agents’ qualification bill, sponsored 
by the Iowa Association of Insurance 
Agents and the Iowa Association of 
Mutual Insurance Agents, has been 
passed by both houses of the Iowa Leg- 
islature. The bill passed the Senate by 
a vote of 47 to 0 but several minor 
amendments were added and the bill 
must go back to the House. The legis- 


lature is taking a 10-day recess so no 
further action is expected until after 
March 

The bill as passed requires all first- 
time applicants for licenses, after April 


1, 1958, to furnish proof of character and 
competency and to pay a $5 examination 
fee. The Senate in passing the measure 
amended it to exclude attorneys provid- 
ing surety bonds and _ transportation 
ticket sellers. The bill as originally 
drafted exempts county mutual and fra- 
ternal agents. Otherwise all fire and 
casualty and life underwriters would 
come under the provisions of the act. 





Danahy Statement 
(Continued from Page 30) 


a public official cannot do by indirection 
what he is prohibited from doing di- 
rectly. The independent filing under dis- 
cussion constitutes an act of economic 
coercion on the brokers and agents in 
violation of the anti-trust laws of both 
the United States and the State of New 
York. While the Superintendent of In- 
surance cannot fix the rates of commis- 
sion he can and in fact it is his duty 
to adopt as a cost factor in fixing rates 
a floor below which commissions would 
be inadequate and unreasonable. Other 


regulatory agencies dealing with food 
brokers and freight forwarders have 
adopted floors for commissions below 


which commissions would be considered 
inadequate or unreasonable. It is the 
position of the agents and brokers that 
the Superintendent of Insurance can fix 
a floor but cannot fix a ceiling as far as 
commissions are concerned. 


Federal, State Laws Prohibit Rebating 


“Tt has always been the law of the 
State of New York that any attempt on 
the part of agents, brokers or insurance 
companies to grant rebate would con- 
stitute discrimination and would be in 
violation of the law. Likewise, the Robin- 
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son-Patman Act in substance, prohibits 
rebating in trade and commerce gen- 
erally. The Robinson-Patman Act con- 
templates that all commissions must be 
paid to those who have actually earned 
the commissions and any attempt to give 
a price reduction by means of a rebate 
of commission is in violation of the 
Robinson-Patman Act. 

“Not alone is the Robinson-Patman 
Act made the law of the State of New 
York as far as insurance is concerned 
but even before the enactment of Public 
Law 15 any form of rebating was pro- 
hibited. If the only criteria for making 
rates was reduction of cost to the public 
then it would be necessary to repeal all 
rebating laws which are now on the 
books. 

“It is submitted that it is in the public 
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ation of its responsibility for the dangers of the 
— physical and economic. 
Agents must do their part in 
each community to bring 

safety on the highway and 











public's lack of appreci- 


sanity in the jury box. 














interest that agents and brokers created 
and licensed by the insurance law should 
receive a fair and reasonable commission 
for their services and that they should 
be protected by Chapter IX-d of the 
Insurance Law of any unfair trade prac- 
tices such as the independent filing in 
question.” 


ALBANY WOMEN MEET 
The Inurance Women of Albany, 
N. Y., held a dinner meeting at Jack’s 
Restaurant, Albany, February 28 with 
Doris M. Riddick presiding. 


N. Y. Dept. Rate Hearing 


(Continued from Page 29) 


statement are presented elsewhere in this 
issue. Both Mr. Schwab and Mr, Dan- 
ahy argued that an independent rate fil- 
ing, or a deviation, based solely on acqui- 
sition cost without taking into effect 
other cost factors is highly unfair and 
amounts to indirect regulation of com- 
missions by the Insurance Department, 
and also endz ingers the rights of private 
contract between a producer and his 
principal, the insurance company. 


Mr. Schwab presented to the New 
York Department statistics from an 
agency cost survey made a few years 


ago by the National Association of In- 
surance Agents. Mr. Schwab headed the 
NAIA committee conducting the survey. 
This revealed that agency profits, par- 
ticularly for small agencies, are them- 
selves small, after allowing a fixed sum 
in expenses, as salary for the owner. Mr. 
Schwab stated that a cut of 5% in pres- 
ent average commissions on dwelling 
business would eliminate all profits on 
agencies depending largely for their in- 
come from that class of risk. 


Sees All Losing on Dwelling Risks 


Mr. Schwab told Supt. Holz and other 
members of the New York Department 
at the hearing that a 25% commission 
to an agent does not actually bring him 
25% of premiums written. All agents 
receive some brokerage business on 
which they share the gross commission 
and all agents find it necessary to write 
some business through other agents, 
where again the compensation must be 
split. Mr. Schwab believes not only that 
most agents are losing money on dwell- 
ing house business, with its small indi- 
vidual premium, but he made the state- 
ment that he feels insurance companies 
likewise are losing money on these risks, 
due to the high costs of handling. 

H. Sumner Stanley, now associated 
with the Factory Insurance Association 
in an executive capacity but until No- 
vember 1, 1956, general manager of 
NYFIRO, was on the witness stand 
several hours. He stated that the North 
America Companies loss ratio on ex- 
tended coverage business was above 
average before a rate boost in 1955 and 
that for the years 1951-1955 those com- 
panies had a nationwide loss ratio of 
over 65% and an underwriting loss, on 
earned basis, of over $12,500,000. On fire 
business there was an underw riting profit 
which more than offset the EC loss. Mr. 
Stanley ‘held that the North America 
Companies used “an improper statistical 
procedure” in arriving at figures showing 
a 16% profit on dwelling risk in New 
York after the current rate reductions. 
There was considerable discussion on 
how much weight to give to certain 
figures to give them credibility in rate- 
making L. H. Longley-Cook, actuary of 
North America Companies, underwent 
considerable questioning by Sen. Kap‘an. 
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Proudly we 
Say— 


With justifiable pride we present this 
our 105th Annual Financial Statement 
for the year 1956, which reflects con- 
tinued growth and strength, and sound 
protection for our many policyholders. 

In this our Anniversary Year, we 
salute with pride the thousands of Agents 
and Brokers throughout the World, who 
have through their counsel and service 
supplied insurance protection to our 
policyholders. 

105 years is a long time. Proudly we 
say — Hanover has in good and bad times, 
met its every just obligation to its policy- 
holders, and rewarded its stockholders by 
declaring and paying a dividend every 
year since 1853. 


Chow Amora 


President 
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1 
Annual Statement 
as of December 31, 1956 
ASSETS 
Cash—In banks and in office..........eeeee005 $ 2,610,142 
Bonds: 
Lane States Government,...... $11,207,789 
New Housing anol ° , 
Government of Canada.. 
State and Municipal........ 
Industrial and Mitedleniates.. Rives 29,819 25,540,852 
Preferred Stocks: 5 
Public Utility.............. wees 25410,370 
I s5h05 eck Sedaineve eee 317,750 
Industrial and Miscellancoes eels __ 2,069,750 4,797,870 
Common Stocks: 
RIOR... coed tecdaseoeeee 3,717,104 
Fumue WUNRY... .ss.cs.c0 cocsees 35121,500 
WMO ces hcg. ocRcbncne eeee 1,089,000 
Industrial and Miscellaneous..... 13,572,340 22,099,944 
Fulton Insurance Company...........++00+ seees 4,554,387 
Agency Balances not over 90 days du€...esee e+e 2,722,701 
Other Admitted Assets.:...........006 ceccceses 7,353,408 
Total Admitted Assets. ............4 seeees+ 369 670,304 
LIABILITIES 5 
Reserve for Uncarned Premiums..,........000-+: ; ~$25, 709,249 
Losses in Process of Adjustment.......... aoweve 7,931,276 
Reserve for Federal and Other Taxes............. 695,300 
ene for all other Liabilities.......... Miseoese 6,829,781 
— Stock—$10 par....... eevee $ 5,000,000 
untary Reserve......... eeeedees 500,000 
Net PUN DINE. chnd dvs vawatese sooesss 23,013, 698 
*Policyholders’ Surplus....cceceessss+++* : 28,513,698 
NO aaa ee ooce tee ewes ene rane sae $69, 679, 1,304 





*Bonds and stocks have been valued in accordance with the re quire- 
ments 0 doo National Association of Insurance Commissioners. 
On the basis of December 31, 1956 market quotations for all bonds 
and stocks owned, TOT: ‘AL AD MITTED ASSETS would be 
$67,533,206 and POLICYHOLDERS’ SURPLUS $26,367,600. 

Securities carried at $2,026,097 in the above statement are 
deposited for purposes required by law. 
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Boston Group Gain In Premiums 
In 1956; Underwriting Loss Shown NORTHEASTERN 1956 REPORT 


Net premiums written for 1956 totaled 
$50,961,969, an increase of 7.4% over 1955, 
it was announced by Cyril S. Hart, presi- 
dent of the Boston Insurance Group, at 
the 83rd annual meeting of the Boston 
Insurance Co. and the 5lst of the Old 
Colony. 

“Our operating results reflect the im- 
pact of one of the most difficult years 
from the standpoint of underwriting loss 


ever experienced by the casualty and 
property insurance industry,” said Mr. 
Hart. “Historically, it has been most 


unusual for the majority of the major 
underwriting classes to be unprofitable 
in any one year, and 1956 was completely 
abnormal in this respect. Consequently, 
our companies did not receive the bene- 





Net premiums written..................+. 
Increase in unearned premium reserve... 
Losses and loss adjusting expenses incurred.......... 
Ratio to premiums earned..............++- 
Underwriting expenses incurred.......... 
Ratio to premiums written............... 
Statutory underwriting loss..............- 
Increase reserve equity............seeeeee 
Net investment income (before Federal income tax).. 
Realized capital gains..........---sseee.- 


Assets 


Ganital and surplus*......... 5000-00205 


fits which usually accrue from a multiple 
line operation. 

“Although there was no repetition of 
the East Coast hurricanes of 1954 and 
1955, a multiplicity of smaller wind and 
hail catastrophes occurred throughout 
the mid-continent and hurricane Betsy 
struck Puerto Rico with full force. These 
storms accounted for losses approxi- 
mating $1,051,000, equivalent to about 
20% of our statutory loss. 

“The increase in frequency and sever- 
ity of automobile accidents, so well illus- 
trated by the carnage wrought on our 
highways over the year-end holiday 
period, has dramatized the need for 
remedial action.” 

Highlights of the 1956 report were as 
follows: 


1956 1955 

eT $ 50,961,969  $ 47,407,895 
ee ri 2,37 1,4 54 1,400,726 
31,672,874 29,431,822 

job ungur bane 65.18% 63.97% 
Bras 22,114,681 20,147,056 
yes 43.39% 42.49% 
Re eae 5,197,040 3,571,709 
SE ae 960,575 520,854 
2,561,355 2,481,064 

bet At 1,715,837 1,707,001 
peecelceree gr egre 105,913,443 
pseu ok Sear 40,463,163 44,909,803 


*If bonds were stated at amortized values, assets would be $106, 306,852 and policy- 


holders’ surplus would be $42,560,762. 





PROVIDENCE WASHINGTON 





President Carr Cites Unsatisfactory 
Underwriting Results; Earned Loss 
Ratio for the Group Was 62.9% 
President Roy E. Carr of the Provi- 

dence Washington of Providence, R. I, 

reported at the 158th annual meeting 

last week that underwriting results of 
the company, like those of the insurance 
industry generally, had been unsatisfac- 
tory. The company and its wholly owned 
subsidiary suffered an operating loss of 
$435,684 before realized capital gains in 
the amount of $574,784. The operating 
loss, Mr. Carr said, was attributable to 
a statutory underwriting loss of $1,583,- 
598 and net investment income of 


$1,147,914. 

Stockholders reelected G. Maurice 
Congdon and Richmond Viall to the 
board of directors. All officers of the 


company were reelected, and a dividend 
of 25 cents a share was declared payable 
March 28 to stockholders of record 
March 7. 

Mr. Carr reported that the earned loss 
ratio for the Providence Washington 


Insurance Group was 62.9% and the 
written expense ratio 45.5%. The in- 
creased loss ratio, he said, was due 


principally to a large increase in losses 
in automobile insurance, fire insurance 
and assumed reinsurance of contract 
bonds. The total expense ratio rose as 
a consequence of higher commissions, 
brought about principally by adjustments 
in treaty reinsurance commissions. Ex- 
penses other than commissions and taxes 
were lower than the previous year. 


ANGELA R. PARISI’S SAFETY TALK 

Angela R. Parisi, chairman, New York 
State Workmen’s ‘Compensation Board, 
will speak at the Women in Industry 
session of the 27th annual safety con- 
vention in New York’s Hotel Statler on 
March 19. The title of her talk will be 
“Accident Prevention as Part of the 
Modern Workmen’s Compensation Con- 
cept.” 


McQuade President of 


Fulton Corporations 
J. T. McQuade, who has been with 
R. A. Fulton & Co., Inc., of New York, 
and the Fulton P. & I. Underwriting 
Agency, Inc., for 28 years, has been 
elected president of both corporations, 
succeeding R. A. Fulton, who becomes 
chairman of the board. Mr. Fulton has 
long been a leading figure in the field 
of. protection and indemnity writing. 
R. M. Noack was elected executive vice 
president of Fulton P. & I. Underwriting 
Agency, Inc. 


Texas Pool to Write 
Sub-Standard Auto Risks 


Organization of the Texas Physical 
Damage Poo] for the purpose of writ- 
ing sub-standard auto physical damage 
lines was announced in Houston last 
week by Rolan G. Kennell, manager. 
The new pool is composed of a group of 
stock fire and casualty companies and 
Lloyds of London. Members of its ad- 
visory board, in addition to Mr. Kennell, 
are: D. D. Dominey, president, Georgia 
Casualty & Surety; R. R. Kaplan, presi- 
dent, State Fire & Casualty, and Elmer 
Oberg, assistant manager, 
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Reinsurance Company Shows Admitted 
Assets of $14,316,200 and Surplus to 
Treaty Cos. $3,509,077 

The Northeastern Co. of Hartford 
closed 1956 with admitted assets of 
$14,316,200 and surplus as regards treaty 
companies of $3,507,077. Net premiums 
written amounted to $9,675,724 and after 
losses, expenses and increase in un- 
earned premium reserve the company 
had an underwriting loss of $505,756. 
There was an investment gain of $266 
780, and an over-all net gain of $25, 148, 
from underwriting and investments after 
Federal income tax recoverable and re- 
serve adjustment. 

President W. L. Cobb states in his 
annual report for 1956 with respect to 
results on each line of business: 

“Fire and allied lines. In this group 
our premium income showed an increase 
of $16,779 to $5,609,296 with an earned 
premium loss ratio of 61.6% to earned 
premiums of $5,532,214. This produced 
a pure underwriting loss of $230,314, in- 
creased by $41,333 representing com- 
mission equity in_an increase in the 
premium reserve. The final result was a 
statutory underwriting loss of $271,647. 

“Ocean and inland marine. Here our 
premium income increased by $58,112 to 
$741,771 and with an earned premium 
loss ratio of 72.8% on earned premiums 
of $747,246, we established a pure un- 
derwriting loss of $4,879. This loss was 
decreased by $1,423 representing the 
commission equity in a decrease in the 


premium reserve and the result was 
a net statutory underwriting loss of 
$3,455. 


“Casualty lines. Our premium income 
increased by $165,043 to $3,324,655 and 
with a loss ratio of 54.3% to earned pre- 
miums of $3,262,243, we had a pure un- 
derwriting gain of $9466. This gain, 
however, was more than offset by the 
temporary loss of $28,085 representing 
the commission equity in an increase in 
the premium reserve and the final result 
was a net statutory underwriting loss of 
$18,619. However, this statutory loss of 
$18,619 was more than absorbed by a 
reduction of $43,769 in complying with 
Insurance Department requirements that 
loss reserves on bodily injury be in- 
creased from a per case basis to 60% 
of the earned premiums for this par- 
ticular hazard. On the basis of our 
loss experience, the total reserve under 
this heading, as carried in our previous 
year’s statement in the amount of $287,- 
403 was reduced at the end of 1956 to 


$243,633. 

“Our underwriting operations pro- 
duced a pure underwriting loss of 
$437,761, compared with a statutory un- 


derwriting loss of $505,756. The com- 
—_— acquisition and operating expenses 

ere $4,301,230 or 444% of premiums 
wiitten. Losses and adjusting expenses 
amounted to $5,746,231 or 60.2% of pre- 
miums earned.” 
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Texas Committees Probe 
ICT Company Troubles 


Two separate investigating committees 
of the Texas legislature to inquire into 
causes of the insolvency of the ICT In- 
surance Co., Dallas, now in temporary 
receivership, were officially launched last 
week by unanimous vote of each house. 
The adopted resolutions empower the 
probers to look into “any other matter 
which may have a bearing upon the 
suspicious activties of insurance com- 
panies,” as the Senate directive out- 
lined the scope, 

The House committee, headed by Rep. 
Scott McDonald, Fort Worth, was the 
first to get under way by questioning 
John Osorio, chairman of the Board of 
Insurance Commissioners, who used the 
word “fraud” in discussing certain oper- 
ations of the ICT under the manage- 
ment of Jack Cage & Co. Mr. Osorio 
also said that the stricter laws enacted 
in 1955 were in part responsible for 
bringing the ICT Insurance Co. situation 
to a head. 

Other witnesses included Tor: Robin- 
son and E. B. Kelley, chief examiners, 
who declared that 128 companies were 
formed before present laws regulating 
capital and surplus went into effect and 
that there is no law to prevent a man- 
agement firm from operating in the same 
manner. 


Central Mutual Reports 


Underwriting Profit 

The Central Mutual of Van Wert, 
Ohio, has completed its first full year 
of multiple line experience with an un- 
derwriting profit of $2,259,236, according 
to L. G. Purmort, president. Net pre- 
miums increased $2,054, 848 to $24,613,912. 
Assets increased $2,378,000 ito $45,943,000 
and surplus to policyholders increased 


$504,000 to $14,388,000. 


MOYLAN AG-EMPIRE SPECIAL 

The Agricultural and Empire State 
Insurance Companies announce appoint- 
ment of John E. Moylan as special agent 
in the Boston field office. Assisting State 
Agent Raymond C. Parker, Mr. Moylan 
brings to the field five years of multiple- 
line experience. He will service eastern 


Massachusetts and Rhode Island. 
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W. E. McKell Gives Good 
Report of 1956 Results 


FOR THE AMERICAN SURETY 





Combined Net Profit for Year Was 
$592,053 Before Taxes; Notes Orderly 
Expansion Into Multiple Line Field 


William E. McKell, president of Amer- 
ican Surety, hailed 1956 as a “year of 
noteworthy progress” in his annual re- 
port released this week. Foundations 
were firmly laid, he said, during the past 
year for continued orderly expansion of 
the company’s multiple line operations in 
the United States and throughout the 
Americas. 

Pointing to an increase of over 6% in 
net premiums written which brought the 
total to $40,407,033, Mr. McKell said that 
this gain compared favorably with the 
industry average. He also noted that 
American Surety’s entry as a direct 
writer of fire and allied lines of insurance 
“produced results exceeding expecta- 
tions.” His report also brought out: 


Expansion Into Life Insurance 


“In recognition of the accelerated in- 
terest shown by general insurance agents 
and brokers in life insurance, The Amer- 
ican Life Insurance Co. of New York 
was organized by your company. A\l- 
ready licensed in New York, it is planned 
to extend its geographical scope as rap- 
idly as circumstances justify in the 
sound conviction that the complete fa- 
cilities thus afforded will add materially 
to the prestige and growth of the entire 
American Surety Group.” 

Mr. McKell continued by pointing to 
1956 investment earnings of $1,937,159, 
equivalent to $1.61 per share, which en- 
abled the company to show a combined 
net profit of $592,053 before taxes, or 49 
cents per share after a statutory under- 
writing loss of $1,345,106 for the year. 

Net profit from all operations after 
provision for Federal income tax was 
$460,778, equivalent to 38 cents per share, 
Ona consolidated basis, including oper- 


ations of the Canadian and Mexican 
subsidiaries, earnings applicable to 
American Surety stockholders were 
$557,070, or 46 cents per share. For 
1955, met underwriting profit was 
$469,339. 


Rise in Rate Level Not Sure Panacea 


“Rate deficiencies would appear to be 
implicit under the circumstances,” Mr. 
McKell stated, “but a rise in the general 
rate level is not a sure and certain 
panacea of and by itself. It is undeni- 
able that rates in a number of lines have 
not been sufficient to take care of the 
losses incurred. Certain increases have 
already been approved, and sympathetic 
consideration by many State Insurance 
Departments is anticipated on other 
pending or contemplated filings. 

“The fact that adverse results were 
not limited to one class of business or 
one type of company is significant and 
suggests a sharp look at other elements 
of the over-all picture. 

“Further activities in the field of loss 
prevention are indicated. Regardless of 
the type of exposure, this fundamental 
function of insurance serves a humane 
and economic interest second to none, 
and enables the public to buy protec- 
tion at reasonable prices for its true 
purpose: cushioning the financial loss 
when, in spite of all precautions, disaster 
strikes. 

“Claim climate is another area in 
which there is much to be done. Infla- 
tion itself has an inevitable effect on the 
size of claims and losses, but there is 
(Continued on Page 46 


E. MILTON SMITH RETIRES 





Fidelity & Deposit V.P. Is Succeeded by 

N. A. Burgoon, Jr.; Recognized as 

Foremost Contract Bond Authority 

The Fidelity & Deposit and American 
Bonding have announced the retirement 
of Vice President E. Milton Smith and 
the appointment of Norman A. Burgoon, 
Ir; to succeed him as head of the com- 
panies’ contract department. 

Considered one of the country’s fore- 
most contract bond authorities, Mr. 
Smith has been associated with the 
F. & D. and its affiliate for 47 years and 
has been in charge of their contract 
department since 1948. A graduate of 
the University of Maryland law school 
and a member of the Maryland bar, Mr. 
Smith has served for many years on the 
contract bond committee of the Surety 
Association of America and is a director 
is the Bureau of Contract Information, 
nc. 

A member of the contract department 
since 1935, Mr. Burgoon was appointed 
associate manager in 1948 and in 1955 
was advanced to manager. He is a direc- 
tor of the Bureau of Contract Informa- 
tion, Inc., and for the past year has 
served as chairman of the contract bond 
advisory committee of the Surety Asso- 
ciation of America. A native Baltimorean, 
Mr. Burgoon is a graduate of the Uni- 
versity of Baltimore law school and a 
member of the Maryland bar. 


INSPECTION BILL HELD OVER 

The Arizona legislature has held over 
a bill providing for compulsory motor 
vehicle inspection. 


N. Y. Bar Assn. Urges Further Study 





Ot Workmen’s Compensation Costs 


High workmen’s compensation costs 
in New York State are due in part to 
a tendency to construe the workmen’s 
compensation law in a way not contem- 
plated by the Legislature when the law 
was enacted. This is one of the conclu- 
sions of a special committee of the New 
York State Bar Association appointed 
in 1954 to study the workmen’s compen- 
sation law and to cooperate with the 
Moreland Act Commission investigating 


operations and procedures under that 
law. The committee’s report, released 
this week, reviews the origin, history 


and the administrative and judicial inter- 
pretations of the act. 

Specific areas in which the committee 
believes there has been a departure from 
the statutory intent include a broadening 
of the definitions of “accident” and “oc- 
cupational disease,” the granting awards 
in cases where there is no loss of wages 
or impairment of earning capacity, the 
payment of compensation for question- 
able disabilities and for injuries caused 
by personal acts unrelated to the job. 
More Liberal Coverage Acts as Barrier 

The committee noted that these inter- 
pretations have had the effect of trans- 
forming what was intended to be a new 
system of employer’s liability for acci- 
dents into a general health insurance law 
based on social concepts. Although in- 
tended to provide partial restoration of 
lost income in all accident cases regard- 
less of fault the committee finds it is 
being refashioned, through construction, 
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ASSETS 


$24,113,509.69 
1,755,616.91 
77,916.97 
499,835.12 
55,168.90 





$26,502,047.59 


. 6,234,957.97 
2,859,615.00 
3,253,640.88 
7,153,833.74 
2,000,000.00 
5,000,000.00 
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into a statute granting damages regard- 
less of economic loss. Also mentioned 
is the fact that the public has an interest 
in the compensation system because the 
cost of all awards is added to the price 
of the employer’s product and passed 
on to the consumer. It is asserted that 
the more liberal coverage thus generated 
acts as a barrier against the granting of 
higher benefits to those who need, and 
are entitled to, the law’s protection. 


Areas for Further Study 


Areas for further study recommended 
in the report include the redefinition by 
statute of some of the law’s basic con- 
cepts, finding more reliable medical pro- 
cedures for evaluating questions of eti- 
ology and industrial disability, and broad- 
er court review of rulings made by the 
Workmen’s Compensation Board. Con- 
siderable emphasis is placed on the need 
of finding better qualitative standards 
for selecting referees and giving them 
tenure of office. 

Other matters dealt with in the report 
include: the importance of accident pre- 
vention, rehabilitation, revamping the 
Second Injury Law designed to encour- 
age the hiring of the physically handi- 
capped, and integrating workmen’s com- 
pensation coverage with other forms of 
income protection. 

The committee emphasized the need 
for a more unified approach to the 
problem by the medical and legal pro- 
fessions and urges greater cooperation 
between labor and industry in seeking 
legislative solutions which will best serve 
the public interest. 

The report, which has not been acted 
upon by the Association, will be sub- 
mitted to Governor Harriman, to the 
members of the legislature and to others 
interested in the operation of the work- 
men’s compensation law. 

The chairman of the special. committee 
is James J. Beha, New York City lawyer, 
who is the son of the late James A. 
Beha, general manager, National Bureau 
of Casualty Underwriters. The editing 
and indexing of the 123 page report, 
which is extensively annotated, was done 
by Noel S. Symons of Buffalo. Other 
members of the committee are James S. 
Kernan, Jr., Utica; Andrew V. Clements 
and Fred J. Murray of Albany; Max 
Goldman, Auburn; C. Addision Keeler, 
Binghamton; Salvatore M. LoMonaco, 
Rochester, and Hubert C. Stratton, Syra- 
cuse. 

Miss Jeannette H. Harris of New York 


City, the only member of the committee 
who did not concur, filed a separate 
report. 
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R. V. Alger Explains How to Close Up 
Gaps In New Jersey Compensation Act 


Asbury Park, N. J., March 4—Work- 
men’s compensation insurance with par- 
ticular emphasis on New Jersey risks 
and the retrospective rating plans ap- 
proved last November was the theme 
of the talk here this afternoon of Ray- 
mond V. Alger, secretary, compensation 
and liability-indemnity department, Trav- 
elers Insurance Co. Spez aking at the 64th 
mid-year meeting of the New Jersey 
Association of Insurance Agents, Mr. 
Alger said that the compensation act in 
this state is broad; that it applies to all 
workmen except casual employes, “if in 
connection with an employer’s business 
as employment, the occasion for which 
arises by chance or is purely accidental ; 
or, if not in connection with any business 
of the employer, as employment not 
regular, periodic or recurring.” 

Despite the broadness of the act, the 
speaker said there are gaps in coverage 
which require supplemental insurance 
In addition, there are other exposures 
for which recommendation should be 
made for additional coverage. He di- 
vided New Jersey risks into four major 
core ls a risks such as 
stores, contracting concerns, factories 
and domestic servants and farm labor. 
Mr. Alger then brought out: 


Where Additional Coverage Is Needed 


“If any insureds in these categories 
never have any employes go out of New 
Jersey or on shipboard to do work, we 
can conclude the policy adequately cov- 
ers. However, just as work is 
done outside the state or on shipboard, 
there is no coverage for compensation 
under the laws of any other state or 
under the U. S. longshoremen’s and har- 
bor worker’s compensation act known as 
the U.S.L. act. The policy does afford 
New Jersey compensation under its 
extra-territorial provision anywhere in 
the world. Also under Coverage B it 
affords insurance in New Jersey and 
anywhere in the U. S. A., its territories 
or possessions or in Canada, if the 
operations are necessary or incidental to 
the operations in New Jersey. But if 
they aren’t so considered, there is no 
coverage.” 

To be on the safe side the speaker 
recommended that U.S.L. coverage be 
specifically extended for any risk where 
there is any possibility of doing work 
on board a ship in navigable waters of 
the United States. With respect to the 
possibility of work in any other state, 
particularly if the compensation benefits 
are higher than New Jersey and if a 
specific job is to be done, such as con- 
tracting work, that state or states should 
be included in the schedule or an “all 
states” endorsement should be attached 

“For any risk that operates in several 
states including New Jersey, all 
involved, except, of course, the monopo- 
listic State Fund states, must be in- 
cluded. In addition, an ‘all states’ en- 
dorsement will afford coverage in other 
states until so-called statutory 
can be endorsed on the policy,’ 

Mr. Alger explained that the “all 
states” endorsement is not re: ally a legal 
extension of coverage but it been 
recognized by insurance carriers and 
state authorities “as a means of carrying 
out the intent of the insured inasmuch 
as it provides for the preparation of 
statutory coverage...” 


soon as 


states 


coverage 


has 


Domestic Servants and Farm Labor 


ee 

The speaker also noted that the New 
Jersey act is peculiar in that it includes 
domestic servants and farm labor but 
does not require that insurance be car- 
ried. Giving a few specific 
coverage is advisable, such as for clean- 
ing women or baby-sitters, Mr. Alger 
urged that agents make sure that their 
insureds are protected by compensation 


cases where 


insurance. “You will certainly want to 
give this feature of the New Jersey law 
your attention,” he declared, “so that 
you will not be embarrassed if an acci- 
dent occurs and you will have to tell 
your policyholder he has no insurance.” 


Retrospective Rating Plans 


Mr. Alger then spoke of the approval 
last November 1 of premium discount 
and two retrospective rating plans in 
New Jersey, and said: “While the plans 
are restricted to compensation and on 
an intrastate basis, your competitive 
position has been improved. Having 
seen the advantages that accrued to 
risks and to agents and brokers when 
retrospective rating plans are available 
on a combination of lines and on an 
interstate basis, I hope that it won’t be 
too long before you have them available 
in New Jersey. Your desires as ex- 
pressed individually or through your 
association will help speed the day.” 

Further proof of the value of retro- 
spective rating plans, he continued, “i 
the fact that your largest competitor in 
New Jersey has gone on record with 
its policyholders as being opposed to 
their use.” In this connection he advised 
his agent audience to point out what 
compensation laws as administered by 
the insurance industry have brought out. 
His own company, the Travelers, pio- 
neered in safety work even before com- 
pensation acts became effective and has 
spent over $100,000,000 up to last Decem- 
ber 31 in promoting safety. Thus, he 
spoke from first hand knowledge when 
he said: “Effective safety work by the 
insurance company, coordinated with a 
safety-minded insured and actively sup- 
ported by the agent or broker, can trans- 
form a poor risk into a esd one and 
mi: ake a good one even better. 

“In large measure, then, the passing 
of the old working conditions and the 
advent of the modern work place can 
be attributed to the compensation laws 
as implemented by enlightened employers 
spurred on by aggressive action of in- 
surance companies and their agents and 
brokers. With the added impetus of the 
retrospective rating plans, results in New 
Jersey can be even better.” 


MARRIOTT IN NEW YORK 

William Marriott, accident underwriter 
of B. D. Cooke & Partners, Ltd. of Lon- 
don, England, is in New 
weeks’ business visit. While here 
make his headquarters at 
\gency Managers Ltd., Ben 
D. Cooke is 


York on a 
three 
he will 
of which 


managing director. 
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(Continued from Page 28) 


ers in the state—“a far cry from the 
impression that everybody 
getting a refund,’ he com- 
mented. “The crux of the matter is 
proper classification as a risk. If an 
owner has been put in the wrong class, 
he has been overcharged—and can ex- 
pect a refund. If he has not been, then 
he will not be getting any money back. 
The only way to make certain is for 
sach owner to check his policy with his 
insurance agent. All of the members 
of this association will be glad to render 
this service to any car owner—regardless 
of whether they are clients or not. 
“This entire case supports our stand 
for more rigid qualification of insurance 
agents. For the past two years, we have 
been urging passage of a stronger quali- 
fication law. Costly mistakes like this 
one prove the danger of continued delay.” 


Membership Now Exceeds 1,500 


Mr. Miller was glad to report that 
the New Jersey association’s member- 
ship has increased steadily, now being 
slightly over 1,500 again. Notable gains 
were made by the county associations 
in Bergen, Camden, Cumberland, Essex, 
Gloucester, Monmouth, Ocean and Som- 
erset. 

He expressed thanks to the 
tion’s staff for fine cooperation, 
that Charles J. Unger, executive secre- 
tary-treasurer, has done a lot of travel- 
ing in the past six months; that his 
importance cannot be over- emphasized. 
“We are now trying to find an assistant 
for him who can handle much of the 
details.” Tribute was also paid to Samuel 
R. Worthington, executive committee 
chairman, for his generous help as well 
as other members of his committee. He 
did not overlook Roy H. MacBean, state 
national director; Insurance Commis- 
sioner Charles Howell and Tim MeNich- 
las, his deputy. 


mistaken 
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Committee Activity 


Speaking of committee activity, Mr. 
Miller gave closeups of (1) the educa- 
tion committe’s work headed by Emile 
Karam, complimented him for the well 
attended fall semester of the School of 
Insurance in Newark, and said that the 
spring term semester is already fully 
subscribed. (2) The public relations 
committee, headed by Peter Wilhelm 
which has worked closely with John 
Edwards of Hackensack, public relations 
counsel of the association. (3) The a¢ci- 
dent prevention committee, closely allied 
with public relations, which is chair- 
manned by Milton Grannatt. (4) The 
finance committee, headed by Mr. Franz, 
who reports that “our financial condition 
is sound.” 

Among other matters Mr. Miller said 
the casualty committee under Robert L. 
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Darrell is working on the matter of 
commission on assigned workmen’s com- 
pensation business. This subject is up 
for consideration of the Compensation 
Rating Bureau of New Jersey, he said. 
Mr. Darrell has also discussed matters 
relative to manual discrepancies, asking 
the National Bureau for clarification on 
medical payments on garage risks and 
extension under the new broad form 
storekeepers’ contract. 

Mr. Miller also referred to the work 
of fire and allied lines committee, head- 
ed by Sol Holland, which is concentrating 
its attention on broadening and clarify- 
ing the package policies. He noted that 
the fire prevention committee under 
Edward McDermott has organized and 
played important roles on municipal fire 
safety committees, has placed posters on 
display, made inspections and conducted 
lectures and fire drills in many schools 
throughout the state. 

In closing Mr. Miller said: “The first 
half of my term has been interesting 
and exciting. The best part of my job 
as president is the friendships made and 
strengthened. . . . I am looking forward 
to the coming six months and believe 
that we shall accomplish many worth- 
while things for the New Jersey asso- 
ciation. In these days of deviation, direct 
writer competition, direct billing, six 
month policies and other dangers, I 
urge you to hold on. Better days are 
coming.” 

MacBean’s Report 


The report by State National Director 
MacBean, presented yesterday, was in 
the nature of a progress report with 
particular reference to the disposition 
of problems which came up at NAIA’s 
national convention in New York City 
last fall. He reported that “some tangi- 
ble results” have been accomplished 
since this meeting. One of the most 
gratifying, he indicated, is that most of 
the states now have available a form 
of uninsured motorists protection. This 
subject, he said, is now being investi- 
gated in New Jersey because of its 
extra-territorial coverage which improves 
upon the state’s unsatisfied claim and 
judgment fund law. 

Mr. MacBean advised that progress 
is being made with respect to Federal 
flood indemnity. A producers’ committee 
has been formed on which Archie M. 
Slawsby of NATA’s executive committee 
is serving, and while no decision has 
been reached in Washington as to the 
rate of compensation for agents’ services 
in the flood indemnity program, it has 
been indicated that producers will be 
paid a modest “fair and reasonable rate” 
not yet decided. 

J. Homer Donica, assistant secretary, 
America Fore Group, spoke at_ this 
morning’s session of “The Commercial 
Property Form and the Office Contents 
Policy,” going into detail on coverage 
as well as exclusions in each. He indi- 
cated that both were important new 
coverages which should be pushed by 
insurance agents. His talk will be re- 
viewed in next week’s issue. 

Guy Fergason of Chicago, insurance 
placement and management consultant, 
also spoke this morning on “Short Cuts 
Around the Office” and his address is 
reviewed on another page. 


Woodbury | h Speaker 


Luncheon speaker today was Louie 
Woodbury, Jr., NAIA vice president, 
who said in part: 

“In order to find time to solicit, many 
agents must be willing to alter their 
present work habits. Quite a few sales- 
men today think of themselves as ex- 
ecutives—whereas many of them are 
actually no more than clerks. Think 
about it. Analyze your own actual sales 
efforts for the past year. Would you 
pay someone what you are making to 
attend to the office details which you 
handle? 

“Actually we should be executive sales- 
men. He is a person with the ability 
to handle his details so that his time 
is free for the important job of selling. 
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Nationwide Mutual’s 
Gain Was $1,918,000 


LINCOLN REPORTS OPERATIONS 





Points to “Generally Successful Year” 
for the 3 Companies in His Group; 
Concerned Over Auto Outlook 





President Murray D. Lincoln of the 
Nationwide Insurance Companies re- 
ports that 1956 was “a generally success- 
ful year” for these three companies 
(auto, fire and life) but expressed con- 
tinued concern for the outlook in the 
auto insurance business. 

“Nationwide Mutual (auto and cas- 
ualty) turned in an underwriting gain 
of nearly $2 million before income taxes,’ 
Mr. Lincoln said. “This reversed a loss 
trend that started nearly two years ago 
and resulted in an underwriting loss 
for the year 1955. 

“Gratified as we are by this upturn, 
we're not satisfied that the auto insur- 
ance industry is out of the woods. It is 
evident that we are still faced with the 
problems of an alarming accident rate, 
rising claims costs and mounting oper- 
ating expenses.” 

For the three companies, Mr. Lincoln 
said, payments to and on behalf of 
claimants, beneficiaries and policvhold- 
ers amounted to more than $91,000,000. 
Operating expenses, including taxes, 
were $66,150,000, of which approximately 
$27,000,000 was in salaries and benefits 
to the companies’ 5,476 employes. 

Taxes on the’ vear’s operations 
amounted to $5,604,000, of which ap- 
proximately $1,835,000 will go for Fed- 
eral income taxes. 

Individual Co.’s Year-end Results 

Mr. Lincoln made the following com- 
ments on the 1956 individual results of 
the three Nationwide companies: 

“Nationwide Mutual had a $1,918,000 
underwriting gain before income taxes. 
Earned premiums were  $119.265,000. 
Admitted assets increased $6,647,000 to 
a new high of $158,875,000. Surplus in- 
creased $6,242,000 to $41,828,000. 

“Nationwide Mutual Fire experienced 
an underwriting loss of $471,000. Earned 
premiums were $15,068.000, an increase 
of more than $1,600,000 over the pre- 
ceding year. After considering net in- 
vestment income, Federal income taxes 
and other changes, the fire company 
showed a statutory surnlus loss of $81.- 
0. However. after adjusting for two 
factors which had a penalizing effect on 
a statutory basis—growth and repur- 
chase of previously ceded property pre- 
mium—a surplus gain was indicated 
Assets increased $2,890.000 to a total of 
$20.728.000 at year end. 

“Nationwide Life had an operating 
gain before Federal income taxes of 
$2.159.000. Direct written premiums of 
$20.094,000 reflect a 13.5% increase over 
1955. Assets increased $14216.000 to 
$96,107.000. Surnolus increased $1,096,000 
to $9,544,000. Insurance in force in- 
creased by $156,263,000 to $1,007,248,000.” 


Elect Hagar V.P. of American 


Independent Reinsurance 
Charles E. Hagar of Orlando was 
elected a vice president of American 
Indenendent Reinsurance at the com- 
pany’s recent annual meeting. All the 
other officers and directors were re- 
elected. 

President Walter L. Havs_ reported 
that the companv is making excellent 
nrogress. Describing the outlook as 
“most encouraging” he said that the 
reception given this company by the 
industrv proves “there is a place for 
an independent multiple line reinsur- 
ance companv and a real opportunity for 
the future of this company.” 


MASSACHUSETTS HEARINGS 

The Massachusetts legislative study 
commission has set up the following 
hearings: March 12, A. & H. Insurance; 
March 19, Merger Bills; March 26, 
Creditor Insurance, and April 2-3, Vari- 
able Annuities. All the meetings will 
be held at 2 p.m. except the last one 
which is set for 10:30 a.m. 
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KEMPER COMPANIES OPEN 
1957 SPRING ADVERTISING 
CAMPAIGN WITH TV HIGHLIGHT 


CBS TELECAST OF COLLEGE CHAMPIONSHIP BASKETBALL 
MARCH 16, 23, 30 
OVER COUNTRYWIDE NETWORK 


Once again the Kemper Companies provide powerful 
backing for the American agency system with a countrywide 
advertising program . . . opening the 1957 campaign with a 
TV sport spectacular. ..the National Invitation Tournament, 
matching top college basketball teams in Madison Square 
Garden and shown over the CBS network on March 16 and 
23... with an All Star game between top players from East 
and West colleges as an added attraction on March 30. 

A complete supply of hard-hitting tie-in and point of 
sale advertising pieces has been given to agents of Kemper 


companies to get full benefit from the big campaign. 


Consult your newspaper for time and channel. 


KEMPER ADVERTISING SCORES TWO BIG POINTS FOR AGENTS 


2. Low Net Cost through 
Dividends to Policyholders 


1. Local Agency Service 


If you'd like to represent this progressive organization, 
write B. S. Weyforth Jr., production manager, at the Home Office. 
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Fergason N. J. Talk 


(Continued from Page 25) 


As to overtime pay, Mr. Fergason 
would check to see if it is necessary. 
His reason: “Many a hidden salary in- 
crease is unofficially buried in overtime 
pay for non-exempt (Fair Labor Stand- 
ards Act) employes. Continuous overtime 
is a symptom of either poor methods, 
lack of work application, or imbalance of 
workload and man-hours, or a combina- 
tion of all three. It is a costly way of 
attaining a question: uble increase in pro- 
ducti v 

As to “‘eatialehied Aaa he advised 
checking once a week on the accumula- 
tion of such work. “Some companies,” 
he said, “provide weekly production re- 
ports which show the status of unfinished 
work, Other companies require that all 
work be kept in trays in a fireproof 
safe rather than in the desk drawers— 
this permits the observation of accumu- 
lated work. Other companies use colored 
tabs to differentiate between work as- 
signed within weekly periods.” 

anagement Control Areas 

Mr. Fergason then explained that in 
the areas of management controls there 
are several well known studies that can 
be made “so that management will have 
more definite information with which to 
formulate its decisions.” In this cate- 
gory he offered the following: 

“Job studies and work distribution 
Every position in the office should be 
studied in order to determine what each 
employe does. If to the job analysis is 
added the factor of time so that each 
employe explains what he does and how 
much time is spent in doing it, the re- 
sult will be a work distribution analysis 
When work is unfairly and indefinitely 
assigned, employes have a tendency to 
shift responsibility to others. Nothing 
produces a lowering of morale as much 
as when a couple of employes get by 
without carrying their fair share of the 
work load. Management needs more 
than observation to spot this situation 

“Compute the cost of writing a policy, 
a letter, turning out a report, and main- 
taining a record. Nothing is more im- 
pressive to management and employes 
alike than the personalization of actual 
cost of doing business. I believe that 
much of the carelessness toward ex- 
pense abuse springs from lack of infor- 
mation. If it is known that it costs from 
50 cents to 80 cents (averages) to write 
a letter, there is a better chance of con- 
trolling letter writing activities. If it 
is known that it costs $1.50, $2 or even 
$3 to write an invoice, policy, or other 
form, alternate ways (such as outside 
letter shops) may be developed to re- 
duce the cost. 

“Check more carefully the qualific a- 
tions of new employes and train them for 
the work at issue. Much of office in 
efficiency comes from improperly se- 
lected and trained employes. Exposure 
to office work is no more an adequate 
method of training then exposure to 
education is a method of learning. Ac- 
tual and directed participation is re- 
quired in order to develop proficiency in 
any field. The employe must possess the 
basic aptitudes for the work. 

“Small companies (or insurance agen- 
cies) constitute no exception to this sug- 
gestion except that they generally must 
rely on professional agencies to do the 
screening for them, if it is to be done on 
a scientific basis. 

“Management must furnish the incen 
tive as well as the example for the or- 
ganization. If management demonstrates 
little if any interest in or concern for 
expenses, efficiency and productivity, is 
there any reason for the employes to 
become interested ? If management does 
n’t set the example of punctuality, regu- 
larity of attendance, and work applica- 
tion, office personnel in small offices take 
their cue from management and become 
lackadaisical in their efforts.” 

In closing Mr. Fergason said: “Man 
agement should reward efficiency, correct 
instances of misapplication and dismiss 
those who are unable to meet reasonable 
standards—if they do not, mediocrity be- 
comes the standard for gauging produc- 
tive effort.” 
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Insurance Securities Trust Fund Largest 


Single Holder Of Insurance Co. Shares 


By reason of its size and the fact that it is the largest single share holder of 


many of the nation’s important insurance companies, 


Insurance Securities Trust 


Fund of Oakland, Calif., has attracted widespread attention. The following article 
about its setup, its chief officers and the court victory which it scored in the SEC 
case last August, is designed to give readers a clearer picture of its importance. 
At the same time, the rumor is set at rest that the Murchinson interests of Texas 


have a substantial ownership of Insurance Securities Incorporated, 


underwriter and sponsor. 


Insurance Securities Trust Fund, with 
headquarters in Oakland, Calif., is one 
of the largest investment trusts in the 
United States. It holds exclusively com- 
mon stock of fire, casualty and life in- 
surance companies selected from an eli- 
gible list, approved by its investors. At 
the end of January, 1957, its net assets 
were valued at approximately $228,759,- 
000. Reportedly, Insurance Securities 


Trust Fund is the largest single holder 
in many of the nation’s important insur- 
It is owned by over 
residing 


alice companies. 


41,000 investors not only in 





LELAND M. KAISER 


California but also throughout the United 
States and many foreign countries, 

The Trust Fund is administered by 
Insurance Securities Incorporated, a 
California corporation, which acts as 
principal underwriter and sponsor, pro- 
vides investment management and super- 


vision, and sales participation in the 
Trust Fund through a general sales 
agent. 


During the past year the investors in 
this fund approved an increase in the 
number of companies in which their 
funds could be invested from 74 to 105 
companies. While the holdings in some 
insurance companies are substantial, 
they are limited by the Federal Invest- 
ment Company Act of 1940 to an amount 
not greater in value than 5% of the 
value of the total assets of the Trust 
Fund and to not more than 10% of the 
outstanding voting securities of each 
such company. 


Had to Take Sidelines Position 


3ecause of this restriction, the Trust 
Fund had to take a sidelines position 
late last year in the Continental Casu- 
alty-National Fire of Hartford situation. 
Its investment at the end of last year 
in Continental’s common stock—112,700 
shares — amounted to approximately 
414% of its net assets as of that date. Ac- 
ceptance of the Continental offer would 
have increased this block to more than 
6%4% of total assets. So regardless of 
whether or not its investment managers, 
Insurance Securities Incorporated, might 
have looked with favor upon Continen- 
tal’s exchange of stock proposal, the 
Trust Fund was legally prohibited from 








the principal 


accepting Continental Casualty’s com- 
mon stock for its block of National 
Fire common stock—50,000 shares. 

As of January 31, 1957, the Trust Fund 
held investments in 78 different fire, 
casualty and life insurance companies, 
the original cost of which was approxi- 
mately $190,347,000. The mean or market 
value of these shares as of that date was 
approximately $228,257,000, or 99.8% of 
the total assets of the Trust Fund. 

One of the most important develop- 
ments of 1956 in connection with the 


Trust Fund was the creation by a vote 





A. P. LEACH 


of the investors of a board of directors 
to represent them in the control, super- 
vision and direction of management of 
the business and affairs of the Trust 
Fund. Those initially selected to serve 
on this board were: Howard D. Ains- 
worth, Leland M. Kaiser (who was 
elected chairman), Edwin R. Leach, EI- 
wood Murphey (who was elected secre- 
tary), Donald B. Rice (who was elected 
vice chairman), Brayton Wilbur and 
Judge A. J. Woolsey. 


L. M. Kaiser Now President 


Earlier in the year, Leland M. Kaiser, 
well known investment banker on the 
Pacific Coast, was elected president of 
Insurance Securities Incorporated, to 
succeed Mr. Abe P. Leach, 83-year old 
chief executive and founder. Mr. Leach 
assumed the newly created position of 
chairman of the board. At that time, Mr. 
Leach announced he was selling a major 
portion of his stock in the sponsor 
organization, Insurance Securities In- 
corporated, to other stockholders of this 
company. At the same time, however, he 
pointed out that he was increasing sub- 
stantially his individual investment in 
the Trust Fund itself. 

Mr. Leach further emphasized that no 
changes were contemplated in the com- 
pany’s “sound, conservative policies and 
established sales procedures” which had 
contributed to the growth of the Trust 
Fund during the past 18 years. 

President Kaiser, 50 years of age, be- 
sides being a vice president of Insurance 
Securities Incorporated, had been senior 
partner for 20 years in the San Fran- 
cisco investment banking firm of Kaiser 
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ALDINGER MIDWEST MANAGER 


Has 5-State Charge for Casualty Opera- 
tions of American Home and In- 
surance Co. of State of Pa. 

The appointment of J. Donald AIl- 
dinger, Jr., as midwest casualty manager 
of the American Home and the Insurance 
Co. of the State of Pennsylvania, was 
announced this week by C. P. Cunning- 
ham, president of these companies. His 
headquarters will be in the branch office 
at 175 West Jackson Boulevard, Chicago. 
He will have charge of casualty opera- 
tion for MHlinois, Indiana, Michigan, 
Ohio and Wisconsin. 

Except for South Pacific duty with 
the U. S. Navy during World War II, 
Mr. Aldinger has been in the insurance 
business in the eastern central states 
area since 1940. Prior to his appointment 
by American Home, he was manager in 
Michigan and Ohio for American Inter- 
national Underwriters, foreign managers 
for the American Home Group. 

He began his career in the Detroit 
office of the Employers’ Liability. After 
a short time as special agent for the 
Loyalty Group, he joined the Maryland 
Casualty as special agent and was pro- 
duction manager in its Detroit office. 


Denver Company Formed 


For Automobile Insurance 

A newly formed company, Denver 
Casualty Co, of Denver, Colo., will spe- 
cialize in automobile insurance. Its pres- 
ident is Duncan J. Cameron, formerly 
a municipal judge who resigned as an 
attorney in the Colorado division of se- 
curities to head of Denver Casualty. 

Mr. Cameron said the company plans 
to operate its own repair garage in Den- 
ver, making company cars available to 
policyholders while their damaged ma- 
chines are being repaired. 

It will also enter the A. & H. and title 
insurance fields, Four of the five direc- 
tors are former Denver traffic judges 
with a special knowledge of how acci- 
dents are caused and the type of person 
who causes a majority of crashes, Mr. 
Cameron said. 

The Denver Securities Co., has been 
formed under Mr. Cameron’s direction 
to handle sale of 125,000 shares of com- 
mon stock of the Denver Casualty at $2 
per share. The company will begin issu- 
ing policies when stock sales equal 
working capital plus $75,000 which must 
be deposited with the State Insurance 
Commission. The stock issue is limited 
to bona fide residents of Colorado. 


ELECT J. R. WEST PRESIDENT 

Jack R. West, resident vice president, 
U. S. Aircraft Insurance Group, has been 
elected president of the Casualty In- 
surance Association of Southern Cali- 
fornia. 





& Co. Almost continuously since leaving 
the University of California in 1927, he 
has specialized in state, municipal and 
general corporate finance. He is gener- 
ally credited with having worked out the 
original public financing of the San 
Francisco-Oakland Bay Bridge, a pro- 
(Continued on Page 44) 


All-Industry Meeting of 
N. Y. Ins. Federation 


NORMAN ROBERTSON PRESIDES 
President Ehre Announces Buffalo “I” 
Day for March 26; Reception Fol- 
lows Meeting 





Legislation was the principal topic at 
the recent meeting of the executive 
committee of the Insurance Federa- 
tion of New York in the Sheraton-Ten 
Eyck Hotel, Albany, 

The meeting which was an all-industry 
affair, was followed by a reception. 
Representatives of insurance groups 
and organizations, as well as Federation 
members aired all-industry views on in- 
surance legislation. The Federation’s 
legislative committee, earlier in the year 
had made a survey of legislation likely 
to be submitted to the current session. 
_ Norman T. Robertson, eastern super- 
intendent of agencies for Zurich-Ameri- 
can, who is vice chairman for the Fed- 
eration’s executive committee, presided 
at the meeting. Victor T. Ehre, presi- 
dent, Buffalo Insurance Co., outlined the 
Federation’s plans for participation in 
Buffalo “I” Day on March 26. Mr. Ehre, 
who is program chairman for that_occa- 
sion, said that John C. Weghorn Feder- 
ation’s executive committee chairman, 
would be one of the speakers. He also 
said that plans have been developed for 
a new public relations program which 
the Federation hopes to put into effect 
shortly. 


View Proposals Present and Future 


Among those who spoke on proposed 
legislation affecting the industry were 


Tohn G. Mayer, executive secretary, 
New York State Association of In- 


surance Agents, and John E. Harris- 
Holt of the legislation counsel to the 
Federation, 

Mr. Maver alerted his listeners to a 
number of bills still to be passed at 
this session of the Legislature. In par- 
ticular he drew attention to two bills 
aimed at the direct solicitation activi- 
ties of the State Insurance Fund. Mr. 
Harris-Holt urged the necessity for 
anticipating well in advance, bills which 
may be introduced at the next session 
of the Legislature, thereby allowing 
sufficient time to acquire a thorough 
understanding of the bills. 

Louis Spicci, of the Thomas J. Free- 
man Agency, Haverstraw, was elected to 
the board of directors. Two directors, 
Theodore R. Tuke, of the Charles H. 
Tuke Agency, Rochester and John N. 
Walsh, Jr., president, Norman Duffield 
& Co. of Buffalo, were elected to the 
executive committee. 

The reception which followed the 
meeting was attended by state legisla- 
tors including Insurance Committee 
members of the House and Senate. The 
Insurance Department and other admin- 
istrative offices were also represented. 

The Insurance Federation of New 
York organized almost 50 years ago, 
represents the entire industry. It re- 
flects all fields including fire, marine, 
casualty, life, surety and A. & H. 
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1956 Was Biggest Year 
For Seaboard Surety 


EARNINGS WERE $6.87 PER SHARE 





Stockholders Told Underwriting and 
Investment Income Totaled $1,374,845 
After Taxes; Earned Prems. $6,604,743 





Robert W. Watt, board chairman, and 
G. B. Slattengren, president of Seaboard 
Surety of New York, reported to stock- 
holders this week that operating results 
for 1956 were the best in the company’s 
history. The income from underwriting 
and investments before Federal taxes 
amounted to $2,369,157. After providing 
for Federal income tax the Seaboard’s 
net income for the year was $1,374,845 
compared to $1,014,378 in 1955. 

Earnings per share in 1956 were $6.87 
compared to $5.07 the previous year. No 
credit was taken in these figures, it was 
explained for the equity in premium re- 
serve. 2 

Seaboard’s gross premiums written last 
year totaled $9,437,730, a gain of 12.9% 
over the 1955 total of $8,359,593. Earned 
premiums were $6,604,743, compared to 
$5,974,928, a gain of 10.5%. 

Underwriting results for 1956 showed 
a marked improvement. Total loss and 
loss expense was $1,548,385, compared to 
$1,833,147 for 1955. Ratio of losses to 
premiums earned was 23.4% compared 
with 30.7% the previous year. Loss ex- 
perience on fidelity bonds written was 
considerably better than in 1955. Con- 
tract bond experience continued to im- 
prove and was largely responsible for 
the company’s increased underwriting 
profits. 

Stockholders were advised that Sea- 
board’s total operating expenses last 
year increased from $2,656,663 in 1955 
to $3,106,863, but the expense ratio to net 
premiums written showed little change. 
It was 42.4% compared to 42.1% in 1955. 


Investment Results 


Net income from investments last year 
amounted to $673,794 after amortization 
and investment expenses and before Fed- 
eral income tax chargeable to invest- 
ment income. This was an increase of 
$133,215 compared to 1955. Federal in- 
come tax on income from investments 
amounted to $122,318. 

Seaboard Surety’s investment com- 
mittee made no important changes in 
its investment policy during the past 
year. A large percentage of new in- 
vestments was confined to U. S. Govern- 
ment bonds maturing in three years or 
less and tax-free securities with a ma- 
turity of five years or less. “Your in- 
vestment committee continues to stress 
the necessity of providing adequate 
liquidity . . . which policy is one of the 
most important guides in their invest- 
ment decisions,” said the report to stock- 
holders. 


Assets Up to $26,531,106 


The company’s balance sheet for 1956 
shows total admitted assets at the year- 
end of $26,531,106 compared to $23,964,184 
at the close of 1955. Capital continues 
at $2,000,000, surplus at $5,000,000 includ- 
ing $1,000,000 paid in, and voluntary 
reserve was increased from $6,009,584 
to $7,153,834. This provided a surplus to 
policyholders at the year-end of $14,153,- 
834 compared to $13,009,584 at the close 
of 1955. 

At the directors’ meeting held in late 
January a quarterly stock dividend of 
60 cents per share was declared. During 
1956 cash dividends amounted to $400,000 
were declared and paid, which was equiv- 
alent to $2 per share. 

[he company’s profit sharing plan 
has now been in effect three years. In 
1956 there was paid $77,124 to J. P. 
Morgan & Co., Inc., trustee under the 
plan, This compared to $59,672 paid in 
1955. During the past year 65% of Sea- 
board’s employes were eligible to partici- 
pate in the profit sharing plan compared 
to 53% in 1955. 

In their joint report Messrs. Watt and 


Slattengren paid tribute to Seaboard’s 
board of directors for their availability 
at all times to advise and help as prob- 
lems arise. Recognition was also given 
to “the thoroughly good job” being done 
by employes of the company and to 
Seaboard’s agents “for the interest they 
have shown and the help they have 
been to us in furthering our results.” 


N. D. COMPULSORY BILL KILLED 

The North Dakota House of Repre- 
sentatives killed a bill (HB746) on Febru- 
ary 18, which would have required lia- 
bility and P.D. insurance on every motor 
vehicle registered in that state. 


1956 Premiums of Employers 
Casualty Reach New High 


Assets of Employers Casualty Co., of 
Dallas, increased $2,062,788 to $26,777,- 
311 during 1956, President Ben H. 
Mitchell reported at the annual stock- 
holders’ meeting recently. 

Earned premiums increased 8.5% to an 
all-time high of $18,147,885. Despite a 
generally adverse underwriting experi- 
ence in the industry, Mr. Mitchell an- 
nounced an underwriting income of 
$1,093,676, but conceded that underwrit- 
ing income was lower than last year. 


New School Speakers 


John Stevenson, a partner of Solomon 
Bros. & Hutzler, will discuss “Under- 
writing Problems” and Nicholas E. 
Crane, manager of research, Dean Witter 
& Co., will talk about “Automation in 
Large Corporations” at the New School 


for Social Research, March 14 at 5:30 
p.m. 

Mr. Stevenson and Mr. Crane will be 
guest speakers in the series, “Outlook 
for Investments.” Helen Slade, economist 
and managing editor of “The Analysts’ 
Journal,” is chairman of the series. 





Reserves: 


UNITED STATES FIDELITY 
and GUARANTY COMPANY 


Baltimore 3, Maryland 





Ott AMeecwal Silomient 


December 31, 1956 


ASSETS 


rae ee nae. oe ata oh ech paints tray he’ as $ 22,906,804 
Investments: 
RUSE ssp asin eras creas Wale w oCenators $208,053.628 
Beretorred: (Serene os cis VOW a 26,603,179 
CAMPO UOMEE 6 Pas ook cs Sob ee eas 89,286,025 323,942,832 
Premisuias WOCOIVaDIO’ 5... oc. cnc dae csieees Pep: ee 44,084,264 
Office Buildings—less depreciation..................+-- 7,591,448 
MGR CE GUNNS SN OE, Ihe cis Sree nc awg Ce ewes 1.302.283 
ier AGiiGinOAGREIM of. Sih Voce ola epeses as ae 6,005,669 
$405,793.300 


LIABILITIES, CAPITAL STOCK AND SURPLUS 








Claims and Adjustment Expenses...... $129,247,756 
Premium Taxes and Operating Expenses. 6,921,088 
Federal and Foreign Income Tax....... 115,000 
Unearned “Premiums: ..............06: 145,586,654 $281,870,498 
EN i sot s peas sie a sabewninw snes ay 631.292 
PRIN PIE aig icc i cece nas eer eee c etd eees 1,024,306 
PE Io 5 Senin a enseeneme do gndes <x 283,526,096 
Capital Funds: 
Capital— ($10 par value)............... $20,486,120 
SN. SOS in wc eeliiis sh em ag eyes 80,732,968 
Voluntary Mheserve. 00... 20. ee 21,048,116 
Totat CapitaL FuNps (PoLicyYHOLDERS’ SURPLUS)... 122,267,204 
$405,793,300 


Securities values in statement, except of subsidiary insurance companies, as prescribed 
by the National Association of Insurance Commissioners: Bonds at amortized values, 
stocks other than those of subsidiary insurance companies at values prescribed. Stocks 
of subsidiary insurance companies are carried at less than the book value. If stocks of 
subsidiary insurance companies were carried at book value and all other securities at 
market, Policyholders’ Surplus would be $102,823,975. 

Cash and securities in the amount of $8,508,500 deposited as required by law. 


*Excludes Premiums Receivable over 90 days old. 


\U.S.F.& G.\ 


Fidelity-Surety 








Casualty-Fire-Marine 
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ject in which fire and surety companies 
also played an*important role as in- 
surers. Mr. Kaiser was also instrumental 
in bringing about the mérger of the $2,- 
000,000,000 Gulf Oil Corp. with Warren 
Petroleum Co. of Oklahoma, one of: the 
largest financial transactions during 1955. 
Widely known in insurance, banking 
and industrial circles, Mr. Kaiser was a 
member of the nation’s oe securi- 
ties exchanges including the New York, 
San Francisco and Los Angeles Stock 
Exchanges. In 1950 he was invited to 
become financial advisor to the huge 
Brazilian National Steel Co. and spent 
several months in that country. His 
affiliations include directorship in Amer- 
ican Mail Line, Ltd.; executive commit- 
teeman of San Francisco Bay Area 
Council, Inc; trustee and treasurer of 
World Trade Center, Inc. since its in- 
ception about 13 years ago; vice presi- 
dent and director of California Taxpay- 
ers Association. He is also a director 
in San Francisco Community Chest and 
San Francisco Chamber of Commerce. 


Won Important SEC Case 


One of the most important decisions 
for Insurance Securities Incorporated, 
and perhaps for the investment industry 
as a whole, came in last November when 
Federal Judge Louis E. Goodman dis- 
missed a case brought last August by 
the Securities and Exchange Commission 
against Insurance Securities Incorpor- 
ated and some of its director-officers. 
The SEC had tried to maintain that the 
individual stockholders in the sponsor 
company could not sell their personally- 
owned stock to individuals of their own 
choosing at a mutually agreeable price. 

In his written opinion, Judge Goodman 
said the courts “have enough to do to 
apply and interpret the statutes as the 
Congress writes them.” Immediately fol- 
lowing the filing of the motion by the 
SEC, the directors-officers of Exourance 
Securities Incorporated involved filed < 
counter motion in the Federal District 
Court to have the SEC’s action dismissed 
on the grounds that it was without merit. 
In his decision, Judge Goodman reiter- 
ated that “the complaint makes no 
charge of any misconduct or abuse of 
trust, gross or otherwise, with respect to 
the Trust Fund or its investors. No 
claim has been made by the SEC that 
the business of the Trust Fund has not 
been conducted efficiently or honestly 
or that its investors have suffered any 
loss or damage... .” 


Murchisons Have 14.4% Stock Interest 


In the middle of 1956 there were ru- 
mors that the Murchison interests of 
Dallas, Tex. were obtaining a substantial 
interest in Insurance Securities Incor- 
porated. John D. Murchison, son of oil 
man Clint Murchison, is president of 
Life Companies, Inc., a majority of the 
capital stock of w hich is owned by Mur- 
chison Brothers, a partnership. Life 
Companies, Inc. owns all of the out- 
standing stock of Lamar Life Insurance 
Co. of Jackson, Miss. and Atlantic Life 
of Richmond, Vv a., both of which accord- 
ing to the prospectus of Insurance Se- 
curities Trust Fund are stockholders of 
Insurance Securities Incorporated. In 
addition, Life Companies, Inc. has an 
interest in Latmarco, Inc., which is also 
a stockholder of the sponsor company. 
The combined interests of Lamar Life, 
Atlantic Life and Latmarco Inc. repre- 
sent 14.4% of the outstanding stock of 
Insurance Securities Incorporated. 

The investment managers look forward 
with optimism to 1957, confident that 
insurance companies in general will con- 
tinue to expand and strengthen their 
position in our economic life. Thus the 
Trust Fund, with its wide coverage in 
the nation’s leading fire, casualty and 
life insurance companies, will likewise go 
forward. 

The full list of those companies whose 
capital stocks are eligible for the Trust 
Fund’s portfolio, together with the hold- 
ings as of January 31, 1957 follows: 


INSURANCE SECURITIES TRUST FUND 





EXHIBIT OF INVESTMENT PORTFOLIO AS OF JANUARY 31, 1957 








No. of Invested Total (Market) 
Shares Amount % Mean Value 

Amina Aas ON, fx <i, c01 559 os egre Heonew nes 60,000 $ 5,665,503.75 3.0 7,380,000.00 3.2 
AetiiaAs, 200) al S55. vas «Oss - sete ee 86,100 5,361,987.93 2.8 6,134,625.00 7, 
Atte Tat visio sd brows < oss ne seen eon 57,035 5,885,668.17 aa 10,180,747.50 4 
Agribultairal ..5..sssaccdeccesccenses 40.000 1,190,615.63 6 1,215,000.00 5 
Ammen, Seats) cs cic wsniiewe sce. oi dean 1,012,098.42 S 1,080,000.00 5 
Reamer Ween SOB: oss 5sen sc Sees se aie 12,070 498,400.00 33 479,782.50 2 
Amer, Ans: 5GO; 0s <8s50$ sos oe phinesy » 413, 9,024,842.44 4.7 11,363,000.00 5.0 
Aner EUG. award ak eoen fet aka es 55, 1,200,799.50 6 1,500,012.50 9 
Amer. Surety .....s0.scccssceccesees 115,170 2,099,372.63 1.1 2,145,041.25 9 
Bankers-Siippers 2.0506 sects swcesc 11,485 618,113.45 ie 602,962.50 3 
Benet Sawaal... sass0s hua sesh eee 40,500 660,937.50 a 718,875.00 3 
Westen NaS 5s Wok. oss cass Spsae bok ook 100,000 3,536,714.20 1.9 3,337,500.00 1.5 
Bus: men’s’ Mesut. 5.5005. gop sees 6,095 475. 2 402,270.00 2 
Catt AREER TR Ao os So ese ewoee Staines 33,775 3,175,237.10 17 2,702,000.00 1.2 
ComEON RENE: foe Oae sue nest eeaue ite se 25,415 656,455.00 3 702,089.38 3 
Colanthian Nae: oso). 5..56 Beh. 500 38,000.00 — 40,750.00 a 
Gong. Gen. Ate: & ae ...5, .deesdeas 16,730 3,606,525.00 1.9 4,341,435.00 1.9 
Conta mesure CO... ss5se03.25 2. Fees 21,815 2,390,989.54 1.3 2,519,632.50 ie] 
Contd Woes GO, absscnwcdcdanssakyossx 114,450 4,549,776.56 24 9,713,943.75 42 
Gontl Bas (Gary, sien sossedsaekse cscs 81,806 3,616,764.32 1.9 3,921,575.12 1.7 
enblyers os sient sacies cass aveessisy 60,000 1,006,818.50 5 1,627,500.00 a4 
PeRAbral BG oc 05 ko suw she eee oenes 157,835 4,030,672.50 2.1 5,583,413.13 2.4 
RERid SS PNNEEE 5 ayes o-0 0 01 son bone wend oe 40,000 2,593,736.63 1.4 3,320,000.00 1.4 
Si SNE 2c. keskssboieeess eames 70,840 3,332,019.12 1.8 3,568,565.00 1.6 
Bere WADSOL, oils as Coe she oe Sah aud doch aes 76,160 2,883,525.13 £5 3,427,200.00 1.5 
PaMeNIAe B PUING wisseses os otinau snakes 141,670 8,195,709.40 43 7,473,092.50 Sit 
Perce 6 908, chic oes cas bckeenseaous 200,000 5,067,009.32 oa 7,375,000.00 3.2 
vue irs ett | 2S garnet Aas 9 ge peau Sy 29,160 2,297,351.39 1.2 2,821,230.00 L2 
ry BOSS CE ey erry So 53,130 1,873,691.34 1.0 2,523,675.00 14 
foleuh MIE: Sc. 82s ack Gockel aeensase 90,460 2,890,089.73 Be 3,053,025.00 13 
ADDER EDUDUC ...550508s00.003esabes 11,940 271,504.25 Al 226,860.00 4 
Govis BaRDlOVOES 6.5 645535 can Sceeeeee 24,600 1,434,309.94 8 1,377,600.00 6 
a CeMSIRCR co Abecokcuebsousseeaehe 164,060 5,461,595.79 29 5,967,682.50 2.6 
CTL S, (O58. © CMRI eer rene mes so cr 4,257 352,224.00 fa 351,202.50 Z 
SEGRE SEP ob 35s sos abs Sek eee 50,000 1,852,943.26 1,987,500.00 9 
PT WAAIE HAN; Si5 060844 ss donee eseeaee 55,060 7,528,425.63 7,901,110.00 fis 
PAGTEROT SIERO | soso bo sec ue caer abn 30, 1,609,862.57 2,430,000.00 ra 
Paiste ANG ASG... 5 ica hesoalsnsaceeeee 229, 9,782,336.78 10,058,125.00 4.4 
PTs © hep SBCs ars Spe ee ep a eda A 61,228 4,393,681.42 5,709,511.00 2.5 
SMIBOH choses ae coe soo cat ehert eke 6,950 830,275.00 893,075.00 4 
Persey ws: Nh scabac ee eo see ease 7,245 234,472.50 230,028.75 | 
Knhgne Scaty Bane bia ds%.03esce nies 7,490 276,815.50 262,150.00 1 
RGMEAG ALY AEE occ escss se ceanaeees 1,515 1,923,125.00 1,715,737.50 7 
Dake Ora cAGm ally. 560 3ck. seeder ah owk 12,100 283,600.00 a 278,300.00 si 
SSO ANE EWR cnGoocseuse sen acseaeese 5,730 674,110.00 4 588,757.50 3 
(Ptrice Pi MA» Boag os Seeger 11,340 2,413,140.00 be 2,477,790.00 1 
Maryland Cas (60:035. fuses sii 2 se 115,150 4,267,220.00 Zz 4,059,037.50 1.8 
NE STE 2S Re ae Soom Ny | pts 18,925 742,665.00 4 603,234.37 33 
DAERCHENIG-BENTS: . o3.bc5s Cos ance ten oe 9,720 127,253.76 1 111,780.00 — 
BRGNONONIS ANCL <<... v.24 cn enieehes 42,405 2,023,441.00 1.1 2,205,060.00 1.0 
PIGMENT ALNGNE c2.5'05.sedsasscnase 8,044 622,192.50 3 599,278.00 mA 
Nats ane is, | 2a Pree ty eecdan oe 50,000 3,631,126.13 1.9 4,225,000.00 1.8 
ACs S9ON o6ie seek Seas ticket oen 60,000 2,076,223.59 a4 2,362,500.00 1.0 
New -nsmstendain (21.55.5002 As..0ce er he 50,000 2,078,669.38 1.1 2,231,250.00 1.0 
Nesey FADINDERICE ink. no s0sas ceosests 40, 646,606.25 9 1,550,000.00 7 
NS AR ANG. ota oct k coeeeten eos 8,585 275,702.50 1 225,356.25 A 
MOT RIVED S45ccns6 ans ceanseues cess 51,920 1,633,667.54 9 1,856,140.00 8 
NOreer ONES |... SSsa sed cwossnowsae’ 29,040 1,073,041.19 6 2,047,320.00 9 
WAV ilatd BOG iss ices eat eeae ke 28,160 1,566,791.96 8 1,950,080.00 9 
ETE CTT Onc ee oa Seer Mey ona 83,970 1,396,021.00 if 2,036,272.50 9 
Pate Bae cs An fons oes ses anteeen 20,000 602,434.00 3 1.050,000.00 a 
PAE ARUP, ocasssosesesessoeeense 24,000 854,877.76 » 1,428,000.00 6 
eee Se Uae Seas Sen 55,000 1,412,347.00 of. 1,151,562.50 a 
PBOCHIK SUS: 5655560850 aa ae dcus sere 52,370 3,959,254.82 2.1 4, 150,322.50 18 
Republicdns oss oe ey 29,845 959,084.75 i 1,566,862.50 av. 
BE PRU AOE, Fag Goceuw sora ceheeen ek 112,065 4,145,837.94 2.2 5,421,144.38 24 
PeDDORTI SNE 5855505 ipeieaeses 20,000 580,871.38 3 1,390,000.00 6 
PECUNIY CUR ep ycide aa ess Grade candenns 19,000 779,950.99 4 698,250.00 3 
POUUVERTERN Vs ccna  peb tueace ons & 36,465 4,204,887.50 2.2 3,500,640.00 15 
Soria s F155. 0 Cb. wc Se RR 58,260 3,072,564.06 1.6 2,840,175.00 iz 
Standard AGe ere cakes aschess reek 49,250 2,008,329.58 1.1 2,597,937.50 : Ba 
AEAVEIM STNG nn o8kc ahs 113,200 4,081,380.71 2.1 8,306,050.00 3.6 
A oe ae 137,620 6,953,243.81 3.7 9,082,920.00 4.0 
US. AE Se Ce he eae sonrrreree 96,715 2,241,133.88 1.2 2,454, 143.12 1.1 
Gace 1 To, Ca Rea ae a Alii, ave 3,800 105,487.50 A 102,125.00 — 
WEEE east AAE) ost ti et aces eee. 8,704 413,115.53 z 409,088.00 Z 
WV CSIOMOOE Ge tosix cases bereeae 66,420 1,711,193.75 9 1,884,667.50 8 
Wreotern Cas:-Sar) e005: isos sb oosass 14,450 050: WA 451,562.50 Zz 

fOr RSE eR RE ae eee Py 2 4,437,199 .. $190,347,027.50 100.0 $228,257.131.50 99.8 
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Realistic Views On Current Problems 


Company Management and Rate Makers Have Taken Pro- 
gressive Steps Toward Streamlining of Operation But More 
Must Be Done; Long Range Planning Suggestions 


John G. Bacon, author of the following article, writes from a background of 
producer experience in New York City where he has been a broker since 1937. 
He is owner of J. G. Bacon Co. 107 William Street, and a partner of Rogers, 
Bacon Co. which company currently is insurance consultant to the American 
Hotel Association. Having given considerable thought to problems of the business 
and how the solution of them will benefit insurance brokers, agents and companies 
alike, he expresses his views on a number of subjects with the sincere hope that 
they may help at a time when more flexibility of operation and long range planning 


is needed. 


By JoHn G. Bacon 
Insurance Broker, New York 


A period of great growth and profit 
is just around the corner for the capital 
stock casualty and fire companies if they 
will further streamline and modernize 
their underwriting and rating methods. 

As an insurance broker of 20 years’ 
standing whose livelihood depends upon 
furnishing quality protection in strong 
companies to my clients, I applaud any 
and all progressive steps taken by com- 
pany management to make insurance pro- 
tection more valuable to policyholders 
and insurance selling easier for the pro- 
ducer. I realize also that ofttimes rating 
bureau red tape slows up approval of 
needed improvements. 

At the same time, much has been 
accomplished by the “conference meth- 
od” whereby producers, bureau techni- 
cians and company men get together in 
a spirit of give and take and decide 
upon remedial steps to be taken. I have 
in mind the joint sessions held annually 
in the spring by the NAIA casualty 
committee with National Bureau’s auto- 
mobile, liability and burglary-glass com- 
mittees and with NAUA’s rating com- 
mitteemen. 

I believe this procedure should be 
developed further by setting up a joint 
industry committee (fire, casualty and 
automobile) with revolving membership 
which might serve to bring about quicker 
and better solutions to rating and cover- 
age problems. 


The Packaging Trend Holds Promise 


Also noteworthy is the progress made 
in insurance packaging—the Homeowners 
forms which, while not perfect, represent 
a big premium savings to insureds, and 
the new comprehensive dwelling policy. 
In my opinion, the soundness of broader 
and longer terms of coverage with a 
smaller number of policy contracts can- 
not be denied. 

There are also many forms of com- 
mercial insurance which could be given 
similar “packaging” treatment. How- 
ever, it may be difficult to service such 
commercial policies unless the carrying 
company will limit itself to risks which 
it is specially qualified to service. 

Words of praise should also be extend- 
ed to the large multiple line companies 
for their institutional advertising which 
is featuring to the public the advantages 
of dealing with independent local agents 
and brokers. In so doing these compa- 
nies are affirming their faith in the 
American agency system at a time when 
direct writer competition is of so much 
concern to the brokers and agents. 


Some Constructive Suggestions 


_I know my sincerity will not be ques- 
tioned if I now make some constructive 
observations on the “Three R’s”—rating, 
regulations and reinsurance. We have 
witnessed underwriting feasts and fam- 
ines in the past decade, and the famines 
have been marked by restrictive or 
tight” underwriting. We have heard it 
said that there are too many rating or- 
ganizations, and it may be that consoli- 
dations are in the offing. Existing meth- 
ods seem to have resulted in the relin- 
quishing of insurance company functions 
to rating organizations. And it is a 
matter of record that the bureau compa- 
nies cannot compete satisfactorily with 
unlicensed companies that are not fet- 
tered by the same rating red tape. 


What steps can be taken to cure these 
ills? Here are a few which suggest 
logical solutions: 

1. Limit the number of rate making 
bureaus and use similar statistical meth- 
ods for all. 

2. Report statistics to the rating or- 
ganizations currently for each quarter, 
using losses incurred and premiums 
earned during that same quarter, disre- 
garding effective dates of policies. Up-to- 
date adjustments could be made on the 


same basis as perpetual inventories are 
operated. 

3. Publish maximum and minimum 
rates for commercial risks with a spread 
between the high for the marginal risk 
and the low for the most desirable risk 
of each class. While this may seem to 
be a radical proposal, it is the one way, 
in my opinion, in which we can again 
become insurance underwriters rather 
than statisticians. It would also be a 
way to create honest price competition 
between companies. 

4. Permit carriers to deviate in rates 
by classification if. the volume and loss 
ratios warrant the reduction. 

5. Reduce the number of classifications 
used in rating pleasure car insurance. 

6. Last but not least, why not permit 
companies to charge premiums in excess 
of the maximums published, provided 
the insured signs an affidavit stating 
that he cannot obtain insurance at the 
regular rates—that he has approached a 
reasonable segment of the market? In 
other words, give the licensed carrier 
the same privilege that is now given 
only to the excess line market. 


Enlarge Domestic Reinsurance Market 


I would also make a strong, sustained 
effort to enlarge and develop our domes- 
tic reinsurance market. Progress is be- 
ing made but the professional reinsurers 
must realize that American facilities are 
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With all these advantages and 
many more is it any wonder that 
prospects jump at the opportunity 
to buy American Casualty Major 
Hospital Insurance? 
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not yet adequate enough to handle all 
the demands placed upon them. 

As to regulation, our business seems 
to be regulated to such an extent that 
it is sometimes alarming to realize the 
powers of State Insurance Departments. 
For a broker to do business in a state 
of which he is not a resident is more 
difficult than obtaining a permit to trade 
in a foreign country. The “gravy train” 
of resident countersignature laws is, in 
my opinion, disgraceful. Why shouldn’t 
competition in our business be as free 
as in any other? I don’t blame a state 
for wanting to collect its tax in the 
form of a license fee but after having re- 
ceived this fee from the non-resident 
broker or agent why does the state dis- 
criminate against him? 


Rid the Roads of Reckless Drivers 


Everyone agrees that a solution must 
be found—and quickly—to the problem 
of the reckless driver on our streets 
and highways. It has been a sore spot 
for many years and accounts for the 
high cost of automobile insurance. I 
don’t think the problem will be solved 
without the wholehearted assistance of 
State Insurance Departments, Motor 
Vehicle Bureaus, police department and 
traffic enforcement authorities. As a 
beginning we must find a way to deny 
the use of the highways to the reckless 
driver. There is apparently a misunder- 
standing of this problem on the part of 
politicians. Why do legislators provide 
more and more safeguards for reckless 
operators? First, we must guarantee 
that they can obtain insurance and then 
they are assured that the careful drivers 
will pay a sizable portion of their pre- 
miums. In addition, brokers and agents 
pay part of the cost because they receive 
lower commissions on assigned risks. 

It is neither fair to the insurance 
business nor to the insuring public to 
assure the reckless driver that he can 
obtain insurance. Public officials should 
be courageous in their realistic treat- 
ment of the situation. The least that 
should be done is that the average and 
safe drivers should not be required to 
pay for the accidents of the habitual 
violators. By this I do not mean that we 
should create another classification to 
add to what is already an overly ponder- 
ous system, but I do recommend com- 
plete separation of premium rate making 
for these undesirable risks. 

The best solution of the problem, it 
seems to me, would be either authoriza- 
tion by State Insurance Departments of 
separate statistics and rate making for 
the assigned risk plan, or for separate 
rate making by a new company, the stock 
of which could be subscribed to by the 
same companies which now participate 
in the assigned risk plan. 


Acquisition Costs 


Another tough nut to crack is acquisi- 
tion costs. How much compensation 
should brokers and agents receive for 
their services? I don’t think there are 
many retailers or distributors in other 
lines of business who get smaller mark- 
ups for merchandising their products 
than those in our business. Both com- 
panies and producers alike must look 
for new ways to cut overhead and han- 
dling costs in order to increase profits. 
Several companies have made excellent 
progress in recent years in accounting 
and statistical procedures by the use of 
electronic devices and this trend is a 
bright spot on the insurance horizon. 
Other companies have simplified renewal 
techniques. These are decidedly steps 
in the right direction. 


An Age of Specialization 


We are living in an age of specializa- 
tion. Underwriters should not expect to 
make profits by doing a little of this 
and a little of that—by attempting to 
satisfy all the requirements of their 
local agents or brokers. Wouldn’t it be 
much better for all concerned if the 
capital stock agency companies would 
be satisfied to provide a market for only 
a part of the agent’s commercial volume 
and then to do a superior job in their 
own specialty? Think of the advantage 
to both the insuring public and the car- 


(Continued on Page 46) 
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Mutual Co. Safety Men 
To Confer in Chicago 


MEETING SET FOR MARCH 14-15 
Ned H. Dearborn Will Open Loss Pre- 


vention Program; To Show New Film; 
L. A. Church Is Chairman 


Ned H. Dearborn, president of the 
National Safety Council, will welcome 
mutual safety and loss prev ention direct- 
ors at the opening session of the Loss 
Prevention Managers’ Conference at 
Chicago, March 14 and 15. He will speak 
first during the two-day program de- 
signed to exchange ideas on the opera- 
tion of loss prevention departments in 
mutual insurance companies, according 
to Harry P. Cooper, Jr., secretary, Na- 
tional Association of Mutual Insurance 
Companies. 

Four topics will be presented the first 
day. First on the morning session will 
be a talk by Norman L. Trebilcock of 
Badger Mutual of Milwaukee on the 
“Future of Mutual Insurance in Safety 
and Loss Prevention.” 

A panel discussion 
“How to Promote 
Through Engineering Service.” The 
panelists are: W. G. Schultz, Lumber- 
mens Mutual; C. M. Rowley, American 
Manufacturers Mutual; J. R. DeHaven, 
Employers Mutual Co., and Norman 
Williams, Meridian Mutual. 

In the afternoon Claude Stubbe, Mu- 
tual Service Casualty of St. Paul, will 
speak on “Obtaining Better Loss Ratios 
Through Employe Selection.” C. M 
ae of Indiana Lumbermens Mutual 

, Indianapolis, will discuss “Fire Pre- 
ee and Protection Problems—Chief 
Engineer’s Viewpoint.’ 


The Second Day 


On March 15, 
niques” will be 


scheduled is on 
Mutual Insurance 


“Management Tech- 
discussed; and Russell 
M. Dougherty, Federated Mutual Imple- 
ment & Hardware Co., Owatonna, Minn., 
is scheduled to talk on “Organization 
of an Engineering Departm ent for Mul- 
tiple Line Operations.” Following these 
topics, a round table discussion is 
planned to exchange viewpoints on out- 
standing loss prevention services and 
activities and future recommendations. 

The final session, on Friday afternoon, 
will feature a panel on “So You Want 
to Make a Movie,” and close with a film 
entitled “Take a Good Look,” produced 
recently by Auto-Owners Insurance Co., 
Lansing. 

Chairman for the two-day program 
is L. A. Church, chief engineer, Michi- 
gan Millers Co., Lansing. Mr. Church 
is also a member of the Conservation 
Committee of the National Association 
of Mutual Insurance Companies, the 
committee sponsoring the conference for 
the last four years. 


North American Accident 


(Brought Forward from Page 47) 


laws regulating the advertising of in- 
surers and an insurer is subject to the 
jurisdiction of the states, then “this 
Commission is without jurisdiction.” In 
this case, he held, the company is li- 
censed in the 48 states and the District 
of Columbia. There remains then, he 
continued, the question of whether the 
states and the District of Columbia have 
enacted regulatory legislation. We also 
do not know from the record to which 
type of insurer, life or health and acci- 
dent, the existing statutes may apply, 
he added. 

Under the majority’s previous decision, 
the examiner was not required to con- 
sider these questions, Commissioner Tait 
noted. He would, then, remand the case 
to the examiner to resolve these ques- 
tions. 

Commissioner Tait said the dissemina- 
tion of advertising by this company 
through the mails and radio did “present 
somewhat novel questions of law.” He 
recognized that Congress had provided 
for Federal regulation of the medium of 
radio and that the Federal Government 
has exclusive jurisdiction over the mails. 


Frank V. Cliff, 52, Former 
Pres. Federal L. & C., Dies 


Frank V. Cliff, former president, Fed- 
eral Life & Casualty of Battle Creek, 
Mich., died February 28 at his home in 
Detroit. Funeral services were held 
March 4. 


FRANK V. CLIFF 


Vincent De Paul Cliff, 
founder of the aig ee Mr. Cliff was 
born on December 12, 1904. Educated 
at the College of Commerce and Finance, 
University of Detroit, he started his 
insurance career as a solicitor in the 
field, and joined Federal’s home office in 

1926. In 1929 he was advanced from his 
post as chief underwriter to vice presi- 
dent, acquiring additional rank of secre- 
tary in 1930. 

In 1943 Mr. Cliff became executive 
vice president, assuming major direction 
of the company during the latter years 
of his father’s presidency. Mr. Cliff was 
a member of the executive committee 
of the Health & Accident Underwriters 
Conference. 


The son of 





Mr. Tait felt “It might be argued that 
in neither instance of radio or mail dis- 
semination would the state’s action be 
an attempt to regulate the media. Rather, 
the state action might be held to con- 
stitute regulation of the business of in- 
surance—more specifically, the advertis- 
ing practices of the insurer.” 

He concludes that his remand of the 
proceeding would allow both sides to 
brief these novel issues. 

Opinion of Commission’s Majority 


In its opinion adopting the hearing 
examiner’s decision, the Commission ma- 
jority said the examiner erred when he 
found certain ads cited in the complaint 
were not false. Some of these state- 
ments, Commissioner Kern said, repre- 
sent that benefits are paid in all in- 
stances where death, dismemberment and 
hospitalization result from the types of 
common accidents enumerated in the 
policy. The benefits actually provided 
are “substantial and material departures 
from those promised in the advertise- 
ments.’ 

It is also not true, the majority held, 
that the policies necessarily provide 
benefits in case of 21 common sicknesses. 
Benefits are not paid if the sickness is 
traceable to a condition existing before 
the policy was issued or within 30 days 
after that time. In addition, total dis- 
ability and confinement must be continu- 
ous if the insured is to be eligible for 
benefits. 

These conditions are not disclosed in 
the advertising, the Commission said. 

Among the matters considered by the 
majority in its opinion was the com- 
pany’s contention that the practices com- 
plained of have been abandoned and will 
not, in all probability, be resumed, and 


State Farm’s Earned 
Premiums at Peak in ’56 


UP 17% TO §$270,838,066 OVER 1955 


Assets At Year-end $367,909,818; Reserve 
For Inflationary Trends of $10 
Million Set Up, Rust Reports 


The greatest earned premium volume 
in its fire and casualty history was 
reported March 7 by State Farm Mu- 
tual of Bloomington, Ill. Total 1956 
earned premiums were $270,838,066, up 
17% over 1955, the best previous year, 
and net premiums written reached a 
record $287,250,728, a 19% _ increase, 
President Adlai H. Rust said. 

For automobile lines alone, State Farm 
Mutual showed premiums in 1956 of 
$263,781,396. “Along with most other auto 
insurers,’ Mr. Rust pointed out, “we 
show an underwriting loss because of 
the sharp upswing in the frequency of 
accidents and the higher cost of settling 
claims.” 

$9,952,424 Underwriting Loss 

Year-end surplus to policyholders was 
$110,936,158, down $7,897,731 from 1955, 
reflecting a $9,952,424 loss from under- 
writing operations. Net yield from in- 
vestments was $9,066,454. Dividends to 
policyholders were $3,166,862. Federal 
taxes totaled $2,788,860. 

Assets at year-end stood at $367,- 
$09,818. Reserves for losses and loss 
expense were $123,148,986; for unearned 
premiums, $87,139,519; in voluntary loss 
reserves, $18,500,000; for investment fluc- 
tuation, $2,060,394, ‘and for inflationary 
trends, $10,000,000. 

State Farm was Edie 35 years ago 
this June, pioneered new underwriting 
practices, After World War II, the com- 
pany decentralized operations (14 re- 
gional officers, with others planned), 
strengthened its agency organization and 
stepped up advertising. Premium income 
nearly doubled from 1946 to 1951. 





that accordingly public interest is lack- 
ing. 
Reject Abandonment Claim 

Rejecting this argument, the opinion 
says that some of the challenged prac- 
tices were not discontinued until after 
the complaint was issued, and not all of 
the practices “in the vein challenged in 
the complaint have been discontinued.” 
The Commission concluded that “an ap- 
propriate order to cease and desist is 
required in ithe public interest.” 

Specify Ad Claims Forbidden 

Specifically the FTC order prohibits 
claims: 

That policies may be continued as long 
as premiums are paid unless there is a 
full and conspicuous disclosure of condi- 
tions of termination; 

That no medical examination is re- 

quired unless the company actually in- 
sures without regard to phy sical condi- 
tion “before” or “after” the policy is 
issued, or otherwise that the condition 
of health of a policyholder will not be 
considered in determining liability or 
that the company will not, as a claims 
practice, require proof of good health at 
the time the policy is issued; 
_That policies provide for indemnifica- 
tion against disability or loss due ito 
sickness or accidental injury unless ac- 
companied by a disclosure of all “the 
conditions, exemptions, restrictions and 
ietations SR 


McKell Reports On 1956 


(Continued from Page 39) 


little doubt, as insurance is sold more 
and more widely, that claims tend to be 
magnified and awards made greater.” 
As to traffic accidents, Mr. McKell 
said: “It is apparent that the existence 
of insurance, while alleviating financial 
distress, may at the same time inten- 
sify the undisciplined driving habits of 
those responsible for our national dis- 
grace, unless there is widespread _rever- 
sal of the notion that it is all right to 
license an operator or register a vehicle 
as long as there is insurance coverage.’ 
In view of the impact upon the na- 


tion’s economy, Mr. McKell also singled 
out for special attention the field of 
surety bonds guaranteeing performance 
of work undertaken by contractors. The 


«past several years have witnessed many 


defaults on important work, he pointed 
out, and surety companies have suffered 
large losses, 

“Defaults for the most part,” he ex- 
plained, “may be attributed to the in- 
experience of those who enter the busi- 
ness confident that the rising cycle will 
assure success, to the experienced con- 
tractors who undertake too much work 
at one time or jobs of a type unfamiliar 
to them or located away from their usual 
oper. ating areas, or to contractors of all 
descriptions bidding in the face of ex- 
cessive competition without sufficient 
cushion against adverse labor and ma- 
terial markets, etc. 

“A final hazard too frequently en- 
countered is the temptation of a good 
contractor to invest in unrelated enter- 
prises in the hope of a quick profit, 
thereby stripping his contracting busi- 
ness of necessary working capital. The 
only answer to this general situation is 
redoubled vigilance on the part of all 
companies in underwriting applications 
for suretyship, whether from their own 
clients or by way of reinsurance.’ 

Looking ahead, Mr. McKell stated that 
American Surety i is resolutely facing up 
to the problems to be solved to bring 
about a reversal in 1957 and the years 
to come of the recent adverse trends, but 
with this significant comment: “Any 
optimism, however, must be tempered 
with the caution born of inflation, claim 
climate and the uncertainties surround- 
ing the broad and relatively untried 


package policies recently introduced by 
the insurance industry.” 


John G. Bacon Article 


(Continued from Page 45) 


riers in having a large volume of one 
class of business handled by the same 
company. This would mean that the 
underwriters, claim adjusters, engineers, 
safety directors—in fact, everyone serv- 
icing the risk would be of top grade 
ability. 

A good example of the advantage of 
specialization is to be found in the opera- 
tion of some of the trade groups in the 
New York State Insurance Fund. Is 
there any reason why trade association 
Group plans cannot be adopted for 
workmen’s compensation, public liability 
and fire insurance forms? Why should 
the life, hospitalization and disability 
carriers have a monopoly on Group 
plans? 

Training for Executive Posts 

Now a word about the desirability of 
more intensive training of our younger 
men for executive positions. More and 
more is being done on an organized 
basis in this direction, but there is still 
a dearth of young men to take the places 
of our senior executives when their 
careers come to a close. 

The modern insurance executive must 
have working knowledge (in fact, inti- 
mate knowledge) of underwriting, invest- 
ments, claims and legal services, per- 
sonnel relations, agency matters and tax 
angles. However, it is a rare coincidence 
indeed when an insurance company man 
has contact with all of these matters in 
his journey through various home office 
departments. He is usually promoted in 
a straight line, touching only one phase 
of the business. 

In order to train properly capable men 
for executive positions we need a plan 
for the future. The training programs 
and refresher courses are excellent as 
far as they go but there should ‘be more 
on-the-job experience for those who have 
executive possibilities. 

I ‘look upon the stock casualty and 
fire insurance business as one of the 
principal factors in the tremendous eco- 
nomic growth of our country during the 
past 50 years. It has met every chal- 
lenge, no matter how difficult. I have 
confidence in our leadership—that ctt- 
rent problems will be met and propefty 
solved: But let’s hope that action Will 
come soon because delay can be costly 
for all branches of the business. 
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Bell Gets Top Canadian 
Post in Paul Revere 


NAMED V.P., GEN’L MANAGER 





Promotions Also Announced for G. L. 
Newell, A. E. Johns and J. J. Mellor; 
Their Careers 





‘he appointment of W. Douglas Bell 
as vice president and general manager 
for Canada has been announced by the 
Paul Revere Life. For the past four 


years Mr. Bell has served as general 





W. DOUGLAS BELL 


manager of the company’s Canadian op- 
erations. 

An Iowa native and_ resident of 
3urlington, Ont., Mr. Bell was graduated 
from the College of Commerce and 
Finance of Drake University in 1943 
and from its law school in 1949. During 
World War II he served as a lieutenant 
in the U. S. Navy in the Pacific Theatre, 
participating in action in the Philip- 
pines, Okinawa and in the occupation’ 
of Korea and China. He joined the Paul 
Revere early in 1949, and later that year 
became a member of the home office 
legal staff. He was named assistant 
counsel in 1951, in 1953 became Canadian 
general manager for the company. 

Three other staff promotions in the 
Massachusetts Protective and Paul Re- 
vere Life include the appointments of 
Gordon L. Newell as assistant superin- 
tendent of accident and sickness under- 
writing, Allan E. Johns as superintend- 
ent of group underwriting, and James 
J. Mellor as assistant superintendent 
of group underwriting. 

Mr, Newell joined the companies in 
1945, and in 1946 became a member of 
the A. & S. underwriting staff. A gradu- 
ate of Dartmouth College, he served as 
a flight instructor during World War 
Il’ and ‘as an officer in the Naval Air 
Force during the Korean conflict. 

Mr. Johns, graduate of University of 
Maine, joined the companies in 1948. A 
year later he was assigned to the group 
department. For several years he has 
supervised group underwriting opera- 
tions of the Paul Revere. 

Mr, Mellor entered the insurance busi- 
ness with. the companies in 1947, follow- 
ing his graduation. from Trinity Col- 
lege. He served in the Navy during 
World War II in the Pacific Theatre, 
and holds the rank of lieutenant (j.g.) 
in the Naval Reserve. Prior to his pro- 
motion Mr. Mellor served as supervisor 
of the group renewal division. 





National A. & H. Enjoyed 
Favorable Results in 1956 


National Accident & Health Co, of 
Philadelphia’s operations for the year 
1956 registered gains in both the un- 
derwriting and investment departments. 
All-time highs were again recorded in 
premiums written, admitted assets and 
policyholders’ surplus. 

The amount of life insurance in force 
was increased by $1,137,828, bringing the 
total “in force” at the year- end to $6,723,- 
616. Life premiums for the year were 
$264,132, representing nearly 10% of the 
total premiums of $2,693,147 reported. 

Gross receipts from all sources, less 
returns and allowances, amounted to 
$2,736,147. After paying $50,000 in divi- 
dends, an increase of $4,800 over 1955 
and providing $75,100 for Federal income 
tax due on 1956 earnings, the assets of 
the company increased from $2,501,760 to 
$2,587,519 and surplus to policyholders 
increased from $1,956,396 in 1955 to 
$2,011,695. 


C. L. Miller Is 30 Years 
With Standard Accident 


C. L. Miller, vice president of Stand- 
ard Accident and its affiliate, the Planet, 
recently completed 30 years of service 
with the companies. Mr. Miller received 
the congratulations of his associates and 
was presented with a bouquet of 30 red 
roses by officers and directors of the 
companies, Afterwards, he was honored 
at a luncheon given in the Detroit Club. 

Mr. Miller attended the University of 
Michigan, and in 1927 joined Stz indard 
Accident in the home office underwriting 
department. In 1928, he was made spe- 
cial agent in Detroit. He became asso- 
ciate manager, Detroit branch, in 1935 
and manager in 1938. In 1950, he was 
made resident vice president of the 
branch, being elected vice president in 
1954. 

A past president of the Casualty & 
Surety Executives Association of Michi- 
gan, he has served as chairman of the 
Michigan advisory committee and the 
Michigan accident prevention committee 
of the Association of Casualty & Surety 
Cos. He has also been active in many 
other industry activities. He is also a 
member of the Detroit Athletic Club, 
Orchard Lake Country Club, vice presi- 
dent and director, Detroit District Golf 
Association, and trustee of the Evans 
Caddie Scholarship Fund of the Western 
Golf Association. 


TO HEAR J. J. COLLINSON 

John J. Collinson, CPCU, claims ana- 
lyst for Johnson & Higgins, New York, 
will discuss compensation accidents, from 
occurrence to disposition by the Depart- 
ment of Labor, and their effect on pre- 
mium costs, at a meeting of the Savings 
Banks Insurance Forum to be held 
March 14 (2:30 p.m.) at the Bowery Sav- 
ings Bank. Clarence W. Herold, chair- 
man of the Savings Banks Insurance 
Forum, will introduce Mr. Collinson. 


BUELL TO SHOW SALES FILM 

The Casualty Underwriters Association 
will hold its regular luncheon meeting 
March 11 at the Downtown Club, New- 
ark. The speaker will be Warren Buell 
of the American Insurance Co., who will 
show a film called “Power of Enthusiasm 
in Selling.” 


STANDARD PROMOTES UPTON 

James E. Upton has been appointed 
manager, casualty underwriting depart- 
ment, of the Southern California branch 
of Standard Accident. He joined the 
companies in 1947. 





North Amer. Accident 
3-2 Decision By FTC 


CHAIRMAN GWYNNE IN MINORITY 


Tait Also in Dissent; Secrest, Anderson, 
Kern Rule Misrepresentation in Ex- 
tent and Duration of Coverage 


By a 3-2 decision the Federal Trade 
Commission March 4 ordered North 
American Accident of Chicago, to “elim- 
inate deception from its advertising of 
1 H. insurance. 

The Commission majority, Commis- 
sioners Robert T. Secrest, Sigurd Ander- 
son, and William C. Kern, in an opinion 
by Commissioner Kern, adopted a hear- 
ing examiner’s ruling that the company 
has misrepresented the duration of the 
coverage, the health requirements of 
policyholders, and the extent of coverage 
in case of illness. The majority ruled 
that the company has misrepresented the 
extent of coverage in case of accidents, 
as well. 

In a dissenting opinion, in which he 
was joined by Chairman John 
Gwynne, Commissioner Edward T. Tait 
said the case should be remanded for 
further proceedings, He disagreed with 
the majority’s prior decision that it has 
authority to regulate insurance adver- 
tising in interstate commerce regardless 
of state regulation covering intrastate 
advertising. (This decision was issued 
last April against The American Hospital 
and Life a Co., San Antonio, 
Texas, Docket No. 6237.) 

In the opinion the majority did not 
concern itself with a discussion of the 
jurisdictional question other than to say 
that it has full jurisdiction in this pro- 
ceeding. For the majority, Commissioner 
Kern considered various arguments 
raised by the company concerning its 
advertising. Commissioner Kern held, 
generally, that the examiner’s findings 
were correct. He did grant an appeal 
by counsel supporting the complaint that 
certain other advertising, not so found 
by the examiner, was false. 

Discussing the McCarran-Ferguson 
Act of 1945, Commissioner Tait said that 
Congress “expressed itself clearly that 
the continued regulation of insurance by 
the several states is in the public inter- 
est.” Under this law, he continued, ithe 
FTC Act is to apply to the extent in- 
surance is not regulated by state law. 
When Congress in effect says to the 
states, “regulate this industry,” he con- 
tinued, “it is unsound to presume that 
Congress intended joint or concurrent 
federal and state regulation.” 

In its original opinion in the American 
Hospital case, the majority said of the 
McCarran Act: “ ... it (was not) in- 
tended as an abdication of Federal juris- 
diction under the Sherman, Clayton and 
Federal Trade Commission Acts over the 
business of insurance.’ 

Continuing, that opinion which also 
was written by Commissioner Kern, de- 
clared: “In the absence of a far stronger 
and more positive commandment than 
that statute lays down, we cannot be 
persuaded that, as to the business of 
insurance, the Federal authority has been 
ousted from the interstate regulatory 
sphere.” 

Commissioner Tait, on the other hand, 
in his dissent says: “Unless sanctioned 
by Congress, joint or concurrent regula- 
tion is repugnant to our federal-state 
governmental philosophy because of the 
tremendous burden imposed upon those 
subject to dual regulation. 

“In the McCarran-Ferguson Act it is 
clear that the states can regulate insur- 
ance advertising,” Commissioner Tait 
added. “It is not clear that both the 
Federal government and the states can 
jointly regulate. Because of the unneces- 
sary burden imposed on those regulated, 
a clearer expression of Congressional 
intent should be required to hold that 
there is joint Federal-State regulation, 
which seems to be the Commission’s ma- 
jority view. In fact, the Act itself 
refutes any such contention.” 

Commissioner Tait contends that, un- 
der the McCarran Act, if the states have 

(Turn Back to Page 46) 






N. Y. Life Ready With 
Lifetime Hospital Plans 


V.P. PHILLIPS ~ EXPLAINS SETUP 












Two Heapitel-Surgienl Policies Intro- 
duced, Both Guaranteed Renewable; 
Designed For Older Persons 





The forgotten people in hospital and 
surgical insurance—older persons, includ- 
ing those over 65 years of age—have 
been recognized by the New York Life 
which has announced two new insurance 
policies that give lifetime protection, ac- 
cording to James T. Phillips, senior vice 
president and chief actuary. They are 
described as (1) Lifetime Guaranteed 
Renewable Hospital Expense and (2) 
Guaranteed Renewable Senior Hospital 
Expense policies. 

Mr. Phillips said one of the features 
of the lifetime hospital coverage is that 
the hospital and surgical benefits remain 
unchanged during the continuance of the 
policy. 

“As far as we are aware no other 
company currently provides on a guaran- 
teed renewable lifetime basis benefits of 
this magnitude at the older ages where 
medical costs are high due to the greater 
frequency and longer duration of ill- 
nesses,” Mr. Phillips declared. 

The Senior Hospital Expense policy, 
Mr. Phillips said, is issued to those at 
age 61 through 75. The other, the Life- 
time Hospital Expense policy, will enable 
younger people to provide early in life 
for coverage for the rest of their lives. 
It will be issued at ages 18 to 60. 


Guaranteed Renewable for Life 


Once the policies are in effect, he said, 
the company guarantees to individual 
policy owners the right to renew, despite 
any change in health status, as long as 
the insured lives. He pointed out that 
the company reserved the right to revise 
premiums to meet changing levels of 
hospital and medical costs. However, 
Mr. Phillips said, “individual policy own- 
ers cannot be singled out for an increase 
in premiums because of deterioration in 
physical condition or because of claim 
history. Premium rates can only be 
changed for entire classes of policy own- 
ers.” 

Mr. Phillips also explained that, as 
with other participating: policies in a 
mutual company, the “lifetime” and 
“Senior” policies provide for annual par- 
ticipation in divisible surplus and any 
dividends as declared will be payable in 
cash. “It is not expected,” he said, “that 
there will be any dividend payable be- 
fore the third anniversary of such poli- 
cies. Since the actual dividends to be 
paid depend on future experience, it 
should be mentioned that future levels 
of costs are extremely difficult ito fore- 
tell accurately under medical expense 


plans, particularly at the older ages 
where experience is limited.” 
Under the “Lifetime” policy, the hos- 


pital and surgical expense benefits in- 
clude hospital confinement for a maxi- 
mum of 365 days, additional hospital con- 
finement benefits for major surgery, mis- 
cellaneous hospital expenses up to a 
maximum of 15 times the daily hospital 
benefit, and surgical operation expenses. 
The policy also includes benefits for ma- 
ternity and poliomyelitis. 


Less Extensive Benefits 


The benefits under the “Senior” policy 
are less extensive than under the “Life- 
time” policy, because of the much higher 
cost of medical care under policies issued 
at the older ages, but include daily hos- 
pital benefits payable for a maximum of 
60 days and sicaiancoss hospital ex- 
pense benefits payable up to a maximum 
of 10 times the daily hospital benefit. 
This policy also includes additional hos- 
pital confinement benefits for major 
surgery, and benefits for surgical opera- 
tion expenses, and for polio. 

Each of the new policies Mr. Phillips 
said, has a $25 deductible amount—simi- 
lar to the deductiblé in automobile in- 
surance. This serves to eliminate many 
small claims and the expenses of han- 


(Continued on Page 50) 
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Betty Furness, TV personality, is shown in above picture flanked by winners 
of sales awards given recently by the Sales Executive Club of Chicago to top 
producers of the Combined of America. The three winners competed in a nation- 
wide sales contest of disability policies, conducted by this company. : 

The wives who shared in the honors accorded to the winners are left to right, 
Mrs. Opal Pegram, Mrs. Ethel Nelson and Mrs. Shirley Samuelson. The recipients 
of the awards are Don Samuelson of the Vaughan Moore Agency, Fargo, N. D.; 
LaVerne Nelson of the Justad Agency, Great Falls, Mont., and John Pegram of 


the Kearns Agency of Bluefield, W. Va. 


These top:salesmen and their wives were feted by W. Clement Stone, president 
of Combined, during their all-expense-paid week’s vacation in Chicago. 





COMBINED’S SALES AWARD 


W. Clement Stone Phones “Congratula- 
tions and Apologies” to Mrs. Mildred 
Waller, “Queen of the Week” 
The Combined Insurance Co. of Amer- 
ica, Chicago, was to make an 
unexpected last 

recent sales incentive program. 
For the final week of the competition 
involving sale of disability policies, Com- 


forced 


minute change in its 


bined Insurance had offered a national 
title of “King of the Week” to the sales- 
man with the best record. The title was 
in addition to a cash bonus and several 
merchandise awards. However, when 
the results were tallied in Chicago, it 
was discovered that a woman—not a man 
—was the company’s top national sales- 
man—or rather, saleswoman, in her area. 

So—instead of “King of the Week’— 
the company declared Mrs. Mildred 
Waller of the Mountain State agency, 
Charleston, W. Va., to be “Queen of the 
Week.” Mrs. Waller just missed being 
the national winner, which would have 
entitled her to a five-day all-expense 
paid vacation in Chicago. 

W. Clement Stone, president of the 
Combined companies, extended personal 
congratulations to Mrs. Waller by tele- 
phone. He also extended an apology for 
the company’s failure in its advance 
planning to recognize the possibility that 
a woman might outdo the men and earn 
the title—“Queen of the Week.” 


1956 Income of United of 
Chicago Was $60.6 Million 


United Insurance Co. of America, 
which is now operating in 40 states, 
the D. of C. and Hawaii, had total 1956 
income of $60,637,116, an increase over 
1955 of better than $7 million. Assets 
increased by over $8 million. giving the 
company total assets of $66,299,716, Net 
gain in surplus was $1,112,634, bringing 
the capital and surplus account up to 
over $10 million. 

During the past year the United paid 
to policyholders and beneficiaries in 
claims and cash benefits over $16,000,- 
000. The company organized in Chicago 
34 years ago, now has life insurance in 
force of $517,513,257. 


SULLIVAN ORDERS STOPPAGE 

Washington State Insurance Com- 
missioner William A. Sullivan has or- 
dered American Dental Services, Inc., 
to stop selling membership for dental 
care service. 


12 Agencies Celebrate 25 
Years With Hartford A. & I. 


Twelve agencies of the Hartford Ac- 
cident & Indemnity will be awarded 
special service plaques this month in 
recognition of their having represented 
the company for 25 years, 

The plaques will be 
Anderson Agency, Clemson, S, C.; Rob- 
ert J. Storms, Norwich, Conn,; Barto- 
lotti Agency, Lacon, IIl.; John L. Kiley 
Agency, Kokomo, Ind.; Sherer Agency, 
Dennison, O.; Fawcett Agency, Kerr- 
ville, Tex.; Eckles & Stirman Agency, 
Holdenville, Okla.; Thomas W. Bellows, 
Altus, Okla.; H. H. Oakley Agency, 
Inc. Logan: .W. -Va:> G: Bi. Olney, 
Marysville, Calif.; Seawell & Minard, 
Inc., Roseville, Calif., and Mosher- 
Jaker, Inc., Watertown, N. Y. 


presented to 
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$2.1 Billion in Health Ins. Benefits 
Paid in 1956 by Insurance Companies 


Benefit payments by insurance compa- 
nies to Americans protected by health 
insurance policies amounted to over $2.1 
billion in 1956, the Health Insurance 
Institute reported March 1. A survey 
of the nation’s insurance companies 
writing policies which help pay for doc- 
tor and hospital bills, and loss of income 
incurred through accident or sickness, 
showed an increase in such payments of 
18.5% over the year 1955. 

Benefits paid under Group health in- 
surance policies covering hospital, surgi- 
cal and medical care and loss of income 
were $1.5 billion, an increase of 20.9% 
over the previous year, the Institute said, 
while the increase in benefits under 
individual health insurance policies was 
over $601 million, a rise of 12.8%. 

Persons covered under hospital ex- 
pense policies, which help pay for the 
time spent in hospitals while sick, re- 
ceived a total of $855 million, with $629 


million received under Group policies, 
and $226 million through individual in- 
surance policies. 

Surgical expense insurance, which 
helps reimburse the insured for opera- 
tions, accounted for over million 
in benefit payments, with $273 million 
going to those protected under Group 
policies, and $73 million paid to indi- 
vidual policyholders. 

Payments to persons under medical 
expense policies, which help pay for 
medical care and treatment other than 
surgery, amounted to over $58 million 
in 1956, with $47 million paid under 
Group plans, and $11 million through 
individual policies. 
$65 Million in M. M. Expense Benefits 

Major medical expense insurance, 
which helps defray the cost of serious, 
or catastrophic illness, paid holders of 
such policies a total of $65 million in 

(Continued on Page 50) 





FORGING TO THE FRONT 
NATIONAL CASUALTY COMPANY 


Get in with a leader, forge to the front with 
National Casualty's sound protection—the 
finest in Disability Income, Hospitalization 
and Surgical coverage for the Individual, 
Family, Franchise or True Group case. 
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Craftsman of Boston to 
Lease 6-Story Bldg. 


MARKS 50th MILESTONE IN 1957 





Donald Spencer Named Vice President 
and David S. Kunian as a Director 
at Annual Meeting 





The election of a new vice president 
and a new director, together with plans 
for leasing a six-story office building 
adjacent to the new Prudential Center 
in Boston, highlighted the annual meet- 


DONALD SPENCER 


ing of Craftsman Insurance Co. of Boston 
on February 26. 

Donald Spencer, a director since 1950, 
was named vice president and David S. 
Kunian was elected a director. Mr. Spen- 
cer, who was associated with Scudder, 
Stevens & Clark, investment counsel, for 
many years is president of Spencer- 
Kennedy Laboratories, Inc., the elec- 
tronics manufacturer. Mr. Kunian, who 
is attorney for the company, is a director 
of Guarantee Trust Co. of Waltham, 
Mass. 

President William I. Newton reported 
to stockholders that Craftsman has com- 
pleted arrangements for a long-term 
lease of the six-story office building at 
851-855 Boylston Street, Boston. The 
building will house the home offices of 
Craftsman which writes A. & H. and 
hospital insurance in 20 eastern states. 
Extensive modernization is expected to 
be completed by late summer. 

Noting that Craftsman is observing its 
50th anniversary this year, President 
Newton told stockholders that the steady 
increase in Craftsman’s underwriting to- 
gether with new agency appointments in 
other states, made the move to larger 
quarters necessary. He noted that the 
new quarters will permit room for ex- 
pansion, expected through the develop- 
ment of new policy coverage and new 
agency appointments. 


PEERLESS APPOINTS DOZOIS 

John B. Dozois has been appointed 

special agent for A. & H. with the Peer- 
less of. Keene, N. H., in its Syracuse 
branch office. The announcement was 
made by Edmund A. Smith, Peerless vice 
president in charge of A. & H. 
_ Mr. Dozois has specialized in A. & H. 
for the past seven years at the Arthur 
B. Dozois general agency in Albany. 
He handled sales and training of agents 
and brokers. 

Prominent in association affairs, Mr. 
Dozois also teaches A. & H. in the 
Albany Insurance Agents:and Brokers 
School. 


EMPLOYERS’ GROUP CHANGES 
The Employers’ Group, Boston, Mass., 
has appointed Robert L. Batchelder as 
manager of its western Massachusetts 
branch effective March 1. Assistant 
manager of this. branch: will: be David 
C. Howe. 








Ausley Succeeds Father 


Maurice Ausley of Birmingham, Ala., 
succeeds his father there as general 
agent for North American Accident of 
Chicago. The elder Mr. Ausley is enter- 
ing a new field after 16 years as general 
agent. 

Maurice Ausley was licensed while 
still attending the University of Alabama, 
and joined his father’s agency in 1954, 
handling Life and A. & H. lines. He 
lectures on salesmanship at his Alma 
Mater, is active in the Junior C. of C., 
and vice president of the Alabama Asso- 
ciation of A. & H. Underwriters. 





DANIEL J. BRADY PROMOTED 





John Hancock Mutual Life Names Him 
Assistant to the Director of Personal 
Health Insurance 


Daniel J. Brady has been promoted by 
the John Hancock Mutual Life, to be as- 
sistant to the Director of Personal 
Health Insurance, at the home office. 
He has been with the company since 
1946 when he joined its Group depart- 
ment as an underwriter. He was ap- 


pointed analyst in Group research in 
1950. 

Prior to joining the John Hancock, 
Mr. Brady was active in the A. &H. 
field in New York, having served in 
managerial capacities with the Sun In- 
demnity and United States Life. 

Active in civic affairs in Newton, 
Mass., where he resides, Mr. Brady 
served as chairman of the town’s ‘Com- 
munity Chest this year. He is also 
troop chairman of the Boy Scouts in 
Newton. 





“love those 
COMBINED 


vested renewal 
checks” 





does an annual retirement income of *12,000 interest you? 


Many agents are enjoying high incomes and are 
building up enviable retirement funds with the 
vested renewal program offered by the Combined 


Group of Companies. 
Why not you? 


The key to successful selling in the health-and- 
accident field is in specializing. Here, for 
example, is what’ a “specialist” can do with 
Combined’s Union Labor Plan: in only 10 years, 
an agent can build a retirement income of over 
$12,000 a year, while accumulating commissions 
of over $125,000.00 during those 10 years. And 
this is just one of the Combined package plans 
available —all with equal or greater income 


and retirement potential. 


To qualified agents, Combined offers: personalized 
sales training in specialty selling, counsel in 
selection of the Combined ‘package plan’ best 
suited to you, valuable merchandising aids, in 
fact, ‘the whole ball of wax’ to make you a 
successful health-and-accident specialist. 


Don’t delay. Find out now how Combined can 
put you on the road to success and future 
security. Mail the coupon —today—for the 


Combined story. 
Combined Group of Companies, W. Clement 


Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., 
Co. of Massachusetts, Boston; First National 
Casualty Co., Wisconsin. 


Find Out What Combined Can Do For You 


I Combined Insurance Co. of America, Dept. 26 

| 5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: Please send me the Combined story for 
agents and agencies. 


Dallas; Hearthstone Insurance 
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Additional A. & H. Results For 1956 


The following ten A. & H. writing companies reported their 1956 premium-loss 
results to The Eastern Underwriter too late to be included in our tabul ation last week. 
Bankers Life & Casualty of Chicago with earned premium volume af $106,632,236 
is well up among the first ten leaders in this field. 


Company 


BANKERS LIFE & CASUALTY 
aan Accident & Health 
cial A id 


- ine aang 
Non Can. A. & H 





UNION LABOR LIFE 


Group Accident & Health* 
* Includes Major Medical (group) and 
Hospitalization (group 


ZURICH INSURANCE CO. 
Group Accident & Health 
Statutory Disability Benefits 
Major Medical Expense 
Commercial Accident 
Commercial Health 
Hospitalization 


Losses 
Incurred 


Earned 


Premiums 


$ 7,209,606 
9,099,290 
90,289,521 
33,819 


$ 6,637,158 
5,479,620 
55,239,777 
5,872 


$106,632,236 $ 67,362,427 


$ 20,653,187 $ 17,588,038 


$ 5,264,914 $ 
3,984,622 
230,606 
80,919 
63,183 
4,518,479 


3,593,547 
2,423,249 
137,656 
51,818 
43,561 
4,498,570 





14,142,723 10,748,401 


HARTFORD ACCIDENT & INDEMNITY 


Group Accident & Health 
Statutory Disability Benefits 
Major Medical Expense 
Accident 

Health 

Hospitalization and Medical 


NATIONAL ACCIDENT.&.HEALTH 
Commercial Accident & Health 


Hospitalization 


AMERICAN PROGRESSIVE HEALTH 
Group Accident & Health 
Major Medical Expense 
Hospitalization 


CENTRAL STANDARD INDEMNITY 
Group Accident & Health 
Commercial Accident & Health 
Hospitalization 


Non-Can. A. & H 


WISCONSIN NATIONAL LIFE 
Commercial Accident Only 
Commercial Health & Accident 
Hospitalization* 

Non-Can. A. & H 


* Includes Major Medical Expense. 


GUARANTEE MUTUAL LIFE 
Commercial Accident 
Commercial Accident & Health 
Hospitalization 
Non-Can. A. & 


UNITED STATES CASUALTY 
Group Accident & Health 
Statutory Disability Benefits 


669,668 274,199 
5,847,253 

174,331 
1,906,872 

250,455 

675,306 





9,523,885 5,959,573 


464,626 
996,471 


177,264 
392,741 





1,461,097 570,005 


60,485 
590,929 
585,779 


33,268 
308,450 
172,949 





514,667 


1,065,065 526,408 


50,526 
335,826 
568,019 

251 


19,843 
125,277 
215,491 

—5 


954,622 360,606 


33,278 
140,720 
389,712 

10,767 


11,646 
49,764 
158,778 
1,853 


574,477 222,041 


5,760 
141,443 


3,051 
83,157 


$147,203 86,208 





N. Y. Life Poliey 
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dling them, enabling New York Life to 
offer more substantial hospital benefits 
for the more serious illnesses and acci- 
dents. 

Mr. Phillips pointed out that the new 
policies have been in the process of de- 
velopment for about a year. “Our con- 
tinuing research has indicated that these 
broad benefits at the older ages can be 
provided at reasonable premium rates. 
The new policies have been designed to 
provide the insuring public with a com- 
plete portfolio of insurance coverages 
and to meet desirable social needs for 
insurance protection.” 


9th Annual College Paper 
Safety Contest Results 


Student publications and 
from nine colleges and universities were 


recently named winners of 11 awards, 
presented by Lumbermens Mutual, to- 
taling $2,100 in prizes for outstanding 
efforts to promote safe driving among 
fellow students. From 28 states, 278 
entries were submitted. 

Top winners in this 9th annual col- 
lege newspaper contest were announced 
by James S. Kemper, Lumbermens 
chairman, after judging at the Califor- 
nia Club, Los Angeles. 

Texas A.& M. College entry won the 
$500 first prize in the field of daily 
publications. Miami University, Ohio, 


journalists 





GUARANTEED 
RENEWABLE 


Now . . two outstanding new guaranteed renew- 
able policies, designed for the lower and middle 
income market, with more complete and lower 
cost accident and sickness and hospital protection. 


Federal’s leadership can show you the way to 


record sales with this, the 





greatest GUARANTEED RE- 
NEWABLE Plan in the field 


today. 


Find out about Federal’s assistance plan for new general agents, 


write today to: 

Agency Secreta — 

Federal Life and Casualty Company 
Battle Creek, Michigan 


FEDERAL LIFE AND 


CASUALTY COMPANY 
BATTLE CREEK, MICHIGAN 


cages > ae oe 


FEDERAL LIFE AND | 
CASUALTY COMPANY | 
WOLVERINE 
INSURANCE COMPANY 








TV AD DEBUT BY KEMPER COS. 


Spring Campaign Calls for NIT Basket- 
all Spots; Aims at 118 Markets 
Through Newspapers 

National newspaper ads in 118 major 
markets and three Saturday afternoon 
telecasts of the National Invitational col- 
legiate basketball tournament will be 
used in the spring advertising campaign 
of the Kemper Insurance companies. 

N. C. Flanagin, executive vice presi- 
dent of Lumbermens Mutual Casualty 
and American Motorists, says the cam- 
paign marks the third consecutive year 
in which the Kemper group’s newspaper 
advertising has emphasized the personal 
service and low net cost insurance avail- 
able from its more than 8,000 local agents 
throughout the U. S. 

Mr. Flanagin points out that the NIT 
basketball telecast represents the Group’s 
first venture into network TV. The Na- 
tional Invitational Tournament will be 
televised over 71 Columbia Broadcasting 
system network and affiliated stations 
on March 16, 23 and 30. 

The first two Saturday afternoon tele- 
casts will begin at 2:00 p.m. (EST). 
They involve a first-round game and 
the NIT championship game, respec- 
tively. College all-star teams from the 
East and the West will compete in the 
March 30 TV game beginning at 2:45 
p.m. (EST). 

Large space ads combining traffic 
safety and local agency promotion will 
be run on Sunday, May 5, in 118 news- 
papers in 28 states, Alaska and the Dis- 
trict of Columbia. 

Cost of this spring’s campaign, says 
Mr. Flanagin, will be nearly 
but he points out that “this figure does 
not include the inv estment by agents in 
campaign tie-in ads in local newspapers, 
local tie-in TV spot announcements for 
the basketball tournament and direct 
mail solicitations.” 

Since September, 1954, the Kemper 
companies have spent more than $2,000,- 

to promote the American Agency 
System through support of agents at the 
local level. 





won the $500 first prize in the non-daily 
field. 

Second prize of $250 for daily publica- 
tions went to Brigham Young University, 
and the University of New Mexico won 
the $100 third prize. 

The non-daily field $250 second prize, 
was won by the University of Arkansas, 
and the $100 third prize was divided 
between San Diego State College and 
the Northern State Teachers, Aberdeen, 
S.D. Four students receive $100 each 
for individual editorial, feature, cartoon 
and photographic classifications, 


GROWTH IN 1956 REPORTED 


Mass. Protective-Paul Revere Non-Can. 
Premiums Exceeded $27,000,000; Assets 
Gain 7.4% to Top $69 Million 
Substantial 1956 growth has been re- 
ported by the Massachusetts Protective 
and the Paul Revere Life. President 
Frank L. Harrington announced that 
gains in non-cancellable accident and 
sickness premium income in both com- 
panies exceeded $27,000,000 at year-end. 
Massachusetts Protective’s A. & S. 
premiums for the year reached $11,535,- 
676, a new high. Assets rose to $69,225, - 
441, a 74% gain. 1956 investment income 
exceeded $3,000,000. Payments to policy- 
holders and beneficiaries amounted to 

$4,965,841. 

Paul Revere’s premiums on disability 
policies rose to a record level of $16,- 
328,882, an increase of $1,684,366 and 15% 
higher than in 1955. New paid ordinary 
life for the year was 25% greater than 
for 1955. Ordinary life insurance in-force 
rose 14%. Total life insurance in-force 
was $571,000,000. Group life i insurance in- 
force totaled $175,714,000 which is a gain 
of $44,620,000. Group annual premiums 
in-force rose to $7,774,582, a gain of 
$1,134,000 for the year. 

Assets of the Paul Revere were $128,- 
704,000 at year-end. Payments to policy- 
holders and beneficiaries amounted to 
$15,275,000. Net yield on investments 
increased from 3.69% in 1955 to 3.78% 
or $4,584,000 in 1956. 

President Harrington also reported 
that the company’s six- year-old Canadian 
operation had a premium income in- 
crease of 44% while new business fig- 
ures showed a 41% gain. Sales force in 
Canada grew 30% in number. 


Health Insurance Benefits 
(Continued from Page 48) 


benefits, with Group policyholders re- 
ceiving over $62 million, and holders of 
individual policies receiving $3 million. 
These figures include policies written 
alone or to supplement the basic hospi- 
tal, surgical and medical coverages. 

The Institute also noted that persons 
insured against loss of income due to 
sickness or disability received $695 mil- 
lion as income replacement, with $449 
million received through Group policies, 
and $246 million under individual poli- 
cies. 

In concluding its report of health in- 
surance benefits for 1956, the Institute 
stated that the increase in such payments 
to the American people reflects the 
continued efforts by the public to pay 
its hospital and doctor bills through 
voluntary health insurance. 
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The Aetna Fieldman 
Ils a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 




















Meet Nelson C. Taintor, Jr., Special Agent, Buffalo. 
Nelson was born an insurance man, the third generation in 
the business. While his career was delayed by World War II, 
in which he served as a sergeant of infantry in Europe, it has 
been marked by rapid progress. After graduating from Yale 
in 1949 and the Aetna Training School in 1950, he worked 
first in Rochester and for the past six years in Buffalo. He 
has been awarded the C.P.C.U., lectures on insurance at 
the University of Buffalo and, after hours, can frequently 
be seen in dramatic roles in local community theatres 
and television shows. 








Meet John A. Munro, Marine Superintendent, Port- 
land, Oregon. Jack has well earned the reputation of 
knowing all the answers on marine insurance—and perhaps 
it is more than coincidence that his hobbies are swimming 
and fishing—and that he spent four years in the Navy, 
including a year and a half on a carrier in the South Pacific. 
Jack was educated at Northwestern State College and the 
University of Georgia, and joined the Aetna in 1954. He is 
keenly interested in encouraging young men to enter the 
insurance field, and has lectured on inland marine insurance 
at Multnomah College. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «* STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 


Clinton £. Allen, President 
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R EINSURANCE, TOO, through its basic service to the insurance 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND HEALTH, BONDING AND MARINE LINES 


Home Office: 90 JOHN ST., NEW YORK 38, N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO, 
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